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‘vith COLUMBIAN 


Where service conditions demand the best it’s 
Columbian Pure Manila Rope—with the Red, 
White and Blue surface markers! 


Columbian Tape-Marked, Pure Manila Rope is 
manufactured from the choicest manila fibre 
selected and graded by the Columbian Organization 
in the Philippines. 


It has been proved in service, year in, year out, 
under all conditions. It is always strong, always 
trustworthy. When a man’s life depends upon a 
rope, he wants Columbian, the finest rope money 
can buy! 


COLUMBIAN ROPE COMPANY 


400-70 GENESEE ST., AUBURN, N.Y. 
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Here are some thoughts you can use in the ads you will submit 
to the National Hardware Brand Names Advertising Contest. 


( ompetition among various manufacturers tends to 


IMPROVE QUALITY... LOWER PRICES 


The greater the values offered, the greater the sales. National 
advertising of these values increases demand and consumption; 
resultant savings from increased volume production can be 
passed on to the public. 


The manufacturer’s pride in his product results in 


FULL VALUE... UNIFORM QUALITY 


It costs the manufacturer a lot of money to build a reputation; 
he can’t take any chance of /osing it. To protect his reputation, 
he must consistently deliver what his advertising promises. 


Manufacturers of nationally-advertised brands usually offer 
9 HIER CHOICE... BETTER SERVICE 


Their more extensive resources and large-volume 
production permit “extras” which manufacturers 
with limited markets often cannot afford. Thus— 
the manufacturer’s name on the product is the best 
protection of the consumer’s money. 
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Hardware Age, published every other Thursday by Chilton Co. (inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as seco ‘. fon matter March 24, 1938, at the Post 
Office at Philadelphia under the Act of March &, 1879 (Printed in U. 8S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 159, 10. 
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! No depending on a designer 
(who’s never even seen your 
ead our representative comes to 
with his own eyes the physical 
dimensions f your selling floor — sits down and 
discusses the particular problems that concern your 
store location, your department arrangement, the class of 
trade you serve and the policies you wish to pursue. 


Result ...an up-to-date smooth surface floor 
covering department design to bring maximum 
prestige pJus maximum sales. Uniform lighting, 


high-visibility pattern and “in-use” displays, 
* best use of space according to your own 


market (felt base vs. linoleum, floor vs. wall 







covering, residential vs. commercial) .. 


Why not do it today? 
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are all presented in detailed working drawings that any carpenter can follow. 


And it’s all completely free! Just call or write your nearest Congoleum- 
Nairn branch office and a qualified representative will call on you. 
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ATLANTA 3, GA. oe Haverty Bidg.; 
134 Peachtree St., N. W. 

BOSTON 16, mass. ‘Statler Office Bidg., 
20 Providence St. 

CHICAGO 11, ILL. American Furniture 
Mart, 666 Lake Shore Drive. 

a Ha _— Tower Petroleum Bid... 
190' 

MINNEAPOLIS 2, MINN. Plymouth Bldo., 
6th St. and Hennepin Ave. 

NEW byte nel 16, N. Y. Textile Bldg., 295 


Fifth A’ 
PHILADELPHIA 7, ey Lincoln-Liberty Bidg., 
E. Cor. Broad and Chestnut Sts. 
pIrtsBUKGH 22, PA. Clark Bidg., 717 
Uberty ine 
ST = Ne ‘MO. Paul Brown Bidg., 9th and 


Oliv 
SAN FRANCISCO 3, CALIF. Western 


Furniture Exchange ond Merchandise Mort, 
1355 Market St. 
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SIX FAST SELLERS ... EACH A 
LEADER IN ITS PRICE CLASS! 


® This new Master six-lock assortment covers the wide 





range of bike lock demand .. . from the lowest-priced, 
quality numbers to the superior protection of Master 
laminated ratchet locks and Master's matchless three- 
dial combination lock. They are smartly styled, finely 
finished and beautifully packaged to sell on sight! The 
sparkling new individual cartons and colorful display 
containers are designed to help speed bike lock sales 
to a new high. Here is your complete “‘bike lock depart- 
INC. : - ment” for faster turnover 


anny, WJ. S595 and bigger profits. 
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- Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 
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Made to be BOUGHT-USED- 
and BOUGHT again! 


EndoPest.. 


... all the protection most 
gardens need from chew- 
ing insects, sucking insects and 
fungus diseases! 


. new, improved weed- 
killer dooms weeds to certain 
death, roots and all! 


For Added Profits . . . Display Them Both With Vigoro 


You can be sure that a gardening 
product backed by the prestige of 
Vigoro will sell. Your customers will 
buy EndoPest with complete confi- 
dence without any “pre-selling’”’ on 
your part. EndoPest is ideal for flow- 
ers, trees and shrubs; also for edible 
fruits and vegetables. Comes in a 
handy dust gun that’s refillable with a 
new cartridge, in the small sifter top 
size for house plants and in a big 
economy size package. 


Display EndoPest 


Save your customers backaches due to 
lawn weeding. Sell them EndoWeed, 
the new, improved, selective lawn 
weed-killer that destroys over 50 dif- 
ferent weeds once and for all. Simple 
to use! Merely dilute EndoWeed with 
water and apply with any type spray- 
ing equipment. Economical, too! 
Eight ounces of EndoWeed treat 2,000 
square feet of lawn area. 


Mention EndoWeed to your garden- 
ing customers. There’s another sure 


‘4 with Vigoro — Sell it 
’y with Vigoro. Make sale and profit to be made when they 
see the Vigoro name on the package. 


double profits! 

















SWIFT & COMPANY 


Plant Food Division © U.S. Yards © Chicago 9, Ill. 





EndoPest—EndoWeed advertising continues to appear 
in House Beautiful, The American Home, Better 
Homes and Gardens and many other favorite garden- 
ing magazines. Look for it! 
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Presented by Swift, 
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The mower with 
the outstanding 
Sales Features 
in 1947 


Popularly 
Priced 


SAS 


Al Pug 
re 






See your jobber N 


about the NEW 


















IT’S louse € 


because— 







@ it’s fully self-sharpening and self- 






aligning 





@ its blades are spring tempered to 






resist the shock of sticks, stones, etc. 







@ it is precision-made of proved 






materials 











@ it’s assembled with modern unit 


welding, eliminating the problems of 






loosened screws and rivets 







@ it’slight enough for easy handling— 





yet heavy enough for efficient mowing 







@ it mows effortlessly because of its 





high-grade ball bearing reel andits self- 






sharpening, constantly aligned blades 





A product of 40 years’ experience 


PLUS the best in engineering progress 


Rural hardware dealers know this. Asked what rural 
magazine would be most effective, from an advertis- 
ing standpoint, in helping them sell their prospects 


they chose Country Gentleman almost 
3 to 1 


Advertisers know this. They invest more advertising 
dollars in Country Gentlemgn than in any other 


farm magazine. 
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HOSE NOZZLE 


UNSURPASSED IN CONSTRUCTION ... APPEARANCE AND SERVICE... 
ONLY ‘wee filly GIVES YOU SO MUCH VALUE... 


Squeeze ... IT’S ON—INSTANTLY—To Any Degree of Spray or Stream 
—Not by Twisting or Setting Special nuts, clips or gadgets—Just By 
Varying The Degree of Your Squeeze. ¢ Release .. . IT’S OFF—Auto- 
matically—Instantly. © One Hand Operated and Fits Naturally and 
Comfortably Right in the Palm of Your Hand. ¢ Leak proofed—Has Fully 
adjustable packing nut to take up normal packing washer wear. * Lever- 
Spray is Really Engineered—It's not a Gadget—Is Built for a Life-Time of 
Service—Has But One Primary Working Part—!s Streamlined with strong 
Eye Appeal, Triple Plated Body and Handle (Coppered, then Nickeled, 
then Chromed). Water contact Parts are Solid Brass or Phosphor Bronze. 
PACKAGED FOR COUNTER DISPLAY 
RETAILS FOR $1.85—ORDER FROM YOUR JOBBER 
*Proofl in Our Sales Files. . Ask Us 


KAY PRODUCTS INDUSTRY 


SLIGHTEST PRESSURE GIVES STREAM DESIRED 


Wake Sprinkling a Sport 
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2280 Fisherman's Barometer. Tells anyone who 


2068 C Auto Altimeter. 


Thanks for your ad, Mr. Miller. Since the war we’ve 
been breaking our necks to supply your Williamstown, 
Kentucky, store and all our other dealers with Taylor 
Instruments like these: 


17BF3 Matchb Comp Hunters, fishermen 





Any driver’s eyes will 


likes to fish when to fish! You can tell your cus- 
tomers that extensive fishermen’s research proves 
it right 94 times in 100. A sure-fire seller with 
good grade movement. 31” green plastic case. 


pop at this swell instrument! Gives accurate alti- 
tude wherever he goes. 2 12” dial in brown plastic 
case. Available in 3 ranges: 5000 ft. (No. 2068C) 
$7.50 ea.; 10,000 ft. (No. 2068D) $9.00 ea.; 15,000 


and every boy will want one of these! Guided our 
fighting men all over the world. Combination 
waterproof match container and compass in 
strong 314” tubular case. Luminous float on dial 
cap. Striking bar molded into base. $1.50 ea. 


5936 Roast Meat Thermometer. 
Thousands of women’s mouths 
have been watering for this de- 
pendable guide to perfect roasting 
ever since we stopped making ’em 
because of the war. Tells when 
any roast is rare, medium or well 
done. Prompt delivery. $21.00 doz. 


10 





5794 Brooder Thermometer. 
Chicken raisers will sing the 
praises of this reliable, yet inex- 
pensive thermometer that’s always 
easy to read! 414” white enameled 
scale with black numerals and 
graduations. Range 30° to 120° F. 
$9.00 doz. 


ft. (No. 2068F) $10.00 ed. 





ss ) 
“Taylor Instruments 


MEAN 


ACCURACY FIRST 











INDUSTRY 


IN HOME AND 


Order through your wholesaler or write Taylor 
Instrument Companies, Rochester, N.Y., or Tor- 
onto, Canada. Prices slightly higher in Canada. 
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Montague Rods and Ocean City Reels have _It’s “balanced tackle” ...a grand chance to 
gone to sea with salt-water fishermen for many sell the customer the combination—both rod 
a year. Widely known, widely respected as the and reel. Please place your orders with the 
standard of all that’s finest and best in jobber well in advance so that we may give 
“salt” tackle. you the best service possible. 


CRUISER Weakfish Rod No. 11CW 
Tip of selected flame finish split bamboo. 
| , 18 inch detachable butt. Chrome Scrulock 
a ~~ reel seat. Stainless steel casting guides 
liamstown, and top. 5% ft. overall. Retail $12.50 


vith Taylor : DREADNAUGHT Boat Rod No. 12DB 
Distinctively fluted, rich dark brown finish. 
Chromium plated Scrulock reel seat. Stain- 
less steel stirrup top. 5% ft., 8 ferrule, 6 and 
7% ft., 6 ferrule. Retail $15.00 


FISHKILL Surf Rod No. 10FS 

One-piece tip of six-strip construction. 
Flame-finish split bamboo stock. 30 inch 
spring butt of dark-finish hickory. Stainless 
steel revolving top, double stainless steel 
guides. Tip 6% or 7 ft. Retail $22.50 


Other Montague salt-water 
rods from $10 to $45 





BAY CITY No. 112 
Most popular star drag reel ever made. 
Patented exclusive automatic free spool, 
Oilite bearings, saddle thumb bar. 250 yd. 
line shown. Retail $10.00 

Also 400 yd. and 600 yd. sizes 
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CHESAPEAKE No. 107 

250 yard heavy duty reel. apa gees | 
star drag, light-weight Plastolite spool an 
many patented exclusive Ocean City features. 
Retail $15.00 


HAMPTON BEACH No. 993 
A lightweight wide spool reel favored by 
surf-casters. Triple-multiplying, 200 yard 
capacity and many Ocean City features. 
Retail $12.50 
Other Ocean City salt-water reels 
CRUISER DREADNAUGHT FISHKILL from $6 to $17.50 HAMPTON BEACH 


Weakfish Rod Boat Rod Surf Rod 
NATIONALLY ADVERTISED 














FINEST IN RODS BEST IN FISHING REELS 
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ACME WHITE LEAD & COLOR WORKS, Detroit 
W. W. LAWRENCE & CO., Pittsburgh 
THE LOWE BROTHERS CO., Dayton 
JOHN LUCAS 4 CO.,INC., Philadetphia 
THE MARTIN-SENOUR CO., Chicago 
ROGERS PAINT PRODUCTS, INC., Detroit 
THE SHERWIN-WILLIAMS CO., Cleveland 
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GREATEST 
SUCCESS IN 
PAINT 
HISTORY! 














SENSATIONAL 
OF ALL DDT BUG KILLERS! 


gyno OO 





MOST 








* AMERICA’S 
NUMBER 1 
WEED 
KILLER! 








2-4-D MAGIC 
WEED KILLER 
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THESE PRODUCTS ARE SOLD BY THE MOSOW 





It’s new! It’s 

gard 
Bug Blaster » One purchase, 
Packed in one giant 36” Package — that 
tids gardens of bugs, fungi and Prevents 
disease. What a Product! What a market! 


» be ready for the avalanche 
of sales and Profits tomorrow! 


RICA’ SE UL Tt 
ERICA’S FASTE 
- OF HOME BRIGHTENERS! 


* QUICK-SLICK 


Me es ts 
ma xes— iY 
bags 1 Operetion 


: A Powel 
Smtawis wiser 
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WITH THE 


ROTOTRIM 


DEALER'S PRICE 
$32.00 Dozen 


SELLS FOR 
$3.95 Each 


“FAIR TRADE” 





3 Ibs. each 
6 to carton 
eight per carton . 30 Ibs. 


ipped with Dividers in 
orton to Protect Finish 


/ 


STRONG STEEL ROTARY 

CUTTER THAT SHARP- 

ENS ITSELF DURING 
eo] 4-7- S010), | 


STRONG LIGHT WEIGHT 
TUBULAR HANDLE THAT 
WONT BREAK OR BEND 


OFFSET PLACES EDGE OF 
BLADE DIRECTLY IN LINE 
WITH HANDLE MAKING 
OPERATION SIMPLER 
AND EFFORTLESS. 


WIDE STEEL HUB FOR 
BETTER FOOT SUPPORT 
IN STARTING OPER- 
ATION. CONTROLS 
DEPTH OF CUT. 


CURVED HANDLE 
FOR EASY GRIP 
AND NO SLIP- 
PING OF HANDS 


AN OUTBOARD 
HANDLE TO GIVE 
EXTRA LEVERAGE 
AND PUSHING 
POWER 


DISPLAY STAND 


WELDED CONSTRUCTION 
FOR LIFETIME DURABILITY 





Every dealer should have several ROTOTRIM dis- 
play stands—finished in black enamel—available at 
$1.95 each. 


NOTE TO ALL DEALERS 
ROTOTRIM is built to last a lifetime. 


Where ROTOTRIM has been offered to the 
consumer, it has sold itself on its own merits. 
es 
Every home owner who prides himself on 
having a well kept lawn is an immediate 

prospect. 





* 
Your customer can have the finest lawn 
edger on the market at a cost of only a few 
cents per year. 











4 “The toaster that wears the blue ribbon 


From its gleaming case to its exclusive “Equa -Therm”— assuring perfect toast despite 
voltage fluctuations — the Camfield is in @ class by itself. Streamlined beauty combines 
with sound, experienced engineering to provide you with a new standard of com- 


parison—a new sales pacer for the days ahead. 

Nationally advertised in The Saturday Evening Post, Collier’s, Ladies’ Home Journal, 
Good Housekeeping: The combined 

circulation of over 24,000,000 adver- * 

tising impressions this season means a BA 

local selling job right in your own i & e % € te e 
community. 

Fair traded in all fair trade states. 





CAMFIELD MANUFACTURING COMPANY, GRAND HAVEN, MICHIGAN 





feature all three 





Whatever your customers want, there’s an 
EKCO to please them...each with an 
extra cover for extra usefulness. Plenty 
of other famous features, too! Fingertip 
Knob for easiest opening with one hand. 
Sure Pressure Control. 


be removed while pressure is 


é q on, and the Automatic Safety 

Another Ekco two-cover “First” — i / a 
one cover for pressure cooking, , -——-s Aa fii Release fits under the bridge 
ie tase sien evo, _. +.) SSSEEERSIR while cooking. So even if EKCO 
is left on high heat too long, it 
just boils over like a kettle, and 
food can never splatter the 


kitchen. 


EKCO Pressure Cookers are nationally advertised 
in leading magazines and newspapers. Attrac- 
tively packaged for display and for gift sales. 


The famous original Ekco Pressure ea EKCO PRODUCTS COMPANY 
Cooker with extra cover for table : 
~ 1949 North Cicero Avenue, Chicago 39 


service. Casserole handles sove 

space on stove and shelf. 
Ideal for smaller families . .. and 
as a second cooker for additional 


vegetables or other dishes. Fur- 


nished with special serving cover 
Sold in Canada by Ekco Products Company (Canada) Ltd., Montreal 


T H E I M 7 9 4 7 This merchandise “Foir-Traded” in 
oll states having Fair Trade Laws. 
Patents Pending 
T. M, Reg. U. S. Pat. Of. 
Copr. 1947 EPCo. C Oo Oo q E F 
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INDIVIDUALLY 
PACKED IN 
SELF-DISPLAY” 


FREE COUNTER DISPLAY 


Counter display, window strips, leaflets, ad mats and electros — yours, 
without cost. Filter now featured in current national advertising. 


i 


? AT NO INCREASE IN PRICE! 
AFC FILTER included in every 


All VACULATORS now come 
equipped with the new Spring- 
Action AFC Filter. The finest 
coffee-maker now adds the finest 
filter, to make its superiority 
even more pronounced, at the 
same low cost. 

The more women know about 


.S.A. coffee-makers, the more they 
Chicago 6, U.S.A want VACULATOR. 
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AUTOMATIC FLAVOR CONTROL 


sow 
somes, 


The FILTER of the FUTURE! Not “promises” but proven performance! An 
amazing development that out dates other Filters! The secret is SPRING 
ACTION — a secret spring inside the filter that AUTOMATICALLY controls 
coffee flavor! Only VACULATOR AFC Filter offers this amazing, revolution- 
ary SPRING-ACTION! ata 


NOW | AUTOMATIC FLAVOR CONTROL! 
* Controls liquid flow for perfect coffee 
flavor. Secret spring s-t-r-e-t-c-h-e-s 
and contracts, to let water rise, hold 


water and coffee together, allow free 
flow-back. 


NOW! A “STAY-PUT” FILTER! 
cm 


Never jiggles, pops up, or “unseats,” 
—eliminates grounds in coffee. 


NOW J POSITIVE SAFETY! 


The secret spring acts as a safety 
spring! Only normal brewing pres- & 
sure is possible! 


NOwr®? CONSTANT BREAKAGE! 
io 


Snaps into place, can’t fall out. Sturdy 
porcelain body,virtually unbreakable. 


NOW Suaranteeo Forever: 


Replacement guaranteed in case of 
q AY breakage regardless of cause. Com- ° 


pact, easy to use. Cleans with a rinse. 
— yours, 
vertising. . Just by looking at it, a 
woman can see that this is 
the practical, safe, convenient filter she's 


Ree Mette 1M MEDIATE DELIVERY 
SEE IT! FEEL IT! TRY IT! VACULATOR, Dept. HA 


Send for FREE SAMPLE | ©3300! 


[_] Send me_____ cases of AFC filters (2 doz. each, 
$9.90 per case). Bill thru my jobber. 
Send coupon enclosing 10¢ to cover shipping costs. 


[_] Send Free Sample Filter direct. (I enclose 10c 
handling cost). 

[_] 1am interested in VACULATOR coffee-makers. 
Tell me more. 


Name —__ 
Address —— 
fs 
Jobber 
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WHY THE FUSS? If your name is Smith, 
you don’t like to be called Jones. Well, our 
registered name is “PYREX”, we like it, and 
we don’t like to have people carelessly refer 
to all glass cooking utensils as “PYREX”. 

Actually, only one brand of glass cooking 
utensils (made by Corning Glass) may right- 
fully be referred to by the registered trade- 


APMantey 


PYRE 


7 . ait: 
Saat 














LOOK FOR THE FAMILIAR ORANGE LABEL 
OR THIS TRADE-MARK PRESSED IN GLASS 





mark of “PYREX”. In the United States, 
“PYREX” is the registered trade-mark of 
Corning Glass Works and in Canada, of 
Corning Glass Works, Ltd. 


Be sure you and your clerks look for the famil- 
iar orange label or the trade-mark pressed in 
glass before you refer to glass cooking 
utensils as “PYREX”. 


CONSUMER PRODUCTS DIVISION, Corning Glass Works, Corning, N. Y. 
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@ ... THE ELECTRIC RANGE 


THAT MAKES GOOD COOKS BETTER 


eS 
3 & 


-.-let’s talk about 
your favorite recipe” 


Nothing is so satisfying to a healthy busi- 


ness appetite as a heaping dish of profits from 

. . THE ELECTRIC WATER sales of merchandise you like to talk about. In the 

YRANGE LABEL HEATER THAT YOU CAN RELY ON L&H line, you have the recipe — the one you like 
so well. We designed and engineered L&H cook- 


SSED IN GLASS 
ing and heating appliances for your special feasting. 

L&H electric ranges, electric water heaters, 
and KEROGAS oil ranges have all the ingredients 
required to add a new and unforgettable delight to 
your pet recipe. L&H features save time and labor; 
promote extra leisure hours for the housewife; 
bring new efficiency and economy to the art of 
keeping house. So the lady says “That's for me!” 


Dealers with a hankering for a solid, sub- 
stantial cooking and heating appliance 
business should learn more about the L&H 
line. It's a time-tested fact — through seventy 
years’ experience and success — that the L&H 


franchise has always been a money-maker for 
KEROGAS dealers. And that’s the way it is today. 
THE COMPACT OIL RANGE 
THAT HAS LARGER CAPACITY A. J. Lindemann & Hoverson Co., Milwaukee 7, Wisconsin 
MANUFACTURERS OF ELECTRIC RANGES * ELECTRIC WATER HEATERS * OJ RANGES 


PORTABLE OVENS * OJL HEATERS + WICKS 
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Built around the Famous Red Label 


Build customer 
satisfaction 
with Wheeling 
galvanized 
roofings 


WHEELING CORRUGATING COMPANY + WHEELING, W. VA. 


ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY © 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH RICHMOND ST. LOUIS 
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YOU NEED TWO KINDS OF 
PAINT FOR TWO KINDS 
OF SURFACES! 


THAT’S WHY “3 FOR 3”! 


Alcoa national advertisements are reminding 
your customers that it’s just as true in alumi- 
num paints as any other kind: no single type of 
paint will do for all surfaces. 

That’s why many paint manufacturers are now 
offering “3 types of aluminum paint for 3 uses” 
—so you can sell the right type every time. And, 
on their packages, you'll find the Alcoa Albron 
shield—their tie-up with Alcoa “3 for 3” national 


sae FOR FIRST 
WEATHER - EXPOS 








y. VA. 


KANSAS CITY © 
ST. LOUIS 
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advertising and your guide to pigment quality. 

Whether your customer wants aluminum 
paint for weather-exposed wood, for metal and 
masonry, for bright satin-smooth interiors or 
heated surfaces, you can meet his needs from 
your paint supplier’s “3 for 3” line. 

ALuMINUM CoMPANY OF AMERICA, 1984 Gulf 
Building, Pittsburgh 19, Pennsylvania. Sales 
offices in principal cities. 














ALCOA 

















"A HEAD 


OF THE TIMES” 


Alll recessed head screws and bolts 


have definite advantages over the 
older, slotted head type but 
only Reed & Prince recessed 
heads can be driven in 

any size from the small- 


est to the largest— 


WITH ONE DRIVER! 


We make Hand Drivers and Bits for power Drivers with long, short and 
special shafts, but the POINT is always the same! Buy Reed & Prince. 


REED & PRINCE 


MANUFACTURING COMPANY 
CHICAGO, ILL. WORCESTER, MASS. 
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MILLERS FALLS 
TOOLS 


ALL YOU NEED TO 
KNOW ABOUT TOOLS 


Your best assurance of customer satisfac- 
tion in the tools you sell is the Millers 
Falls trademark with its famous slogan. 
This trademark of quality represents the 
finest in hand tools, portable electric 
tools, hacksaw blades, metal cutting 
bands, machinists’ and precision tools 
. . . tools that have stood the test of time 
in the hands of millions of craftsmen 
throughout the world. 

Though their supply has been short, 
the quality of Millers Falls Tools has 
remained constant . . . and progress is 
being made towards increased produc- 
tion. Write us today for Catalog No. 42 
which gives full information or ask your 
jobber. 


MILLERS FALLS COMPANY 
Greenfield, Massachusetts 
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GET SET NOW TO PROFIT 
VARNISH PROMOTION IN 
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Bird RUBBERLIKE Runner 
flow fo | : PATENTED NON-RUBBER CONSTRUCTION 
Thenrify 
FLOOR 

PROTECTION 


EA , COSTS LESS THAN 
Advertised The Year ‘Round in "WT (66 4 SQUARE Foor 











THE SATURDAY EVENING oy ra 
| IDEAL FOR ANY 
OST HEAVY TRAFFIC FLOOR 


any for the big color ad in the May 24th Post— 

the opening gun of a month in, month out national 

advertising program designed to step up your 

sales, your profits, on Rubberlike Runner. Check 

your stocks now — be sure you have enough on 

hand. Display it. Hundreds of your customers will 

be hearing about this low-cost, long-wearing floor 

protection through the Saturday Evening Post 

campaign. Rubberlike Runner in rolls 27” by 

100’ and 36” by 75’. For name of your nearest 7 / 
distributor write Bird & Son, inc., 138 Wash- P REDUCES (GLE: ni 
ington St., East Walpole, Mass. y SLUPPERY FLOORS 





SAVES CLEANING 
SAVES FLOORS 





os You’ i get floor protection plus safety, quietness and foot 
comfort when you use Bird oo unner. Business 
people find that it reduces ener upkeep, lasts and lasts 
under heavy traffic. To install— just unroll. Rubberlike 
Runner lies flat without cement — edges won’t curl. At 
floor covering, department, home furnishings, hardware 
stores in 27 and 36-inch widths. Write for free booklet. 


Bird & Son, inc., East Walpole, Mass. 








PATENTED Geo a RUBBER a 
~ BIRD & SON, inc. Geo a Wtlhbaa, 
“Reg. U. S. Pat. Off. 
ee BIRD Floor 
E. WALPOLE, MASS. New York Sistas. Chicago | Made by the makers of Linoleum and Armorlite Covering 
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IN QUALITY, VALUE, and CONSUMER DEMAND 


The flashing beauty of Arvin styling... 
the durable lustre of the Arvinite table top 








. the gleam of tasteful chrome trim . . . these 
are features that win a woman’s eye, 
features that others imitate, but fail to match. 
Arvin still leads the field . . . in beauty, 











$MCCIDENTS 
PY FLOORS value, and price-appeal to the mass-market. 


"aenases 





Ph Mati inées pat NEW YoRK 
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The Champion diamond mark on the lamps you offer your customers means extra business 
and extra profits for you. 
CHAMPION Lamps have the quality that wins and holds the steady lamp replacement business 
for you. , 


CHAMPION Lamps are easier to handle. You buy them at maximum discount, from your whole- 
saler — no red tape or restrictions. Lowest cost assures highest profit. 


CHAMPION Lamps are easier to sell. Attractive package and point-of-sale display material 
attracts the business. Everyone who enters your store is a prospect for CHAMPION Lamps. 


Get The Whole Story On Champion Lamps From Your Wholesaler 








[_ = 
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YOU'LL SELL MORE 


Send for free Ray-O-Vac 12- 
Tan LEAK PROOFS 
to LEAK PROOF advertising in 


LIFE, POST, and other magazines. 


, by tieing in with the 
RAY-O-VAC SALES CALENDAR 














1 DISPLAY THIS CARTON 

THROUGHOUT THE SUMMER 
LEAK PROOFS 
come packed in this 
handy merchandiser 
—designed for 
counter and 
window use. 
Keep it 
work- 
ing for 

you. 


Ray-O-Vac gives you new opportunities 
for spring and summer battery sales! 
Monthly LEAK PROOF ads in national 
magazines keyed to HOME, OUT- 
DOOR and MOTORING illustrations 
are reaching more than 46 million 
readers. You'll sell more LEAK 
PROOFS—Ray-O-Vac’s Sales Calendar 
will show you how! Send coupon for 
free tie-in helps today! 





Ray-O-Vac, Dept. H57: 


2 Please send us the Ray-O-Vac Sales Calendar and LEAK PROOF admat. 
USE THIS LEAK PROOF ADMAT 


Send for this 1-column by 1-inch 
admat today. 


RAY-O-VAC COMPANY, MADISON 3, WISCONSIN 
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@ The easy, quick way to sell more Coleman Irons 
is through display and demonstration. Display it to 
get customer interest; let her know you’ve got them. 
Then show these features: 


Iron Anywhere in Comfort. 

Heats Itself Quickly, ready for use in a jiffy. 
Instant Lighting at the scratch of a match. 
Beveled Ironing Edge for easier ironing of pleats, 


Get Your Display around buttons, etc. 
Place it near your cash reg- Even Heat Distribution over entire surface of 


ister and watch your Coleman nickel-plated base, with hot point and edges. 


Iron sales hit a new high. Dis- i 4 
plays available in four colors. Cuts Ironing Time as much as ¥%. 


Refer to your Coleman “How” Perfectly Balanced for easy ironing 


Book for easy quick-selling : : 
demonstration, or write near- without bearing down. 
est office. Costs Only 3c an Hour to operate. 


Show—tell—demonstrate—and you'll 
sell more. Order from your jobber! 








“How” Book — New, pl sales-training, demonstration and 
sales-help 1 on all Col “Profit Line” products is ready. 
Reserve your copy of this useful, money-making modern merchan- 
dising helper now. Write nearest Coleman office below. 





THE COLEMAN CO., Enc. tos iide taut 8 ORNS ee fend: Chnaok 


mar 
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@ Backed by eighty-five years of experience, 
the New WASHINGTON Line is styled and 
priced to meet today’s market needs as well as 
to anticipate those of tomorrow. 


Although still limited by materials shortages, 

our production is gaining and the future is 
bright. Why not share in 
the expanding volume of 
WASHINGTON Appliance 
sales? Write for details. 


MARTHA WASHINGTON 
HOME FURNACE (Coal) 
Down-Draft Hot Blast Combustion 
insures maximum efficiency. Heavy- 

0 ia Irons duty special alloy slotted fire pot and 

isplay it to Igrge heavy ribbed combustion cham- 

ve got them. ber, adding extra heating surface, 
insure long life and added years of 
satisfactory service. 





a jiffy. 
atch. 
ng of pleats, 


> surface of wie : 
eee a. WASHINGTON Frugal 
OIL BURNING HEATER 


Down-Draft Hot Blast spreads flame in the radiator- 
type combustion chamber, insuring maximum heat- 
ing capacity. A truly beautiful, powerful and durable 
heoter. 


GEORGE WASHINGTON 
COAL RANGE 


The modern styling, rounded corners for 
easy cleaning, the striking lines, the Gray&Dudley| 
gleaming porcelain enamel finish—oll ‘ ° 


contribute to the smart appearance of the . _ oa 
George Weditegian rte pr ateon "tone f N R AY A N [ ) 1) [ | 1) | k y 
Established 1862 J l ) Buku 


NASHVILLE, TENNESSEE vet Se ee! 
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Chromtrim 


aps Lz 
—_ ca 
“a 
yact metal moulding floor display unit 
ains 8 tubes of “easy-to-install” consumer 
apes conveniently cut to 6 ft. lengths, ready 
wrapped and complete with screws and nails. 
Full color counter display card and 100 six 
age consumer folders show uses of ‘Trim-it- 
ourself and explain the “simple as 1-2-3" 
method of installing. Unit occupies less than 
2/2 square feet of floor space in your store. 


% Through your store daily pass hundreds of home- 
makers eagerly searching for new ways to improve 
and beautify their homes. CHROMTRIM "'Trim-it- 
Yourself'' Metal Mouldings reveal countless oppor- 
tunities for anyone who can wield a hammer to make 
his own home improvements or repairs and beautify 
every room from cellar to attic with lustrous metal te 
trim. The "Trim-it-Yourself" merchandising display crcontee 
dramatizes the many installation possibilities of éight 
practical metal moulding shapes. Complete with —o 
instruction folder, nails or screws, 'Trim-it-Yourself" Axa 
fulfills the quest of every homemaker. One "Trim- 
ZK 


it-Yourself" unit will prove to you why hundreds of 


lo 
A 


other dealers are ordering refills for this popular mi: 
a profit builder. a 


NATIONALLY ADVERTISED — NATIONALLY ACCEPTED 
No. 6090 


= ee eae Sold Only Through a Nation Wide STATE NOSING 
COVE SECTION 


—_—e<e coe Se 
(CORRUGATED) 


R. D. W Co., Inc., 295 Fifth Ave., N York ade — 
| Dept. HALS47 ie ew . ~ sata te Distributor Organization 
\ Please send complete ‘'Trim-it-Yourself" literature and prices 

| or/and catalog on regular Chromtrim line of 80 shapes. ....... 


en i eB BRAT MCHTLINAT 3 R. D. WERNER CO., INC. 


} Buyer's Name .q................. 
g Sipet qusemnnqseegeneqnencsastnenbasccsccoseoseresecosteseescees , — sictiinecnpinaty Manufacturers of Metal-and Plastic Products 
td Distributor’s Name een eet ae 063 i: Si 295 FIFTH AVENUE NEW YORK 16, N. Y 
BE IOI fascncicisccnntescttitn thsctncgeescetemers d 
gies ‘check nature of your business: 
Distributor....,......Dealer..............Dept. Store 











Factories: New Yor - Greenville, Pa 
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24 


loor display unit 
-install" consumer 
ft. lengths, ready 
screws anc nails. 
card and 100 six 
uses of ‘Trim-it- 
‘simple as 1-2-3" 
ccupies less than 
ce in your store. 


Amerock EGT00 "Pleri- 
Cabinet Catch Now Auaitable 


Pat. No. 2,376,325 
id 








* Accurate installation, perfect adjustment is made * When door is closed “floating fingers” grasp the 
simple and easy because of elongated screw holes strike and hold! Lifetime conical spring provides 
and marking prongs on strike. velvet-smooth, quiet operation. 


,.. Wolds Even When Doors Shrink or Swell! 


rz 


i a 














* Shrinkage or swelling of a normal cabinet door * But Amerock’s E9700 “Flexi-Grip” Catch will ac- 
can move the strike of a catch as much as 34” in commodate a total door movement of almost twice 
either direction . . . normally a trouble-maker! this distance! ... a more than ample safety margin. 


Economical, too! Retail value only 12c each, yet it will give a lifetime of service. ‘“Tor- 
ture Tests” showed this catch still in perfect working condition after operating more 
than one million times. Adopted by many leading industrial cabinet manufacturers. 


*Top of case cut away in application views to show catch mechanism. 


| ROCKFORD, ILL., DEPT. 3-MA 





' Please ship immediately through my jobber 
| No. E9700 “Flexi-Grip” Catches. 


| NAME 


; ADDRESS 
GENUINE 


: te CITY 
Ameroc 5 
PRODUCTS | . eZ MY JOBBER IS 





Lethe, IN 100,000 POSTWAR BATHROOMS! 


ALREADY 


a 


Ve: 


g Everywhere — Gerity styling gets the enthusiastic 
O.K. of architects, builders, dealers, and the 
public! Gerity accessories smartly blend into 
modern bathrooms of any color scheme. 

Another big dealer help— Gerity display boards, 
modern packaging of the complete Gerity lines, 
and powerful national advertising! Order today! 
Write for catalog and prices. Gerity-Michigan 
Die Casting Co., Sales office, Adrian, Mich. Plants 
at Detroit and Adrian. 


HARDWARE AG* 
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Sales Tip for Profit-Seekers 


SCHICK SHAVEREST 
for complete shaving comfort 


only $7.95 (retail list price 





Sell on Sight! 


It holds the shaver safely next to 
the mirror. 


Here’s a hint from dollar-wise, profit- 
wise dealers all over the country— 


Display Schick Shaverests, with 
Schick Shavers in them, where they 
can be seen— 


And they sell on sight to anyone who 
owns a Schick Shaver —or to anyone 
looking for a gift for a Schick user. 
Better yet—the Shaver and Shave- 
rest together make an ideal combi- 
nation sale. 


How come? The Shaverest is a handy 
home for any Schick Shaver ever 
made—provides complete shaving 
comfort from start to finish. 


It shuts off current automatically 
when the shaver is replaced. 


And the cord zips up out of children’s 
or anyone’s way. 


Remember—there are millions of 
men who own Schick Shavers— 
which means millions of prospects 
for Shaverests. 


So—get those Shaverests in stock 
and on display. They’ll start to sell 
on sight—while you start to ring 
up sales at $7.95 each! 


SCHICK INCORPORATED, STAMFORD, CONN. 


S First with 
Electric 
Shaving 


MAY 8, 1947 


STS 


SCHICK SUPER 
the shaver that “‘Fits Your Face”’ 


only $18.00 (retail list price 
* 
SCHICK COLONEL 


with the 2-M Hollow-Ground Head 
only $15.00 (retail list price) 











llere’s the pressure cooker that’s as modern as tomorrow's 
push-button kitchens. To open the Wear-Ever Pressure 
Cooker, when cooking is done, all a woman has to do is 
push a button, releasing the lid-lock. BUT . . . the patented 
Snap-Tite Cover still remains tightly pressure-locked, and 
can’t even be lifted off until pressure is completely re- 
duced. Then this sensational cover opens AUTOMAT- 


ICALLY! This great peace-of-mind feature means sales. 
g I 








Opens automatically when pressure 
is off. Can't be lifted off while pres- 
sure is on. , 





™~ 


Do you want an all-day salesman, one that 
reminds women to buy the Wear-Ever 
utensils advertised in leading national 
magazines? Write for free Wear-Ever dis- 


play material. 


THE ALUMINUM COOKING UTENSIL 
COMPANY, NEW KENSINGTON, PA. 
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plenty of Sales Features — 
\ plenty of PROFITS 






\ Here’s the most advanced idea in 
\ f \ ; frying pans—an item that’s rapidly 

; j climbing in sales volume because of 
these unique features: 











a @ 3 - 
iw W) [Ca ee gf te 


GLASS 


SKILLET 





| pressure 
hile pres- 









Handle stays cool. Elimi- 
nates hazards of painful 
burns. 






Ready for immediate use— 


- 
- 
ae 
Po 










Easy to clean—washes as Yo wy immec 
brightly and quickly as dinner a conditioning necessary. 
glassware. Much less frying smoke. The non- wo sizes—7"' and 9 





porous glass surface prevents pen- 
etration of old grease. 




















This and other nationally advertised McKee THE MOST COMPLETE LINE OF GLASS 
Range-tec and Glasbake items are helping COOKING WARE IN 

dealers everywhere to increase profits on THE WORLD MAA PT 
kitchenware. If you are not handling these NGE-T 
lines, see your wholesaler, our sales repre- __ Sain TOP-OF-STOVE WARE 
sentative or write direct. ip 

McKEE GLASS COMPANY, JEANNETTE, PA. 5 SBAKE pea an in 


OVEN WARE 





Reg tM 


VARE AGE 
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.. SLIPS HOSE ON AND OFF cccczantly 


oo Here is the most convenient assistance the gardener ever 
ore * me had. With the BANA Slip-Tite faucet adapter on each 
StpTite faucet around the outside of the house, and a hose adapter 
HOSE COUPLIN® on the end of each hose, connections may be made in- 
stantly for much easier watering. Merely slip the hose 

adapter into the faucet adapter for a complete union. 


@ No more leaky connections 
@ No more bother with twisting hoses 
@ No more worry over lost washers 





These high quality Slip-Tite Couplings are finished 
castings made from a rust proof alloy, with permanently 
mounted neoprene gaskets to insure a water tight fit. 
Display Carton contains: 


18 Complete units 
24 Extra faucet Complete Couplings (Retail). . . . . . 69¢ 
4 Display cartons to Container Faucet Adapters eit TE ele Af pean Wi at 


Shipping weight 34 Ibs. 
Meee Adegters «6 1 2 6 te tt tl lt te BO 


Spite HOSE COUPLING 


At these low prices no gardener can afford to he without them. 





SWIVEL SNAPS + WALL TYPE CAN OPENER + BANTAM VISE + BIG GAME SHOOTING GALLERY + AUTOMATIC TOY PISTOL 


ro BAN A products 


BANA COMPANY ©1116 New Montgomery St., San Francisco, Calif. 
HARDWARE AGE 











(A PROFIT-MAKING “Professional” TOOL 





Retails for 


only 


F $y00 


Here’s a sensational “trouble shooter” that will top the buying list 
of all home-makers from coast to coast! A sturdy, streamlined, 
“professional” tool that actually puts a new brass seat into the 
faucet. The DAVOS Reseater offers you a chance for limitless sales! 
2 They'll buy on sight! For only DAVOS guarantees 100% water-flow 
: trouble-free service, cannot damage faucet. The great difference is 
STEP No. 1 —— that the DAVOS RESEATER actually adds a new brass seat to most 
TAP FAUCET SEAT = standard type “home” faucets—does not erode expensive lining. 
— : Order DAVOS FAUCET RESEATERS TODAY—display them prom- 

inently—they're a proven profit-maker! 


TE LUELLA LLL 


Repeat Sales 
Guaranteed ! 


Remember, they'll come in te 
buy DAVOS brass seats again 
and again! 


STEP No. 2 


»  §NSERT NEW SEAT 


NATIONALLY: ADVERTISED 


Here's a tool with real buy appeal! The DAVOS FAUCET 

RESEATER is wanted, needed—priced right for every home! A 

stellar seller for you—with “repeat” sale profits in replacement 

seats. You'll find the DAVOS FAUCET RESEATER a traffic 
TOY PISTOL builder! Order today. 








Manufactured by ; / 


EYE-CATCHING outs 
DAVOS PRODUCTS Co. COUNTER DISPLAY Jor “7 


3042 WEST MONTROSE AVE. CHICAGO 18, ILL. 
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ONE ALL-PURPOSE 
PROFIT-MAKER IS 
ALL YOU NEED! 


All-Purpose Bug-a-boo 
with D.D.T. 24ePyrethrins! 


Yet Bug-a-boo is non-toxic for humans 
and animals when used as directed...free 
from insecticide odor . . . will not stain 
fabrics or wallpaper. 

Order Bug-a-boo from your nearest 
Socony-Vacuum office, or from 26 Broad- 


ERE YOU ARE—an all-purpose insec- 
H ticide to meet every need! New 
Bug-a-boo has D.D.T. plus pyrethrins 
for quick-killing action and long-lasting 
protection. 

It’s made for streamlined selling —fast 


turnover and profits — by Socony-Vac- 
uum’s special insecticide laboratories. 
You don’t have to stock all the con- 


way, New York 4, N. Y. In the South- 
west, order from the Magnolia Petroleum 
Company, and on the West Coast from 





the General Petroleum Corporation. 





fusing “types” of insecticides. And your 
customers won’t have to worry about 
which spray to use for each purpose. 
Bug-a-boo’s national advertising will 
tell them why. 


IT’S POWERFUL! 


Bug-a-boo with D.D.T. plus pyrethrins 
kills all 9* major household pests — has 
almost twice the killing power required 
by Government specifications. 


*Kills flies, ants, moths, roaches, mosquitoes, bedbugs, silverfish, waterbugs, fleas 


GBYE BOKS, pg 
Bug-a-boo Products 


Bug-a-boo Super Insect Spray—with and without D. D.T. 
Bug-a-boo Moth Crystals * Bug-a-boo Garden Spray * Bug-a-boo Repellent 





Bug-a-boo Profit Tip! 
Bug-a-boo is sure death to moths. 
For extra profits, feature Bug-a-boo 
without D. D.T.for those who still 
prefer to use a straight pyrethrins 
spray without D. D.T. for efficient 
moth control. 
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R CUTTING 
DGE SHEAR 


B 
An exclusive selling feature! 


—RUBBER HANDLES absorb RS / 
cutting shocks. Hands can’t 
‘ " @, 
slip or blister. 
TOOLS 


GRASS SHEARS — LAWN 


Yes, exclusive features in this new hedge shear will 
make faster sales for you . . . and faster, easier 
operating for your customers! Rubber handles, 
balanced weight, self-tensioning hard steel 
blades, ground escalloped edges, all add up 

to A SUPERIOR PRODUCT. 


Advertising to Your Cus- 
tomers! Doo-Klip spring adver- 
tising will appear in leading maga- 
zines — SATURDAY EVENING 


p 
POST, LADIES HOME JOURNAL, s @ ‘ 
\ \ —e 


ee 


~~ 

BETTER HOMES & GARDENS, : 
AMERICAN HOME, HOUSE & ~ 
GARDEN, HOUSE BEAUTIFUL, 
AMERICAN MAGAZINE, HOME \ Cross-section view shows 
GARDEN, FLOWER GROWER, Be ,exclusive toggle-action 

. ‘ 7 . stud which maintains smooth, uniform 
SUNSET! Combined circulation tension on blades. Lubricated felt washer 
totals over 70,000,000! is recessed at pivot point. 


Two Favorite Leaders 
dl 


Standard Grass Shear has ; 
rust-proof, self-tensioning 
hard steel blades with ser- ‘ 
. Price: $1.75. Induction hardened alloy steel blades 
eee ana, Mier have raised, ground cutting edges. 


Escallops on both blades speed . 
cutting—prevent bunching! 


The Long-Handle Grass Shear has 


_all the exclusive features of the LEWIS ENGINEERING & 


Standard Grass Shear plus hard steel 


Gtuke he MANUFACTURING COMPANY 
ALLIANCE, OHIO 


vellent 


YWARE ACE & MAY 8, 1947 




















PROTECT POROUS MASONRY 
SURFACES AGAINST WATER 





National interest in 
this product creates added 
traffic and sales for you! 


Water SEEPAGE is a national problem! Every rainfall brings seepage to porous masonry 
buildings in varying degrees. You can cash in on the country-wide interest in controlling 
water seepage by stocking and promoting Kay-Tite. No wonder Kay-Tite is a sure-fire item, 
for it provides a real, practical answer to water seepage problems. 

Kay-Tite is made of finely ground, inorganic powders, which help to correct water seepage 
problems in porous masonry by penetrating into the masonry and sealing the pores. 

You can recommend Kay-Tite enthusiastically, for its performance has been proven ON-THE-JOB 
by builders, masons, architects and satisfied home-owners. Send for the profitable, fast- 
selling Kay-Tite $20.88 Deal, uniformly priced from Maine to California. Clip the handy coupon 
today. Kay-Tite Company, West Orange, N. J. 











Emst Hardware Co., Seattle Distributors for State of Washington Boag us 


SR em ee ene me em on me 


HA 














Kay-Tite Company, West Orange N. J. 
Send us the Koy-Tite $20.88 Deal—é 
cons White, 6 cons Grey. My cost $20.88, 
Total Selling Price $34.80. Also available 
in 50-ib. drums. List price $11.00 
NAME 
ADDRESS 


jos Me coTECTIVE POROUS MASONRY COATING 
JOBBER'S NAME Sc a [ cpa: 
haben eee a 
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FOR CUSTOMER SATISFACTION... 
.»» FOR GUARANTEED REPEAT SALES! 


YOU JUST CAN’T BEAT 
THE SHEFFIELD LINE 


yar DOES THE EWTIRE Jo 


Your customers deserve the best — 
and the one best in aluminum paint 


is SHEFFIELD “SUPER-KROME!” 
Guat check these peatunes: 


© One Coat Covers Everything 

© For Exterior or Interior Use 

* Heat Resisting 

® For Wood, Brick or Metal 

® Perfect for Undercoating 

© Flows on Satin Smooth 

© Will Not Lose its Brilliancy 

® Ready Mixed—Ready To Use 
No need to stock 3, 4, 5 or more 
grades of aluminum paint, when 
SUPER-KROME alone does the job — 
and does it BETTER! Your customers 

2 depend on you — justify their confi- 

dence by giving them top quality that 
they'll come back for again and again! 


AK 
RIN 
Ni WW 





Write Today for further particulars 
:-G\ and a catalog of the 40 other Sheffield 
2/= @ tast sellers, as well as the dealeys helps 
Sheffield offers. Window and counter 
displays, window streamers, news- 
paper mats, envelope enclosures, — 

Write Department... 














Shetticld Zroreze ! 


PAINT CORPORATION 
CLEVELAND 6, OHIO 


WARE AGE MAY 8, 1947 














BIG PROFIT BONUS DEAL 


DAZEY Self-Salesman Display Stand 
at No Extra Cost...plus 961.89 PROFIT 


ae 


wnt 


Here’s the Deal- | 


36 De Luxe Can Openers $ 81.00 
3 De Luxe Can Openers 
(chrome trim) 9.75 
12 Senior Can Openers 21.48 
6 Junior Can Openers 7.74 
6 Plastic Juicers 19.50 
3 Ice Crushers (enameled) 23.85 
2 Sharpeners 3.96 


Retail List $167.28 
Your Cost 105.39 


YOUR PROFIT $ 61.89 
PLUS A $10.00 DISPLAY STAND WITHOUT CHARGE 


ORDER FROM YOUR JOBBER TODAY! 


DAZEY 


Kitehen Help 


$ 


Catches customers’ eyes, invites demonstration, 
makes its own sales. Yes, this attractive, 

colorful metal stand does all that... but occupies 
only 20 inches of your counter space. Set one 

up and you're all set for record-breaking 

sales of Dazey Kitchen Helps. Remember, 

you get the stand without charge, 

with the Dazey No. 7 Deal. Order 


from your jobber now/ 


DAZEY CORPORATION 


ST. LOUIS 7, MO. 


National Sales Representatives 
D. E. SANFORD CO. 
Offices in Principal Cities 


HARDWARE AGE 
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se. Set one 
d-breaking 
itemember, 
ut charge, 
eal. Order 
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HOW TO USE CAFEX kwik-cup 
COFFEE MAKER 


2. Add finely ground coffee using the 
same one-cup measure as for other cof- 
fee makers. 


3. Fill kwik-cup coffee maker with 
piping hot water. Vary quantity ac- 
cording to cup size. 


4. When filtration is completed invert 
kwik-cup and flip filter with grounds 
into any disposal unit. 


MAY 8, 1947 


the astonishing new coffee maker 
that brews coffee instantly 


Proudly we’re breaking the big news about kwik-cup. Nothing 
ever liké it before. No mixing, no fussing, no wasting —combining 
piping hot water and finely ground coffee, kwik-cup makes 


flavorful aromatic coffee instantly, in the cup... the way you like it. 


kwik-cup by Cafex is the modern way to brew a single cup 
of coffee. Makes it to individual taste, right in the 


cup, by flash filtration. 


Providing delicious, full bodied, aromatic coffee instantly puts 
kwik-cup in a class by itself. America’s need for a quick, 
convenient way of brewing a single cup of coffee assures the 
success of kwik-cup. Sales possibilities are unlimited. Get in touch 


with your Cafex distributor, or write 


HARTFORD PRODUCTS CORPORATION 
308 W. Washington Street, Chicago 6, Illinois 





An Easy way to Ring 


Practically every housewife in your neighborhood is 
a prospective customer for a knife sharpener. Add to 


this the men who need sharpening stones to keep. 


their garden and lawn equipment in shape. And it all 
adds up to a large and profitable potential market. 
What better time is there to cash in on this trade 
than during the purchase of household equipment— 


kitchen knives, fine cutlery, hedge trimmers, grass 
cutting shears, etc. It’s a cinch with the new related 
displays by CARBORUNDUM. These attractive, 
compact displays tell their story in a hurry. The result: 
more volume and a lot of extra profit with little effort 
on your part. Make a note to ask your jobber about 
these displays and start ringing up those extra profits, 
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CASH IN ON EXTRA SALES THROUGHOUT YOUR STORE 


Because there is an opportunity for an extra abrasive 
profit in almost every department, The Carborundum 
Company has created a whole 
new series of related displays. 
They remind the sportsman to 
buy an axe stone. They stop the 
farmer with a sharpening stone 


for his scythe. They get the attention of the house- 
wife, the mechanic, the hobbyist...and nearly every- 
one else who enters your store. It doesn’t take long 
for all these extra sales to pile up a neat extra profit. 
That’s why you'll want your jobber to tell you more 
about related displays by CARBORUNDUM. The 
Carborundum Company, Niagara Falls, New York. 


ARBORUNDL — 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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BECAUSE IT’S MADE THE 


AMERICAN 


WAY 


AMERICAN means it’s the finest in Floor 
Machines! 

FINEST in construction ... finest in per 
formance! Brings bigger profits to you! 


Here’s Why— 


AMERICAN production facilities are largest 
and finest in the floor machine industry! 
BEST sources in the nation supply AMER- 
ICAN with motors, bearings, castings... 
43 YEARS experience... producing only 
top quality. 
PROVEN performance! AMERICAN Floor 
Machines are speedy, dependable and plenty 
tough! Designed to “take it’. 
AMERICAN Service everywhere! Distribu- 
tors in thirty-five principal cities have com- 
plete stocks of parts and factory-trained 
mechanics. 
@ ONLY AMERICAN gives you all this 
to help you make more money! Write 
for full details. 


AMERICAN 


FLOOR SURFACING MACHINE CO, 
522 So. St. Clair Street, Toledo 4, 0. 





Immediate deliveries 
in good quantities 
on this Stemco Ware. 


FRENCH FRYER — 
Grand for all deep fat frying. Heavy gauge 


aluminum pan with heavy mesh basket « 
designed to hook on pan for draining. ¢ 
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_— I. LEVY SONS 1107 Broadway, N.Y. 
SEE OUR MANY OTHER PRODUCTS AT OUR SOLE NATIONAL DISTRIBUTORS for STEMCO | : 
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ED TAPES MARK 50 FT. LENGTHS 


e original NICHOLS solid Aluminum Clothesline everyone is 
ading about in leading national household magazines. 


cutting. 


ow attractively labeled and packaged in 4-300 foot coils per 
tton — marked with red tape every fifty feet for convenience 


eaper than ordinary cotton clothesline this permanent “once- 
b, always up” clothesline sells on sight. A real traffic and 


ofit builder for your store. Order a stock TODAY — display 

in your windows and on your counters. Ic sells itself! 
Non-genuine without the name NICHOLS 

HER POPULAR NICHOLS ALUMINUM PRODUCTS 

rrugated Sheets for Roofing and Siding 

ll © Roll Valley Flashing Shingles © Building Corners @ 


@ Plain and Corrugated Ridge 
Pipe Conductor © Side Wall Flashing © End Wall Flashing © Gambrel 





Eave Troughs 
Roof Joint © Roof Edging 
rEMCO 
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DAVENPORT, IOWA 
Warehouses: Mason City, lowa 


lICHOLS WIRE & STEEL COMPANY 





Battle Creek, Mich. 
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olen bring extra customers into your store with the 
popular, fast selling Jamesway line. Farmers are al- 
ways looking for modern hay tools . . . labor saving 
stalls, water cups, feed trucks and litter carriers for 
horse and dairy barns . . . time-saving feeders and 
waterers for their hogs and hens. 


Jamesway equipment for cows, horses, hogs and hens 
fits in naturally with farm machinery or hardware. It 
gives you extra opportunities for extra service, extra 
sales — and extra profits! 

Round out your farm service store now with the big, 
complete Jamesway line — the favorite of farmers fot 
40 years. Write today for complete information on 4 
profitable Jamesway dealership for yourself. 


Jamesway 


Ft. Atkinson, Wis. 
Elmira, N. Y. Oakland, Calif. 
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You Will Be “Better Off” Selling 
DELCO Wellnaste. PUMPS 


More Profits To Be Made “Over 
The Years’”—Dependable 
Factory Support 


A tew territories are still open. For information 
on dealer franchises, write DELCO APPLIANCE 
Division, General Motors Corporation, 
Rochester 1, New York. 


Delco Shallow Well 
Water System 


A COMPANY WITH A WORLD-WIDE REPUTATION FOR QUALITY 


PUMPS AND WATER SYSTEMS OF PROVED PERFORMANCE 


EXTENSIVE RESOURCES, BETTER RESEARCH AND SUPERIOR SERVICE 
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your Dest come-on is Value! 





Worsow: displaying Autoyre bathroom and kitchen accessories 
with price cards bring business into your store. For more than 

a quarter of a century, the Autoyre policy has been to provide 
retailers with bathroom and kitchen accessories designed. constructed, 


finished. and priced to turn sidewalk traffic into store sales. 











A SANFORD DESIGN 


Autoyre No. 5015—Twin Corner Towel Bar 
Heavy duty, square metal bars, handsomely finished 
in lustre chrome. Individually packaged in an 
attractive carton, complete with screws. Shipping 
weight per case of 3 dozen pieces, 45 Ibs. 

Retails at about $1.00 each. 


YU wx00m AND KITCHEN ACCESSORIES 


“Designed to Make the Passer-Buy!” 


THE AUTOYRE Y © OAKVILLE, CONNECTICUT 
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| Ue | nthe biggest merchandising sensation in years! 


accessories 
Feather-light 
Strong as steel 


more than 


orovide ine | More sanitary 
Easier to clean 
‘onstructed, 


ore sales. 


@ Guaranteed not to chip 
Guaranteed not to peel 
Acid-resistant plastic 
All fittings solid brass, chrome-plated 


4/ 


ted 


A few of the big Department 
Stores that are featuring 
FEDERAL’S “Lifetime” SEAT: 


Gimbel’s Wanamaker’s 
Macy’s Bloomingdale’s 
Altman's Marshall Field’s 
| ei Hearn’s Abraham & Straus 
1. <A a —— ._ Loeser’s Ludwig Baumann 
bk SS She New York Cimes. Ee et Namm's Hecht Bros. 


Daily aeaae" > ne le sss % To aes wx Younker Bros. E. W. Edwards 





SANFORD DESIGN 


ae B. Gertz Co. The Fair Store 
Kresge Dept. Store Meier.& Frank 
The People’s Store Lewis & Conger 


ESSORIES 
NEWSPAPER MATS AVAILABLE 


MANUFACTURED AND DISTRIBUTED EXCLUSIVELY BY 


FEDERAL SEAT (eo¢e)'4 10)'9-WEle)) | 601 West 26th Street, New York 1, N. Y. 
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to Champion's surging 
taneous response 


pride and satisfac- 
tion that comes off 
absolute, depend- 
able performance 
and join with sports- 
men all over Amer- 
ica in demanding 
Champion—Amer- 
ica’s Great Out- 
board Motor. 
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AMERICA’S GREAT 
OUTBOARD MOTOR 


@ Your customers will thrill 




















BRISTOL’S Solid Bait Casting Rod 
with “Set-Tite’’ Aluminum Handle 


Typical of the advanced-type fishing tackle your cus- 
tomers learn about in BRISTOL’S advertisements in 
LIFE is the Solid Bait Casting Rod with “‘Set-Tite” Alu- 
minum Handle, illustrated above. This rod is designed 
for beauty and performance. It’s a bait casting rod with 
superb action. It’s also a perfect rod for trolling. The 
blade is equipped with stainless steel ring guides silk 
wound to a gun metal finish. The comfortable fitting 
“Set-Tite”’ handle has a handsome black anodized finish 
and is equipped with a lug-type attachment which se- 
curely holds the reel to the handle. Customers know this 
rod as the BRISTOL, Model No. 32. 
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FISHING RODS 
REELS + LINES 












OUTBOARD MOTORS 


MINNEAPOLIS 13, MINNESOTA 
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Here’s NATIONAL ADVERTISING That’s 
Really WORKING LOCALLY For You 


Where do the boys who shoot 22’s... the farmers 
and other shooters live in your community? We 
don’t ask this question because we think it’s clever 
and amusing. We know they’re your next door 
neighbors, so to speak. 

But do you realize that the Western advertisement 
you see here was actually delivered into the homes of 
those next door neighbors of yours...THAT IT’S 
LOCAL ADVERTISING ON YOUR BEHALF! 


And that’s why all of Western’s 1947 national 
advertising reaches right down and covers a host 
of boys who shoot 22’s in community after com- 


CARTRIDGES 
MAY 8, 1947 


SHOT 


SHELLS 


munity, in every state in the Union... reaches 
millions of farmers... millions of expert rifle and 
pistol shooters, and additional millions of upland 
game and wildfowl shooters everywhere. ALL OF 
IT LOCAL ADVERTISING ... making it easy for 
you to sell every Western product you carry. 
Western Cartridge Company, East Alton, Illinois, 
Division of Olin Industries, Inc. 


WORLD CHAMPION AMMUNITION 


TRAPS TARGETS 
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THE CHORE GIRL 
“POT CLEANER OF THE NATION” 


SAFE FOR HANDS AND PANS 


Now, the new, exclusive eyelet closure with four dis- 
tinct ‘advantages: 
4 Eliminates the hazards of sewing wire ends. 
Increased serviceability—holds ‘The Chore Girl” 
2 together in ball or pad form to its last thread. 
A means of hanging up “The Chore Girl’ other 
3 than through the mesh. 
Permanent identification—"The Chore Girl” brand 
a stamped on each eyelet. 


THE CHORE GIRL 


FAMILY OF SAFE POT CLEANERS 


A family made up of every consumer-demanded 
type pot cleaner backed by a selling policy of 
equitable fairness and stability for all distributors. 


“The Chore Girl” family is a line that guarantees 
the dependent value of your inventories, the high- 
level tempo of profit and repeat sales, and the 

assured safety of your investment. 


For your continual profit, sell 


“THE CHORE GIRL” 
FAMILY. 


METAL TEXTILE CORPORATION 


ORANGE, NEW JERSEY 
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It pays to sell a tried and proven product. T. & S. STAINLESS 
STEEL kitchen tools are both tried and proven . . . scientifically 
designed for excellent service. Each item is obtainable with 
colorful plastic easy-grip handles. Popularly priced, and made 
to do their intended jobs well! T. & S. STAINLESS is the line 
that satisfies your customers . . . brings you repeat business, 


more profits. 


WESTCO 65 CAN OPENER 


has a rotating blade; opens cans 
of all kinds in a jiffy—smooth 
as silk. Then tucks away in a 
drawer, out of the way! Nickel 
plated die cast frame made for 
long life. The can opener your 
customers want! 


SUPERWHIRL BEATER 


—has strong construction — and 
quiet operation. Die cast, of 
stainless steel, easy to keep bright 
and clean, with colored plastic 
handle that will not chip or 
crack. “Tops” in a quality beater, 
combines sales and profit appeal. 
Individually attractively packed. 





Te§ dependa ble kitchen Tools 


TORRINGTON 


TheTURNER « SEYMOUR MFG. co. 


TORRINGTON i NNECTI 
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AMERICA'S 
OUTSTANDING 
SANITARY 
WASTE RECEIVER 


@ OUTSIDE CONTAINER and INSERT CAN 


MADE OF 25 GAUGE ARMCO ALUMINIZED STEEL 


@ ARMCO SALT SPRAY TESTS sow s 10 10 times 


x S. STAINLESS MORE CORROSION RESISTANCE THAN GALVANIZED STEEL 


- . « Scientifically 

obtainable with | @ INFRA-RED BAKED ENAMEL FINISH 
riced, and made © WHITE—RED—BLUE—GREEN—!VORY—BLACK 

LESS is the line 


coext snes. |) @ POLISHED ALUMINUM COVER 
© WATER-TIGHT INSERT J 
@ 17 QUART CAPACITY 


@ INDIVIDUALLY 
CARTONED 





Fair Traded at 
$ 5 .95 


Slightly Higher 
West of the Rockies 
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«| For Details and Figures 
Call, Write or Wire... 


~‘ 
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| METAL PRODUCTS CORPORATION 
IN < 0 L N CLIFTON PLACE, BROOKLYN 5, N. 
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Export Division: BLOCK INTERNATIONAL CORP., 101 W. 31st St., N. Y. C. 1, N. Y. Cable Address: “BLOCKTRADE” 
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Quality has made Perfection the sales leader 
year after year. When you sell Perfection you 
sell customer satisfaction . . . which means 


more profit and fewer service calls for you. 
an \@ Perfection’s High-Power Burners— 
you sell fast as gas, faster than electricity! 


jy Perfection’s modern beauty— 
no smoother, sleeker range using any fuel! 





)@ Perfection’s “Live Heat” Oven— 


“ the finest for baking! 
)@ Perfection’s time-saving convenience— 
when you sell the slide-out oven burners, 


easy-cleaning features, simple lighting! 














It pays you—to keep Perfection Dt p FF : 
wicks and repair parts on display! 


Steady, year-round profits. 
More Perfections in use—more customers 


F 2 ea 
for Perfection Wicks. o7! ranges 





Perfection Stove Company 
7866-C PLATT AVE., CLEVELAND 4, OHIO 
Atlanta «+ Cleveland + Chicago * Jersey City * Kansas City * Oakland + St. Paul 


Mfrs. of Oil Cookstoves, Oil Heaters, Oil Water Heaters, Oil and Gas Air-Conditioning Furnaces 
HARDWARE AGE 
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Executive and Sales Offices: THE EXCLUSIVE CORY 
GLASS-TO-GLASS VACU- 


221 North La Salle Street, Chicago 1, Illinois 
UM SEAL—Another CORY 


Sales and Display Offices: New York * Chicago . engineering triumph which 
Los Angeles + Toronto addsnew salesappeal tothe 
Export Sales: The A. J. Alsdorf Corp., Chicago already famous CORY line. 


NEW CORY AUTO- 
MATIC COFFEE BREWER 
—A miracle of modern 
design. Brews coffee— 
keeps it hot—avtomat- 
ically! 


CORY COFFEE SERVICE 
= —A handsome tray set 
BUFFET QUEEN—For brewing and for the fashionable 


COST TAMA TAS—feov- serving graciously. A gift of distinction. hostess. 


tifully designed. Has re- 
cessed bottom plus 4 felt 


padded feet. 
CORY ELECTRIC 


COFFEE GRINDER 
—A mere flick of the 
switch and coffee is 
ground flavor-fresh for 
every meal. 


CORY GLASS FILTER ROD CORY 2-HEAT ELECTRIC STOVE— 
—Fits all standard glass Gives high-heat for brewing coffee 
\\\ <Offee makers. A sensa- —low-heat to keep it piping hot. 
ul : \\\ tional 60-cent seller. : 


Furnaces 
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“Every week I tell 13,000,000 
women to buy Bug Bombs.” 

Nancy Sasser’s Buy-Lines column 
appears on food pages of 73 leading 
newspapers every Thursday night 
and Friday morning. 





NATIONAL MAGAZINES 


**11,000,000 women take buy- 
ing cues from us and one 
is: ‘Buy Westinghouse Bug 
Bombs’.”’ 

Watch April through Sep- 
tember issues. 
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@ Guaranteed by @ 
Good Housekeeping 
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“More than 2,500,000 hear 
when I say ‘Only Westinghouse 
makes the Bug Bomb’.”’ 

197 radio stations (ABC net- 
work) carry Ted Malone’s voice 
to his listeners from 11:45 a.m. 
to 12, E.S.T., 5 days a week, 
Monday through Friday. 

TED MALONE 


NEWSPAPERS 


“Right through the spring and 
summer months we’ll keep tell- 
ing 25,000,000 readers... 
~ a 
i VES 
oan we 


BUG BOMB. 





TODAY’S BIG BUY == 


For YOU and your customers! Yf 
4, Wwe 


High quality! Salability! Satisfaction! The new 
Michigan Noiseless Lawn Mower offers all 
three in a measure that can be matched only 
in the Trimalawn Power Mowers. Check the 
10 star features of the Michigan Noiseless at the 
right. See what the Trimalawn Power Mowers 
offer in addition to many of the same features. 
When you know the facts, you'll specialize 
on this fast-selling, good-will building line. 


/j 
f 7 


. 
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TRIMALAWN 
POWER MOWERS 


Because of “Magic Touch” con- 

trol and other big features, 

they're as easy to operate as a 

vacuum cleaner. Three models 

7, now available. 21” and 25”, 1 hp 
M A GIC TOU c H’ 4 and 1% hp. Cutting unit extends 
well beyond wheels on both 

sides — practically eliminates 


Sa 


SALES 
FEATURES 


* All steel sturdiness 
* Silent—no clatter 
* Easy to push 
* Induction heat-treated blades 


* Hand blade adjustment (see red 
arrows). Simple and positive 


* Annular Ball Bearings with Neo- 
prene seals on reel. Oilite bear- 
ings on wheels and roller 


* Precision Roller Chain and pin- 
ion sprocket drive 


* No oiling — grease once a year 


* Beautifully finished in harmoni- 
ous baked-on enamel 


*® Precision built to standards of 
fine automotive craftsmanship 
by Reo—one of the best known 
names in.the automotive field 
since 1904 


| MODEL 85-A Y f 
STANDARD TRIMALAWN = _//// 
POWER MOWER f 


Micrometer 
hand blade ad- 
justment, full- 
floating knee 
action, etc., on 
all Trimalawn 
models. 


LAWN MOWER DIVISION « REO MOTORS, INC. * LANSING 20, MICHIGAN 
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Yes, Savabrush is the original brush-restorer. But it’s much more 
than that: it’s the only brush-restorer that’s been nationally advertised 
for years. Savabrush knows there are entirely too many paint 
brushes, hard and hopeless, huddled away in garages, attics, cellars, 
the nation over. So Savabrush seeks them out; brings them 

bristling back to life at trifling cost. That’s why IT REGISTERS 

year in and year out. Order from your jobber! Made by 

Schalk Chemical Company. Factories: Los Angeles and Chicago. 





@ Rusticide is a fast selling, money making item 
and should be on your paint counter NOW. 
RUST-I-CIDE, the original rust remover, re- 
moves rust quickly and easily with complete 
safety. It is easy to use, no hard rubbing, merely 
apply a few drops to rusted surface, let stand for 
a few minutes, wipe away the rust, paint when dry. 


Thousands of home owners always have a 
bottle handy because it has a hundred and one 
uses around the home and farm. It removes rust 
and stains from everything. Fill in the coupon 
now; it will be the easiest $14.40 you have made 
in a long time and furthermore, this profit will 
at least double itself from the allied paint items 
you sell along with RUST-I-CIDE. 60 Bottle 
offer includes 24-4 oz. bottles, 24-8 oz. bottles 
and 12-16 oz. bottles. RUST-I-CIDE is also sold 
in quarts and gallons. Retail prices 4 oz.—40c; 
8 0oz.—60c; 16 oz.—$1.00; Quart— $1.50; Gallon 
WELL DISPLAYED —$4.50. You make 40%. 


IT SELLS ITSELF 
MAIL THI pe 
AND OTHER ITEMS S COUPON TODAY 











TOO!! 
S THE RUSTICIDE PRODUCTS COMPANY 
3129 Perkins Ave., Cleveland 14, Ohio 


= 





Please send us the $21.60 RUST-I-CIDE offer. 


WE PAY THE FREIGHT 
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RUSTICIDE PRODUCTS COMPANY 


3129 Perkins Ave. . Cleveland 14, Ohio 


AY 8, 1947 























ASSEMBLY LINE PRODUCTION 


... Speeds the manufacture of EASYHEET oil-burning Space Heaters 
to satisfy the pent-up demand for economical oil heat. Time and 
motion research have resulted in the precision manufacture of a 
Space Heater that is high in quality, yet sold at a competitive price. 








Your customers will be demanding oil heat. 
Now is the time to cash in on the great po- 
tential market that now exists for oil heating 
equipment. Be prepared to meet this pent-up 
demand by stocking the EASYHEET Space 
Heater which combines attractive design with 
efficient operation. 


THE 1947 HEATING SEASON will see a consumer 
advertising program, utilizing all advertising 
media, that will create an even greater demand 
for the EASYHEET Space Heater. 


(Dealers’ inquiries are invited.) Consumers will demand 


the convenience and prac- 
ticability of EASY HEET’S 


M d n U f d C tu re f S Fingertip-control Dial, 


1601 EASTLAKE AVENUE ZZ 
SEATTLE 2, WASHINGTON Space Heaters 
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our friends say "GET A MYERS” 


MYERS DEALERS ENJOY THESE 
MERCHANDISING ADVANTAGES: 


A complete line of Pumps, Water 
Systems, Hand and Power Sprayers 
and Hay Unloading Tools — FIRST in 
quolity and reliability. 


. Strong consumer preference for Myers, 


built through years of continuous na- 
tional advertising in leading farm 
and home magazines. In 1947, 37 
publications — 90,785,000 Myers 
messages, 


. The most comprehensive Display, 


Identification and Local Retail Adver- 
tising Program in the industry. 


MAY 8, 1947 


A MESSAGE TO MYERS DEALERS 


You can be proud that so many thousands of enthusiastic users 
recommend Myers Pumps and Water Systems to their friends 
and neighbors. Such customer endorsement is a fine testimonial 
to the splendid sales and service job you are doing. And it is 
an added reward to all of us at the factory for the painstaking 
care we have put into the engineering and building of all Myers 
products since the day we started in business 77 years ago. 
You can count on the excellence of Myers quality to win more 
and more satisfied customers. And Myers leadership in adver- 
tising and merchandising will continue to promote Myers prod- 
ucts to the greatest number of prospects. With this assurance, 
you can look confidently to the future, and plan your own 
tie-in program of promotion to take full advantage of Myers 
cooperation, 


THE F. E. MYERS & BRO. COMPANY 
Dept. H-47, Ashland, Ohio 





Water Systems ° Pumps * Sprayers * Hay Unloading Tools 
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HALL’S LAKE QUEEN Nylon Bait Casting Line has 
all the qualities that are appreciated most by your 
fishermen customers. It is hard-braided with expert 
skill from DuPont’s Nylon thread—with the result 
that it has the maximum strength coupled with the 
minimum of diameter and size. 100% waterproof. 


in all tests from 10 to 50 Ibs. Put up in 50-yard \ 





spools. 2 or 4 connected in attractive display box. 
Quality is important to both you and your customers \ Ask your jobber. W rite, giving us his name, 
and here is QUALITY. See to it that vour stock of for copy of our new, free catalogue, 


HALL LINES of FAME is complete. Address: 573 Park Ave lar X 
























WANTED! , 


MAGNI-VU 


FIELD GLASSES 


@ New All-Purpose Design 
@ Matched 32 x 40 mm Lenses 






PROTE 
Throt 
and | 









@ Immediate Delivery 


Wholesalers are finding Magni-Vu Field Glasses this year’s $ j 350 
hottest item for quick turnover. Nationally advertised, LIS T = 


starting May 1947 Field and Stream. Write for details and 
discounts. 


CENTURY SCIENTIFIC PRODUCTS, Inc. 


1573 Milwaukee Avenue Chicago 22, Illinois 






Including Carrying Case and Straps 
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HOBBYCRAFTER s: | Bend IX 
wecps Boost your X-ACIO Sa les 
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Yes, Hollywood is hobby-happy. 
They're X-acto-happy. And WILLIAM BENDIX 
X-acto dealers are sales-happy, | - Co-starring in Paramount's 


over this big national campaign. “BLAZE OF NOON” 


CONSUMER ADS 

Bob Hope, Bill Bendix, Alan - 
Ladd, Ray Milland, Brian Don- 
levy ... and other big-name stars 
to follow ... featured in knock- 
out ads in national weeklies and 
hobby magazines, reaching mil- 
lions of readers. 


FREE—SALES PROMOTION HELPS 


Striking window streamers, coun- 
ter cards, featuring these movie 
personalities ... plus all the regu- 
lar X-acto promotion helps. 


SUPER-SPECIAL SHOWCASE DEAL 
$525 worth of X-acto fast-mov- 
ing merchandise in a well- 
rounded assortment, plus a hand- 
some $150 blondwood showcase 
with glass shelves...costs you 
NET only $350. 


COMPLETE LINE 
X-acto, America’s Number One 
Hobby Tool Line, offers you a 
complete range of knives and 
tools, selling singly and in sets, 
from 50c to $50. (Prices slightly 
higher in Canada.) 


PROTECTED PROFITS 
Through X-acto’s Fair Trading 
and Price Maintenance Policy. 
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Send the coupon for complete details today! Poe nnn nn eee 

I Alfred Field & Co. | 

* i _ (Manufacturer's Agents in the Hardware Field) I 

nses ‘ 4 f 93 Chambers Street, New York 7, N. Y. | 
» t Please send me complete information on X-acto I 

x I Knives and Tools. I 

I I 

HANDICRAFT KNIVES & TOOLS |} name 

i i 

ps See =o 1 
X-acto Crescent Products Co., Inc., 440 Fourth Av., N. Y. 16 ! I 

In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto CITY & ZONE : STATE 

*Reg. U.S. Pat. Off. > See . fe eee 

J 
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A vital point in 
our proposition... 


‘ 


/ 


o housewares are more enthusiastically received than those 
bearing the familiar Nesco label. 
One important reason is Nesco’s consistent national advertising 
year after year, culminating in a comprehensive 1947 program that 
smashes all records! 


UNSURPASSED QUALITY is another reason for the public’s preference 
for Nesco products. Fine materials and fine workmanship add up to 
better performance and greater durability. 


THE “PAY-OFF” ARGUMENT for featuring Nesco products is that 
you buy five complete lines from one source, reducing buying time and 
paper work, increasing selling time and profits. 


1 in eT Sei aD cG8 iB 4 


See your Nesco Distributor or write: 
NATIONAL ENAMELING AND STAMPING COMPANY 


World’s Largest Manufacturer of Housewares 
270 N. TWELFTH STREET MILWAUKEE 1, WISCONSIN 
Sales Offices: 1430 Candler Bldg., Atlanta © 1166 Merchandise 


Mart, Chicago ¢ 200 Fifth Ave., New York ¢ Western Mer- 
chandise Mart, San Francisco ¢ 901 Ambassador Bidg., St. Lovis 
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Porcelain Fluorescent Light Set 





Smart New Beauty 





Hold Heat Oven Seal 








‘Sales Feature for 
‘Every Selling Advantage 





The Ultramatic CALORIC has all the features your 
customers want in the range they plan to buy... 
all the features you want for more sales. The fast, 
modern Ultramatic CALORIC is built to give 
carefree service for a lifetime of virtually auto- 
matic cooking. There is no finer range to own 
—no easier range to sell than the new Ultra- 
matic CALORIC. 

These Ultramatic CALORICS will be in pro- 
duction soon. If you sell fine gas ranges write 


for full information to: 


Caloric Stove Corporation, Widener Building, Philadelphia 7, Pa. 


All CALORIC L.P. Gas Models Have Specially ®) 
Engineered Burners, Guaranteed for Life. 


MAY 8, 1947 


147,000,000 SELLING MESSAGES to 3 out of 4 POTENTIAL CUSTOMERS 
12 Months a Year CALORIC’s Nationwide Advertising is 
Building a Big Market for the Ultramatic CALORIC through 


LADIES’ HOME JOURNAL « BETTER HOMES & GARDENS « AMERICAN HOME 
WOMAN'S HOME COMPANION « SMALL HOMES GUIDE 
GOOD HOUSEKEEPING « McCALL’S 


L. P. Gas Range Advertising 
SUCCESSFUL FARMING » HOUSEHOLD « FARM JOURNAL 
COUNTRY GENTLEMAN « PROGRESSIVE FARMER 


Behind this continuous advertising campaign is a complete 
dealer merchandising plan and an aggressive promotional 
program. 


REG. U. S. PAT. OFF, 


THE GAS RANGE YOUR CUSTOMERS WANT 
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PUROZONE How to Build You 
Water System Sales 


* Occasionally a new—and better—product 
comes along. Smart dealers feature it—and reap 
big profits. The new Climax Electric Jet Pump 
is such a product. Because it has only one mov- 
ing part—because it is unusually quiet—be- 
cause it lifts more water per horsepower—it makes 
it easy to sell more water systems. 
























6 SALES ADVANTAGES 


hs Do | 1. No belts, no couplings, 
| 
| 








3. Adaptable to deep or 
Home Since the Radio ) | 5, Practically noiseless. 


NEW $280,000,000 Market) | sccm... 
| 6, Delivers more water per 
Get In On the Ground Floor with Fastest 


2 Less maintenance. 
(Most Spectacular Development for the 4, Only one moving part. 
horsepower. 
Selling, High-Profit Item in the Field | 













Climax 
The most effective, economical air purifier known —, Electric 
to science. Sixty-four million homes have been wait- e) JET Pump 





ing for this low-cost, portable unit. 

PUROZONE attacks and eliminates odors nature’s 
way. Floods the home with fragrant, purified, moun- 
tain-like air containing 150% more oxygen. Recharges 
stale, used air with vital, health-building PUROZONE | 4150 SHAUOW WELL SYSTEMS 250 Yo 240 goon pr bord 
that actually increases vitality . .. relieves hay fever =a 
sufferers ... helps prevent colds. 

Low initial cost and minimum operating expense 
(unit actually consumes one-half the current used in 
electric clocks) sells consumer immediately. 


a 
190 to 1650 
gallons per hour 














NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS Send for Full Particu- D é al ers “4 A few important dealerships are still open 
lars on PUROZONE Franchises and Merchandising Plans | For complete information and literature write Climax Indu 


tries, Inc., Climax Engineering Division, Clinton, Iowa. 























PY, (=) ZO, AE" CLIMAX INDUSTRIES, INC. Made by the Makers 
COMPANY | Gimax Engineering Division of Famous Climax 
Clinton, lowa Blue Streak Engines 








3254 Lincoln Ave., Chicago 13, III. 
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. | =< — a QUAKER heater’ 


ing ¢ L AKERTROL «+. that amazing, 
ng device which makes 
pre =e heaters an engineering triumph in effi- 
‘ciency. It’s the exclusive device that’s going to make . 
your store “Heating Headquarters” for your neigh- 
borhood! And while production still holds up de- 
liveries, cemember ... + QUAKERTROL will be 


Climax 
Electric 
JET PUMP Be ‘Heating 


e 
190 to 1650 
eth oh _ 0 i t] k, 


Sai THE Bow OF THE 


for descriptive bulletin. 
= 
Only QUAKERTROL automatically produces and 


synchronizes a regulated flow of air with the flow 
of oil at every flame setting. Only QUAKERTROL 
automatically provides the right draft for maximum 
combustion regardless of chimney condition or 
weather. 25% fuel saving over any natural draft 
heater guaranteed! 


The QUAKERTROL Unit. 
Patented and manufactured 


QUAKER MANUFACTURING COMPANY ) cudierlvety by QUAKER 
223 W. Erie Street, Chicago 10, Illinois j 


ips are still open | 
ite Climax Indus 
linton, Iowa. 2 

Model 2006 Mode! 2008 


ude by the Makers “The FIRST name in ocl heaters 


f Famous Climax 
. . F 
ue Streak Engines “The LAST WORD 06 ¥ THERE'S A QUAKER BURNOIL HEATER “ede! 2010 Medel 2013 
FOR EVERY SIZE SPACE HEATING JOB 
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A Selling Idea 


for asleners 


RB&W offers you the benefits of a sales promo- 
tion campaign which serves to remind bolt and 
nut users that True Fastener Economy 
IS NOT lowest initial cost 
IS lowest total cost 
The customer who obtains lowest total cost of 
fastener selection + fastener purchase « fastener 
stocking + fastener inspection + fastener use 
fastener performance « will be willing and eager 
to pay and continue to pay for the top-quality 
brand that gives him these economies. 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, 


Thus the distributor who offers his market 
the advantages of RB&W’s quality control, 
reducing necessity for further inspection * top- 
quality materials and manufacture for maxi- 
mum holding power and prime appearance 
* accurate dimensions for ease and speed in 
assembly * reputation for dependability, for 
assurance of consistently uniform quality and 
service — is making the most of his opportunity 
to make his fastener business profitable through 
good times and bad. 


IF IT’S RB&W IT’S t.fe. 


The customer who wants “T.F.E.” can find it 
wherever his distributor carries the RB&W line. 
The uniformly high quality of RB&W fasteners 
is demonstrated by comparing two RB&W bolts 
of similar specification, selected at random from 
the stocks of two distributors located in Pitts- 
burgh and in Portland, Oregon. The bolts are 
identical — the same clean-cut heads, accurate 
well-finished barrels, perfect threads, high physi- 
cal properties — characteristics which help to 
keep the cost of using fasteners at a minimum. 


RBaw 


She Compe lele Quality Pine 


BURDSALL & WARD BOLT & NUT COMPANY 
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WHEN you GET 
PER poLLAk ® 
« 


Cap Screws. 


RB & W Cap Screws for Utmost Security 


Raw material that is subjected to the most rigid mechanical and 
physical examination . . . cold-forming on the most modern ma- 
chinery . . . continuous inspection at every stage of manufacture 

. contribute to your assurance that RB & W Cap Screws will 
have uniformly high physical properties and a finish that enhances 


the appearance of the finished p 


Such facilities as spheroidizing furnaces, close control heat 
treating, finest heading and threading equipment enable R B& Wto 
manufacture its products to meet the severe stress conditions and 
close tolerances required of highest quality Cap Screws. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making strong the things 


RB&W bolts, nuts, screws, rivets 
and allied fastening products are 
manufactured in a broad range of 
styles, sizes and finishes. 

. ° 


. 
Plants at: Port Chester, N. Y., 
Coraopolis, Pa., Rock Falls, Ill., Los 
Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also—the industry's most 
complete, easiest-to-use catalog. 


F {NITIA 





It’s the cost of using a fastener that counts. Wherever maximum 
fastener strength is required . . . such as for engines and machine 
tools . . . it is True Fastener Economy to specify high-quality 


roduct. 
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You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 
use of accurate and uniform fasteners 

2. Make your men happier by giving them fasteners that make 
their work easier 

3. Reduce need for thorough plant inspection, due to confi- 
dence in supplier's quality control 

4. Reduce the number and size of fasteners by proper design 
5. Purchase maximum holding power per dollar of initial cost, 
by specifying correct type and size of fasteners 

6. Simplify inventories by standardizing on fewer types and 
sizes of fasteners . 

7. Save purchasing time by buying larger quantities from one 
supplier’s complete line 

8. Contribute to sales value of final product by using fasteners 
with a reputation for dependability and finish 
















Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel and others. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


1947 




































CAMPBELL 


HI-LINK 


Farm Tractor 
Chains 


Campbell HI-LINK Farm Tractor Chains keep tractors on the 
job in spite of mud and soft, slippery ground! Extra large, 
self-cleaniny links and X-type cross chain construction assure 
continuous traction under the worst ground conditions. 
Hardened cross chains and electric welded side chains mean 
extra wear. 

This is only one item in the complete Campbell line of chain 
for industrial, marine, farm, automotive use, which makes it 
possible for you to supply all your customers’ chain needs. 
International Chain & Mfg. Company, York, Pennsylvania. 


CAMPBELL 
HI-LINK 


FARM TRACTOR CHAINS 
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IS BUILDING 
CONSUMER ACCEPTANCE 
anp DEMAND ror: 


ASK YOUR JOBBER ABOUT THIS 
COMPLETE LINE TODAY! 


DOBBINS MANUFACTURING CO. 
DEPT. 501, ELKHART, IND. 
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when it comes to HIGH QUALITY 
in the paint you sell! 





OU can sell Pittsburgh Paints with confidence that 
they will render the best possible service to your 
customers! For the 1947 line of Pittsburgh Paints is 
as good as human skill and ingenuity can make it. 


For many years, Pittsburgh has been a leader in re- 
search to evaluate and improve upon the quality of the 
materials used in paint making. Today, there are many 
more types and varieties of pigments than ever before. 
New, scientific processes have improved upon the 
qualities and properties of natural oils. Synthetic 
vehicles—unheard of a few years ago—are now avail- 
able in hundreds of types. 


The accurate knowledge derived from continuous 
study of these materials is the basis of Pittsburgh’s 
outstanding paint formulations. 


Working with research chemists and technicians, 


Pittsburgh’s production men have devised more effi- 
cient manufacturing methods. 


As a final step, Pittsburgh conducts elaborate tests— 
at the factory and in the field—to make sure that these 
products are right before a single can of paint is placed 
on dealers’ shelves. 


Pittsburgh has perfected a compact line to fit today’s 
requirements of dealers and consumers. Its advertising, 
carried on continuously, has built up an ever-widening 
consumer preference. 


Now is the time to cash in on this far-sighted planning. 
If you are seeking a quality line—why not investigate 
the possibilities of selling Pittsburgh Paints in your 
community? For complete details, phone, wire or 
write for a copy of our new franchise portfolio— 
“Don’t Take a Chance—Be Sure With Pittsburgh!” 








THIS 
' P TTSBURGH PAINTS 
) IP PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 
4 PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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Sy Many “Thousands - 


More Dealers Sell More 
TEL-O-POSTS than any other 


POWER TOOL 
ACCESSORIES 





TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand, 


TOPS for Proved Service 


Only Tel-O-Posts provide outstand- 
ing installation and safety features. 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 





373 
<—— 
430 431 


#370—'%4” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#373—\2” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#380—12” Chuck with No. 2 Morse Taper Arbor. 

#381%" Chuck with Arbor to fit ¥2” or 3@” Spindle. 

#382—'2" oe = Collars and Arbor to fit 42”. 
or %” Spindle. 

#383—Arbor to fit ¥2” or 3¢” Spindle, with Collars. 

#384—'” Chuck with 12” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for Connecting two 42” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 


HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 


TOOLS OF QUALITY 


>>> Better Homes 











ready answer to every “sagging- 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 
telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 








Cash In NOW. ..... ,... 


order for a supply of fast-selling 
Tel-O-Posts, today. Or write 


for complete information. 


RETAIL 
$Q95 


Slightly 
higher West 
of Missis- 
sippi River. 











TEL-O-POST COMPANY 


140 Ash Street Akron 8, Ohio 
Canadian Representative 
William B. Stewart & Co, 159 Bay Street, Toronto. Ontario 
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UYING a turnbuckle is like buying a steak. . 


or a watch.::ora 
hammer—or anything! Exercise good buying judgment and you can 
always get something better. Ask your jobber. 

Upson-Walton turnbuckles are better turnbuckles—and better buys— 


because of specific refinements in design and engineering initiated by this 
three-quarter-century old, modern company. 


Check this partial list of Upson-Walton turnbuckle specifications. 


@ The bodies of Upson-Walton turn- 


@ The body reins o/ a// Upson - Walton 
buckles are made in closed dies for uni- 
formity—a 12" Upson-Walton turn- 


turnbuckles are wider than the shank 
buckle al é . k diameter—affording protection for the 
AVS CLV 4 ha " ° 
uckle always gives 12" of take-up. dial 
@ All Upson-Walton bodies and i 
fittings are straightened after forging ® Reins crepe constructed with ample 
to insure a true thread and permit the section and rigidity, so that a bar may 
turnbuckle todevelop maximum strength. be safely inserted to set up tension. 
@ All Upson-Walton ‘urnbuckles are 
designed so that heads have a full hex 


—a wrench can be applied on any pair 


of flats and have full bearing. 


AS WE GO TO PRESS, DELIVERIES ON UPSON-WALTON TURNBUCKLES ARE GOOD. 


THE UPSON-WALTON COMPANY 


WMauupacturers of Wire Rope, Wire Rope Fittings, Jackle Glocks 


NEW YORK «© PITTSBURGH « CLEVELAND © BUFFALO * CHICAGO 











Here’s how we are 
protecting your brush profits 


NOW 
FULL FAIR TRADE 


(In all Fair Trade States) 


37'2% PROFIT 
TO THE RETAILER 























TAPES THAT ARE TOPS... 


ELECTRICAL — 
STRENGTH 3 





@ Tapes that are safe electrically — that’s the kind 
splice-makers want. For, after all, you use splicing tapes 
primarily to insulate a conductor splice. PANTHER and DRAGON 
Rubber Tapes, compounded under careful supervision, provide a 


long-lasting electrically-strong insulation for your splicing needs. 


PANTHER and DRAGON Friction and Rubber Tapes are 
always “tops” in performance. Made by a company in the insulation 
business since 1878, these tapes are sold only through recognized 
independent wholesalers. Hazard Insulated Wire Works, Division 


of The Okonite Company, Wilkes-Barre, Pennsylvania. 





friction and rubber tapes 
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"tin only 4 months: 288 packages of Duo-Luslin” 
—The Billman Hardware Store, Minneapolis 


ee . 
Duo-Puslin always outsold competitive papers three 
to one.’’—Cherokee Hardware Co., Louisville, Ky. 


"Sold 6 dozen packages of Duo-Puslin in one month.’ 
—Eckart Hardware Co., Winnetka, Illinois 


Here’s a disposable dusting paper with terrific turnover because of big consumer’ demand 


and strong promotional backing. Generous profit. Fair-traded. See your distributor. 


THE MUNISING PAPER COMPANY 
135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
MAKERS OF SILVER-SHEETS and MARVALON 
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Eye-Catching Packages 
Priced To Sel! Fast! 


OU pay nothing extra for these handsome 

Y wit boxes, attractively banded ‘‘For Him 

—Father’s Day: After Father’s Day you may, 

if you wish, remove the individual razor sets, 

blades or shaving cream and sell at regular 

prices. Or, if you prefer, remove the band 

onth:?’ ; and feature the sets for men’s birthdays and 
similar occasions. So, stock up and get your 

full share of profit from this extra business. 


lemand 


ibutor. et th fo tae lp Father’s Day Set No. 1 
18 GILLETTE ARISTOCRAT One-Piece Tech 


7 N Y f “* + ts —, ' The deluxe package in the gift line. Contains a gold- 
a . 4 = plated Gillette Aristocrat One-Piece Tech Razor and 
10 Gillette Blue Blades in handsome velveteen-lined 
case made of metal and covered with durable Texol 
fabric. Four extra packages of Gillette Blue Blades 5’s 
are included plus a regular size tube of Gillette 
Brushless Shaving Cream. 


PX | Your Profit Story! 
AN , 


Cost per carton (12 sets) 
Cost per set 
*Retail price per set 
Your profit per carton 


a 


*F air trade minimum $5.00 


Father’s Day Set No. 3 | 
Gillette Tech Uf 


At the popular price of $1 this attractive gift package will 
move like hot cakes. It contains a gold-plated Gillette Tech 
Razor with 5 Gillette Blue Blades, plus 2 additional pack- 
ages of Gillette Blue Blades 5’s. 


Your Profit Story! 

Cost per carton (10 sets) 

ad sais 64h es bn eebteeeGs eee .736 
IN PEED. 0... oo cccccssccsecceces 1.00 

Your profit per carton 


GILLETTE SAFETY RAZOR COMPANY, Boston 6, Mass. 


. . Copyright, 1947, by Gillette Safety Razor Company 
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Gifts that mark time for a lifetime 


Gift ideas your customers will welcome 
¥ 


these handsome, silent, right-to-the-minute 


Telechrons ...Musalarm — it’s a radio—a clock 


a musical alarm. You pre-set the alarm and pre-select 


si a-Meh eh ile) aieemelale Mola Mm ial-Maele) ME ial-ME dele {olice)):1-\-tle) sitio 


awaken you to music. Retails at $89 


AIRLUX — se/f-starting electri 
Crystal-clear Plexigias 


goide neta Retails 


TELALARM — se/f-starting ele 
r ef! alarm, luminous hands and 


Retails 


KNICKERBOCKER — se/f-starting 
be 77 Moahogo Fi, 


$6.95 
id case Retails ot $17.50. 





Cc THE FIRST AND FAVORITE 


© All prices PLUS TAX (excep? 
ELECTRIC CLOCK 


Musalarm)—prices and specifications ELECTRIC CLOCKS 


subject to change without notice 
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SMACK ON THE BACK 
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‘Wedont have to 
Wort OF GUESS 


duly onger . 


“Since the installation of our National Cash 
Register System we know to the penny which of 











our clerks is doing a good job. For we now 

have an exact total of the cash sales and the charge 
sales for each. This provides an automatic 
incentive for a// to increase their sales, and we 









can reward the ones who are most deserving. 
‘Before I purchased this National Cash Register 
System, the initial cost seemed high. But now I 








am thoroughly convinced that it is the best 
investment I have ever made. I wouldn’t be withox 
it for four times what it cost me!” 

Pick up your telephone and ask your local 
National representative to make a careful check 
of your hardware store’s set-up, and then show 
you exactly what a modern National Cash Register 
System can do for you. How it will reduce 
losses, increase sales, improve your control over 
your business, and save you time, worry, and 
needless figure work. Or, write to The National 
Cash Register Company, Dayton 9, Ohio. 
Offices in principal cities. 


















CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 





See the National Cash Register for Hardware Stores—This 
National Cash Register is designed for use in hardware stores. It 
provides totals of sales in five departments and by four salespeople. 
Each salesperson has his own cash drawer. It also shows a total of 
money paid out. In addition, on every transaction the register 
prints a receipt, or on a sales slip, showing the date, operator's 
initial, amount, department or kind of transaction, and the con- 
secutive number of the transaction. At the end of the day, totals 
printed on the detailed audit-strip show how much money must 
be accounted for. 
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No deep cuts... 


fez 


Only a shallow 
134” notch is 
needed! 


Patented 














Tas Unit Lock Has EverytHine 









a beet hed lofoe years / 


Pioneering, as usual, to make locks more modern and efficient — as well 
as easier to install — Russwin developed its Unit Lock line years ago. 
Thousands of them in everyday use testify to its fine qualities, its “extras”, 
its unequalled operating features. 

Here is a time-tested lock — assuring smooth-operating, long service 
that you can unreservedly recommend for home, apartment, office, school 
or public building. Russell & Erwin Division, The American Hardware 


% No mortising or deep cuts to 
weaken the door stile are 
required — a shallow inch-and- 
three-quarter notch is sufficient. 
% Safety devices include an 
auxiliary latch to resist outside 
manipulation or a deadlocking 
plunger to prevent operation 
of the stops when the door is 


SINCE 1839 


DISTINCTIVE HARDWARE 


MAY 8, 1947 


Corp., New Britain, Connecticut. 


Ussw] 


FEATURES 


closed — plus the safeguard 
that the mechanism is carried 
on the inside of the back 
escutcheon plate. 


* All parts of the lock, frame, 
knobs and escutcheons are 
solid bronze metal castings — 
plus locking mechanism of 
heavy, hard rolled wrought 












brass formed in dies for excep- 
tional strength, minimum fric- 
tion, long life. 


% The knobs are seamless 
bronze metal castings, self- 
lubricating and screwless. The 
cylinder, of ball bearing con- 
struction, is carried within the 
knob. 


. dealers always have the edge 










Here’s the way to increased sales... 





at CPE MUERE 


FREE with every purchase 
of 24 or more filters 


FREE 36-unit 
dispensing display 


Customers just can’t miss these colorful, eye-catching 
counter displays! They're traffic stoppers in any store—sure 
to make Silex Lox-in glass filters fairly fly off your shelves! 


WHY CUSTOMERS PREFER THE SILEX LOX-IN GLASS FILTER 
— ONLY GLASS FILTER THAT LOCKS IN! 


Co 
‘ 


Stays in place, can’t bob up, can’t fall Jf Works perfectly every time! 


out—minimizes breakage of upper bowls! 


Makes clearer coffee than other Fits Silex and most other 
clothless filters .. . by actual test! vacuum-type coffee makers! 


eae 1s bets 


COOPERATIVE ADVERTISING! The Silex Company will share with the 
dealer the cost of filter advertising in local newspapers. Ask your distribu- 


tor for free consumer folders, newspaper mats and suggested radio spots. 


MF ELEX Cupny § 


Trademark Registered U. S. Pat. Off. 
HARTFORD 2, CONN. e ST. JOHNS, P. Q., CANADA 
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PATENT 2399115 
OTHERS PENDING 


POEL SLY 


Wherever you see this distinctive, indestructible 
pressure control, you know you are looking at a 


leader. The ability of the MIRRO-MATIC Pressure 
Control to limit AUTOMATICALLY a pre-selected 
pressure of 5, 10, or 15 Ibs. has put MIRRO-MATIC 
far out front for flexibility, simplicity, and safety. 


THE FINEST ALUMINUM 


MIRRO has never stopped National Consumer Advertising 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WIS. 


FIFTH AVENUE BLDG., NEW YORK 10 * MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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the original 


Stainless 
Steel 


COFFEE MAKER 


** WILL LAST A LIFETIME” 











This is it—the first and original Stainless Steel vacuum 
type coffee maker that is being hailed as one of the 
hottest items to hit the appliance market in years! One 
of the country’s leading department stores—(name on 
request )—quickly sold out its first order of 1000—placed 























', —— substantial re-orders and reports continued fast sales. ———_ 
»™"" Hundreds of electrical appliance and hardware stores 
report unusual consumer interest and rapid turnover. 
The non-breakable lifetime appeal plus the gleaming 
high-polish finish and exquisite design—plus the “Flavor 
Insurance” Lifetime Filter—make this an irresistible buy 
for all vacuum coffee lovers. And when they taste the 


NATIONALLY ADVERTISED © 
FROM COAST TO COAST clearer, delicious coffee the NICRO makes—they’re sold 
for life! Eight cup capacity. Fair traded at $9.95 and 


The first national 4-color advertising on the NICRO wr fully GUARANTEED. Send us your order today d 
Maker will appear on May 4th, reaching over 15,000,000 readers 46 will ship through your distributor. 

before Mother’s Day in The American Weekly. This will be fol- 

lowed by a continuous powerful national campaign driving home 

























the NICRO story to millions of prospects. With Exclusive 
¢ “FLAVOR INSURANCE” 
AVAILABLE NOW! Complete promotion LIFETIME FILTER 





including displ 
clud 8 d apeeys and newspeper mats Here is a really efficient type of filter 


Attractive counter and window displays featuring the new “will (Pat. Pending). Available exclusively 
last a lifetime” Stainless Steel Coffee Maker are ready to help through NICRO. Tests prove that it 
you get your share of this new market. (Complete set of 3 dis» ™akes clearer coffee! Locks firmly in 
plays designed to display actual NICRO Coffee Maker, includ- place—will not fall out. Cleans easily. 
ing NICRO Upper Bowl and NICRO Stainless Steel Filter, only “ve a oe coffee gna 
50¢.) Tested newspaper mats that bring in store traffic and 15¢ ah Pn gee poses seg 4 Pod _ 
create sales also ready. Dealers find that the NICRO promotion aa with G filtere—and veserve Bes of 
puts new life into the coffee maker sales. Write us today for 18. Order direct oad send us name and address of your 
names of NICRO distributors in your territory. appliance distributor. 


NICRO STEEL PRODUCTS, INC. 


3534 North Spaulding Avenue Chicago 18, Illinois 
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ARE ADJUSTABLE 
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HALF PINT, 
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20¢ Retail QUART SIZE 
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Attractive 9”x11” Display Card. 
3 Colors—Red, Yellow, Black. 
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Attractive 8x9 ‘ Display Card. ' 
3 Colors—Red, Yellow. Black. — 
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Manufacturer-Retailer Fair Trade Contract 


and be- party to a fair trade contract with “Manufacturer” covering said ‘Commodities 








AGREEMENT, made in the State of............s.eceeeeeseessess 
, x .° 2 » (6) “‘Retailer’ will not, where statute or law permits such restriction, sell any 
—S undersigned, Manufacturer”, and the undersigned, Retailer”. of 2. “Commodities” except to consumers for use 
ITNESSETH: (7) In addition to any other legal remedy, the parties may have the remedy of 
WHEREAS: the following ‘‘Commodities,”” namely, Snap-Tite Vacuum Bottle injunction to prevent or to enforce the discontinuance of any violation of this 
Stopper, retail price 20 cents, and Snap-Tite Beverage Bottle Stopper, retail price 15 agreement. 
(8) This agreement may be terminated by either party on ten days’ written 





cents, or as such schedule of prices shall be constituted from time to time, are, a 
or may hereafter be, distributed under the trade-mark (s), and brand (s) or name notice to the other but termination by ‘‘Retailer’’ shall not affect the rights or 
of “‘Manufacturer’’ in fair, free and open competition with commodities of the same obligations of either of the parties hereto under the Fair Trade Act of said State or 
general class produced by others, and the parties hereto desire to avail themselves of by reason of any contract made pursuant thereto. 

the benefits of the Fair Trade Act of the State of Retailer’s address as shown below: o 4 —~y —— — ~-d “ the provisions rd Ste eonenee shall be well 
a and sufficien ven by delivering the same personally to the party hereto to whom 
NOW, THEREFORE, in consideration of the premises and the mutual obligations it shall be addresse@ or by mailing the same in a sealed postpaid envelope ad 










herein assumed, the parties hereto agree as follows dressed to such party at its address given below. 
(1) “‘Retailer’’ will not (except as specifically permitted by said Fair Trade 
Act) directly or indirectly advertise, offer for sale, or sell any of such “‘Com- (10) This agreement shall become effective on the.......... -..day of 






modities” in said state at less than the minimum retail prices stipulated therefor 
















by ‘‘Manufacturer’’. 19 
(2) The minimum retail prices stipulated by ‘Manufacturer’ for the ‘“Com- 
modities’” in sald state are those now or hereafter designated herein, plus, in each IN WITNESS WHEREOF, the parties hereto have executed the agreement on the 
sale, the amount of all sales and excise taxes applicable to such retail sale in 
sald state. opeaus beac pcvbdnionsise day of 19 
(3) ‘Manufacturer’, at any time and from time to time, upon ten days’ written 
notice to “‘Retailer’’, may eliminate ‘‘Commodities’’ listed herein, and/or may add MOELLER MFG CO., Inc. 
to said list, and stipulate minimum retail prices for, additional ‘‘Commodities’’, Racine, Wisconsin 
and may change the minimum retail price of any one or more of the ‘‘Commodities.” 
(4) (a) The offering or giving of any article of value in connection with the PYTTITITITIVIVI ITIL rrr eee Peete eee eeresereeeeteesaeeeee 
sale by ‘Retailer’ of any of the ‘‘Commodities’”: (b) the offering or making of (Retailer) 
any concession of any kind whatsoever (whether by the giving of coupons, trading 
stamps or otherwise), in connection with any sale, or (c) the sale or offering for Street ..crcccccccccccccveseveseveceses evcccccce PPPTITITITITIVITITI TT TTT 
sale of any of the “‘Commodities’’ by ‘‘Retailer’ in combination with any other 
merchandise shall constitute a breach by ‘‘Retailer’’ of article 1 of this agreement, CU. ccvccccccccesccsecs erercresecescccces SBtatO..cccccccccccccccccsccsecsescesecs 











(5) “Manufacturer” in good faith will employ all 
appropriate means, which in the circumstances shall be 


reasonable, including legal proceedings if such other MOELLER MFG co 7 INC a ns 
6 . “ ease Attach Store 


means fail, to prevent, and to enforce the discontinuance 
Label Here 







of, any violation of said minimum retail price stipuls- 
tions by any competitor of ‘Retailer’, whether the person RACINE, WISCONSIN 
tlolating or threatening such violation is or is not « 
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Vhey relays 


come back for... 


UNIVERSAL 


Outstanding in performance, and so satisfactory all around, the vast 
majority of UNIVERSAL SPRAYER users insist on a UNIVERSAL every 
time they need a new sprayer. Consequently, dealers handling this line 
enjoy a constantly increasing volume of sprayer business and profits. Top 
in quality, and priced to reflect the economies of mass production, 
UNIVERSAL SPRAYERS are exceptionally good values — by long odds 
the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 





__ THE KEY TO BIGGER 
fa PAINT BUSINESS 


| 





OME 
os FINISH 
ADY MIXED 


PERFORMANCE TELLS THE STORY : 00F-w NU M PAIN T 
OOF - nuST P 


These 3 great aluminum paints open the door to new and greater sales 
opportunities. Now is the time to capitalize on the rapidly increasing POWoe, te mee 
popularity of BROMA Chrome Finish Aluminum Paints. UNEQUALLED » MAMMOND, INDIAN? 
PERFORMANCE is earning these high quality aluminum finishes constantly 
wider public acceptance. They cut paint costs . . . provide better protection 
Pee F ys. Boacthcwe: gua but also for wood, concrete, plaster, . SILVER MECHANIC CHROME FINISH—Indus- 
s trial use and general purpose—heatproof. — 
WRITE TODAY FOR FULL PARTICULARS. FREE . 7g - 
SALES PROMOTION MATERIAL AVAILABLE ee ene 
' extremely durable. Suitable for prime 
coat. Slow drying. 
» MASTER CHROME NO. 24—-Automotive and | 


MA S TE R BR @) NZE Ee ‘e) WDER C ‘e) industry. Highest lustre—dquick drying. 


HAMMOND (INDIANA U.S.A 
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drying. 











WEEDUST 
EEDONE 


_ IN THESE HOME-OWNER MAGAZINES: IN THESE FARM MAGAZINES: 
® BETTER HOMES & GARDENS © FARM JOURNAL 
® HOUSE & GARDEN ® COUNTRY GENTLEMAN 
® AMERICAN HOME @ CAPPER'S FARMER 
® HOUSE BEAUTIFUL @ FARM & RANCH 
and eighteen other national, horticultural and regional publications. 


A BIGGER CAMPAIGN THAN LAST 
YEAR= REACHING MILLIONS OF 
FARMERS AND GARDENING FANS 


Sell Weedust to the man with a few weeds or who doesn’t have a sprayer. 








For the larger lawns and farms sell Weedone for spray application to weeds. 
New low prices e@ Larger dealer discount @ Order from your jobber, now. 


For Year-Round Garden Department Sales stock all five! 


* EE 00 N E. the triple-action, 2.4D weed-killer. ROOTO N E. the plant hormone powder. 


WEEDUST, Weedone in dust form. “TRANSPLANTONE, for safe transplanting. 


“FRUITONE, for seedless tomatoes and for stopping fruit drop. roo ms 
WeEDONE a Z 


oo 
vos by 
6, 


READY FOR SHIPMENT 


vannees 
thet 


TSR EPI ET 


Now, in time to relieve your summer fan shortage, 

we present the new Surf FAN. It’s a quality fan 
throughout —rugged, dependable, quiet, ultra-smart 
in design. With minor changes, it’s the same fan 
originally engineered for the famous Surf SEASON-AIR. 


We are producing and shipping Surf FANS in 


Check these Surf FAN features 


[| 
LJ 
L 
LJ 


BEAUTY . . . Modern styling * Handsome cracklé 
finish ¢ Silent type 10-inch fan blades « Bright plated 
fan guard. 

STABILITY ...Sturdy all-metal construction « 714-inch 
base— punched for wall mounting ¢ Weight 4 lbs., 9 oz. 
POWER ...Shaded pole type A. C. motor manufac- 
tured exclusively by G-M Laboratories Inc. * No 
radio interference * Approved rubber covered cord. 
EFFICIENCY ... Fan delivers 500 cu. ft. of cooling air 
per minute ¢ Non-oscillating * Fan angle adjustable 
vertically through full 360 degrees. 

GUARANTEE... Fully guaranteed for one year against 
defects in materials and workmanship. 


(NOTE: Surf FAN cannot be used in conjunction with Surf 


SEASON-AIR heater unit.) 


a 


quantity. Order from your distributor 
NOW ...G-M Laboratories Inc., 
4296 N. Knox Ave., Chicago 41, IIl. 


wf SEASON-AIR OFFERS 
4-SEASON UTILITY! 


From heater to fan in 29 seconds... 
simply remove heater housing. 


All year ’round, in any kind of 
weather, Surf SEASON-AIR has 
the same powerful sales appeal. 
Contact your distributor now. 
Be first in your trading area to 
show—and SELL—this great 
ALL-season profit-maker! 


*24°.. 


($25.50 West of Rockies) 


‘ 
reat NEW name in household appliances 
a eee tener mene 
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FLORENCE announces sensATIONAL 


Now Florence steps out in front with one of 
Americ: most beautiful lines of oil heaters . . 

Florence ~ Aatched Beauty” Heaters! Dealers have 
always recognized Florence heaters as leaders in 
efficiency, dependability and value and now 
greater beauty in styling has been added. Each 
model is designed to match all the others regard- 
less of type, size or price class. Thus Florence makes 
“trading up” far easier... increases your chances 


fan sho 4 "9 

rtage, a ; : 4 to make multiple sales and gives you a line that 

: : aie has a “family resemblance” on display. Not only 
a qua . —_ 

ely fm er ry, that, the new Florence line is the most complete 
;. ultra- 4 ; ; and broadest in the industry . . . available in both 
desea: a ae “WVF/r pot-type and sleeve-type . . . including all these 4 
the same fan Li - Wigsw kinds of heat delivery: 
| 1. Driven-Aire (fan models) 
SEASON-AIR. | | M, . Coatetne 
by | @ . : - Radiants 


4. Combination circulator-radi- 


urf FANS in 
r distributor 
ratories Inc., 
icago 41, Ill. 





SFFERS 


SPECIAL 
NOTICE! 


The new Florence line 
also includes a wide 
variety of Cabinet Oil 
Heaters requiring no 
flue connection. 











RANGES AND HEATERS 


" : 
ypliances FLORENCE STOVE COMPANY. . . General Sales Offices and Plant: Gardner, Mass. Western Sales Offices and Plant: Kankakee, III. Southern Plant: Lewisburg, Tenn 
Other Sales Offices; One Park Avenue, N.Y.; 1459 Merchandise Mart, Chicago; 53 Alabama Street, S.W., Atlanta; 301 No. Market Street, Dallas. 
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SELF STARTERS. 


‘IN STORES 


xk k * 
The STUART CLOSED BACK SHOVEL 


The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly waxed. 


= ..9 


The WILSON OPEN BACK SHOVEL 


A Genuine Leader Item—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. 1 Grade Handles, smoothly 
sanded and thoroughly waxed. 


2 GREAT HARDWARE 
LINES—MEETING EVERY 
NEED OF QUALITY, 
CONSTRUCTION, PRICE 


A National ganization Specializing Lrclusively i 


SHOVELS SPADEF SCOOPS 














Time to Sell SHOVELS! 


The heavy shovel selling season is 
here and customers want shovels 
which are light in weight for easy 
handling, but strong and rugged in 
resistance to wear and breakage. 


Stuart Brand Closed Back Shovels 
and Spades and Open Back Scoops 
build customer good will and repeat 
business because they meet both of 
these important requirements. They 
come standard equipped with exclu- 
sive construction features found only 
in Shovels made by The Wood Shovel 
and Tool Company. These exclusive 
features are as follows: 


| STEEL I-BEAM HANDLE REIN. 


FORCEMENT — The lightest and 


| strongest handle reinforcement which 


retains in the handle the resiliency 
and flexibility needed for full eff. 


ciency in shoveling. 


CLOSED BACK CONSTRUCTION 
-——The backs of Shovels and Spades 


are made perfectly smooth by a steel 


| back bone plate welded into the back 
| of the blade—no cracks or crevices 


for dirt to collect. 


| BLADE DESIGN AND TREAT. 


MENT—Quality Steel—Proper Blade 


| Design—Rolled Shoulders—Correet 
| Heat Treatment — All of these are 


combined to produce long wearing 
shock resisting blades. 


| MOLY DOR MOLY STEEL D HAN. 


DLES—Used on all Short Handled 


items. These handles with steel 


banded grips are of distinctive de 
sign and consumers everywhere rec: 
ognize Moly Handles as a feature ofa 


| quality shovel. 


| Only Shovels made by The Wood 


Shovel and Tool Company are 
equipped with these outstanding fea- 
tures which are easy to see, easy t0 
sell, and build business for you be 
cause customers come to you and you 
alone to get shovels so equipped. 


Advertisement 
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NOT AS MANY AS YOU'D LIKE PERHAPS 
BUT EVERY ONE A REAL PENNSYLVANIA 


Yes, they’re coming off the final inspection line in increasing quantities. 
More and more carloads of PENNSYLVANIA, GREAT AMERICAN and 
METEOR models are being shipped to all parts of the country. Maybe you 
are not getting as many as you’d like. But you can be sure of two things. 


1 Allotments will be made to our wholesale distributors on as fair a basis 
* as possible. 


9 No let-down in quality. Except for certain improvements and refinements, 
* every mower we ship will be the same high quality as those for which 
PENNSYLVANIA has been famous for 70 years. 


You can say to your good customers... 
“These are real PENNSYLVANIA Mowers.” 


Camden, N. J. © Bridgeport, Connecticut 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
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The “Newburyport Plan’:— 


J OHN E. SWANSON, 
hardware merchant of New- 
buryport, Mass., has been cata- 
pulted into national promi- 
nence, including continued 
radio attention and continuing 
first page newspaper stories, 
as a result of his now well 
known “Newburyport Plan.” 
Briefly, his program calls for 
a 10 per cent reduction in re- 
tail prices for 10 days on all 
possible merchandise. Many 
other communities are follow- 
ing this pattern. Its avowed ob- 
jective is to help curb inflation. 

All available reports indi- 
cate that this project has 
greatly increased retail sales 
volume for participating deal- 
ers. And so, we concede that 


the “Newburyport Plan” has 
proven itself as a splendid, 
though costly, promotion pro- 
gram, but we have serious 
doubts about its contribution 
to curbing inflation and/or its 
lasting impact upon our eco- 
nomic structure. 

Unless merchants cutting 
their prices 10 per cent have 
some assurance of replacing 
the goods sold on that basis at 
a reduced price—or were pre- 
viously attempting to get un- 
reasonable margins—this par- 
ticular economic experiment 
will benefit only consumers 
and then only for a 10-day 
period. It has, of course, 
created considerable and wide- 
spread interest and may prove 
to be the forerunner or the 


Ss &-? 


stimulus to reducing over- 
priced merchandise—but by 
no means does it reduce taxes, 
wages, materials costs and 
other costs of producing and 
distributing merchandise. 

In this issue, beginning on 
page 104, is published a first 
hand story, from the retail 
hardware standpoint, obtained 
by one of our editors who spent 
several days at Newburyport 
listening, looking and digging 
into the operation and local re- 
actions. Whatever the merits 
of this program may be in the 
long haul, the story is interest- 
ing to all our readers, es- 
pecially since a hardware mer- 
chant was. its originator. The 
story will be worth your read- 
ing attention. 


Too Much Loose Talk About “High Prices”:— 


INCE the demise of OPA 
practically all hardware 
store merchandise has been 
subjected to upward price ad- 
justments—long delayed be- 
cause, unlike soft goods and 
food items, hardware was al- 
most completely frozen during 
the life of OPA. If the price 
advances that have been made 
so far this year had been made 
in two, three or four jumps 
during the past five years they 
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probably would not have at- 
tracted so much attention and 
comment. 

In our opinion, very few 
hardware store lines carrying 
well known brand names are 
over-priced when you con- 
sider the costs involved, in- 
cluding taxes and wages, that 
went up steadily during the 
war period. And, as well 
rounded stocks of such goods 
are still not available in any 


quantity and the demand con- 
tinues, we do not expect an 
early general orgy of price 
declines. 

When the supply catches up 
with the demand and wholesale 
and retail stocks show better 
balance we do expect some 
lower prices due to keener 
competition. 

Reports about department 
store inventories, buying cur- 
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tailment and price cutting sel- 
dom include any reference to 
any hard lines such stores are 
carrying. Invariably such 
stories are dealing with soft 
goods particularly very much 
over-priced clothing, furs, etc. 


But, unfortunately, the cas- 
ual public—eager (as are all 
of us) to get anything and 
everything cheaper — doesn’t 
differentiate between soft and 
hard lines. All they read or 
seem to grasp is that certain 


x * * 


stores are reducing some 
prices, and they don’t go in for 
the details. It is incumbent 
upon dealers and their sales 
helpers to explain this to con- 
sumers whether they complain 
or not. 


The National Housewares Show at Philadelphia:— 


A these comments are 
written the big National 
Housewares Show held at 
Philadelphia, April 27th to 
May 2nd was still going strong 
so far as attendance is con- 
cerned, but not too strong from 
a buying standpoint. 

Official registration of buy- 
ers will probably establish this 
as one of the best attended ex- 
hibits of its kind. The whole- 
sale and retail hardware trade 
was well represented among 
those who attended and a ma- 
jority of the displays included 
merchandise of a type and 
brand sold through hardware 
channels. 

Most buyers scemed cagey, 
or perhaps “coy” is a better 
word. They looked around for 
a couple of days and hinted 
great interest but made it clear 
they were waiting for better 


“Communists 


HE above is the title of a 

booklet produced by and 
available from the United 
States Chamber of Commerce, 
Washington 6, D. C. at 25 
cents per single copy. In 
quantities the price is lower 
per copy. 

The name of the study 
clearly indicates the subject 
covered and, I would say, most 
ably covered. This booklet 
should be read and studied by 
every American and should 
especially enjoy the earnest at- 
tention of all serious-minded 
labor union members and of- 
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prices. To our knowledge no 
major price reductions were 
made, although some long 
major lines were reported as 
adjusted on certain numbers 
but by“no means was there a 
marked price movement. 

For the most part, exhibitors 
came from the top flight group 
with good brands, a reputation 
for quality and value. There 
was a minimum of “junk” such 
as were sold widely throughout 
the war period. 

On very few leading lines, 
especially among electrical ap- 
pliance manufacturers, were 
delivery promises too en- 
couraging, and as one whole- 
sale hardware buyer expressed 
it, “what I really need and 
want I can’t get delivered and 
what I can get delivered I don’t 
want or need.” 

There was nothing very new 


x * * 


Within the Labor 


ficials. It is not a “labor-bait- 
ing” treatise but a simple re- 


view of facts and _ intelligent 
* 


or startling but in our many 
years of attending such shows 
we do not remember a previous 
exhibit that brought out so 
many top executives from lead- 
ing producers. And they were 
on the job most of the time 
which is a good sign and a 
phase of the “buyer’s market” 
status—a healthy phase. 

This same show will be re- 
peated in January 1948 at the 
Stockyards Amphitheatre in 
Chicago. That will be a better 
location. It is more centrally 
located than Philadelphia and 
has the hotel facilities which 
were sorely needed at Phila- 
delphia. 

It seems to us that, while 
actual buying was clearly not 
very heavy, it was not a pes- 
simistic show, at least not 
nearly so much as many news- 
paper reports might indicate. 


Movement’ :— 


* 


suggestions for combatting the 
inroads of communism in labor 
organizations. 

. 


Taxpayers’ Money! 


eh er LARSON, acting general coun- 
sel of the War Assets Administra- 
tion, testified before a House commit- 
tee investigating surplus property sales 
that the Government lost a considerable 
sum in the sale of surplus nuts and bolts 
under a contract that bordered on the 
unconscionable. 

“The contract, signed on May 8, 1946, 
turned over to the Palmer Nut & Bolt 
Company of Detroit nearly all surplus 
nuts and bolts. The purchase price was 
$22.50 a ton. Some of the nuts and 
bolts were valued later at $6,000 a ton. 

"However, after investigating the con- 
tract last January, he decided that while 
it was bad, it was valid and binding and 


had to be carried out. By that time, 
the WAA had delivered about 65,000 
tons of nuts and bolts to the Palmer 
company at a price of $1,600,000. 

“House committee officials have esti- 
mated that the Government could have 
realized at least $16,000,000 more on 
the open market. 

"Mr. Larson said that a new contract 
was negotiated with Palmer on Feb. 25, 
which limited further deliveries to 45,000 
tons, but the price remained $22.50 a 
ton. He attributed the contract's terms 
to lack of information on the part of 
WAA officials.” 

—From a news story in 


The New York Times. 
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with ILCO Key Blanks... 


Over 3,000 separate types and sizes of ILCO Key Blanks help you 
Variety 






duplicate practically any key in common use today. 






like this can mean a lot when it comes to building good will and 






customer appreciation. Of equal importance is the fact that every 
ILCO Key Blank is extremely accurate in size and shape. No 


- and made to 






matter what type of lock it is for, it is made to fit 






give its owner the longest possible service. 










. »- and the ILCO Improved Minute Key Cutting Machine 






The ILCO Improved Minute Key Cutting Machine goes hand in glove with 
ILCO Key Blanks. 


without changeovers or adjustments — 





On it you can duplicate cylinder, flat steel, and bit keys 








without once removing the sample or 





And you can complete all cuts on the Improved 





blank from the clamps. 





Minute in less than sixty seconds! 





Keep using this strong combination of dependable ILCO products in 





your store. They'll help you make money by the minute — and friends for life. 


SECURITY qi HARDWARE 


MASSACHUSETTS 









INDEPENDENT LOCK COMPANY . FITCHBURG, 
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JOHN E. SWANSON 


Th war against spiral- 
ing prices—launched by the retail 
dealers in the city of Newburyport, 
Mass., an idea originally proposed 
by John E. Swanson, treasurer of 
the L. L. Peavy Hardware Co. of 
that city—has caused wide rever- 
berations to be felt throughout the 
country. 

Two days after the plan had 
been inaugurated in that commun- 
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By HAROLD S. MOORE 


| Mee price rollback campaign, fathered by John E. Swanson, and 
sponsored by the merchants of Newburyport, Mass., to fight rising 
prices, curb inflation and restore the buyer's confidence has spread 
to other communities. 

This report of the "Newburyport Plan" is presented with the belief 
that the results achieved so far will be of interest to hardware dealers 
throughout the country. The opinions expressed in this report do not 
necessarily coincide with those held by HARDWARE AGE, as the 
economic soundness of such a plan for the hardware trade has yet 
to be proven. The facts were gathered from first-hand information 
and the ideas expressed are those of the local sponsors of the plan. 

The interviews were made two days after the plan had been in- 
augurated and, at that time, it was too early to judge if this effort 
to combat inflation would succeed in having a reaction on the 
national economy. Further reports on the ''Newburyport Plan" will 
be published in HARDWARE AGE if additional information 


becomes available. 


ity of 15,000 population, the local 
sponsors were swamped with let- 
ters and telegrams from all parts 
of the nation extending congratu- 
lations and requesting further de- 
tails of the plan. Towns and cities 
as far west as California had wired 
their intentions of putting the 
price reduction campaign into ef- 
fect and some of the eastern com- 
munities had already started its 
operation. 


The ‘‘Newburyport Plan,”’ 
launched to forestall a business 
recession by reducing prices and 
restoring the buying confidence 
of the public, called for a 10 per 
cent cut in retail prices wherever 
possible for a trial period of 10 
days. On April 22, when the plan 
was put into operation, 157 of the 
172 stores in the downtown shop- 
ping center were co-operating. 
Two days later the percentage of 
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Associate Editor of Hardware Age 


all retail establishments, including 
chain stores, supporting the plan 
had risen to 97 per cent. Some of 
the retailers had received word 
from wholesalers and manufac- 
turers of their intentions of co- 
operating by reducing prices 10 
per cent during the 10-day experi- 
ment. 

Merchants reported that the 
first two days of the trial period 
had been highly successful. In- 


Mr. Swanson posts a sign on the L. L. 
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creases in volume ranged from 6 
to 60 per cent over normal and 
out-of-town shoppers crowded in- 
to the city to take advantage of 
the lowered prices. However, the 
full effects of the experiment 
would not be known until the 
weekend as Tuesday is a normally 
quiet business day and Wednesday 
is a half holiday for numerous 
stores in the city. 

Mr. Swanson, who has been in 


the hardware business for 18 


years, proposed the plan after 
reading a recent advertising plea 
by the president of one of New 
York’s leading department stores. 
His idea received the support of 
Norman Randall, executive secre- 
tary of the Northeast Essex De- 
velopment Council and almost the 
unanimous vote of the merchants 
of the city when it was put before 
them at a meeting. 


(International News Photo) 


Peavy Hardware Co. window that tells its own story to Newburyport. 
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Mews TUESDAY. 22. 1947 


a 
Newburyport 
Lowers Prices! 


Newburyport Merchants have endorsed a plan - so simple - so direct - 
that it is sweeping the country --- by newspapers - by news commenta- 
tors on the radio- You'll hear more --- and more about 


points of the plan and urging the 
companies to examine their price 
policies with a view to an imme- 
diate reduction and a continuing 
lower price. The letter warns that 
the merchants will buy carefully 
and in placing orders they will 
have in mind a substantial reduc. 
tion to the consumer. 











These Firms Have 


“The NEWBURYPORT PLAN” 


The Eyes of the Nation are upon us—for we have dared to do the needed thing—in a crisis 
that ie Nation-Wide and spreading rapidly. You and I are “consumers"—We feel ghat prices are 
too high! It is the hope of every thinking man and woman that the spiral of rising costs and rie 
ing prices be brought to a stop before we all go broke! 


America can win through to a greater prosperity than ever before ONLY—by Volame Produc 
tiop—that's a basic fact conceded by every economist The Newburyport Plan—proposed by 
a Newburyport merchant and accepted and endorsed by the firms whose signatures appear in 
the panel—is a VOLUNTARY reduction of prices at the retail level, backed by a concerted de 
mand for parallel and further reductions by wholesalers and manufacturers. The plan is to be 
put in effect TODAY— 


The Merchayts and Service Organizations «hore names appear here have pledged— 


Ist—A reduction up to 10% wherever possible (cxcepting ouly certain nationally controlled 
prices they have pledged to maintain)—and a refund of this amount to the consumer, 


2nd—To notify their suppliers that they are dropping their prices and expect them to do the same. 
3rd—To give this plan their sincere support—aud not to take advantage of shortages and non- 
competitive items to raise prices, 


Mth—To refuse to buy merchandise for resale—tbat in their opinion is too high 


This Plan is for Your Protection - Give It Your 
Whole-hearted Support - 











Newburyport Merchants Division of the Northeast Essex Development Council 











Here is a reproduction of the full page advertisement which appeared in 
the April 22 issue of the Newburyport Daily News and announced the plan. 


Basically the plan is simple. It 
embodies the following points to 
reduce the cost of living by reduc- 
ing prices: 


Its Purpose 


1. To reduce our prices 10 per 
cent wherever possible (keeping 
in mind fair trade items) and to 
refund this amount to the cus- 
tomer. 

2. To notify our suppliers that 
we are dropping our prices and 
expect them to do the same for us. 

3. To be sincere in this effort 
and not to take advantage of short- 
ages or non-competitive items to 
raise prices. 

4. To refuse to buy merchan- 
dise for resale that, in our opinion, 
is too high. 

Practically all the stores in the 
shopping district of the cities are 
displaying red, white and blue 
banners in their windows an- 
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nouncing their co-operation. Mer- 
chants are distributing consumer 
pledges to be signed by buyers 
which promise full support of the 
plan. 

Form letters have been sent to 
10,000 manufacturers stating the 


Thank You 


You have made 


” NEWBURYPO 


a. co-operative effort 
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’ 
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ating in t 
a purchas 


Gradual Decrease Sought 


In an interview with a member 
of the Harpware ACE editorial 
staff, Mr. Swanson said, “For a 
long while, everyone has been 
talking about the rapidly rising 
prices but no one was willing to 
take the first step. The retailers 
of this city decided that now is 
the time to do something about 
it. We are trying to bring about 
a gradual decrease in prices rather 
than a complete drop which is 
bound to come if inflation con- 
tinues.” 

“Let me point out,” he con- 
tinued, “that this is not a sales 
campaign. We are sincere in our 
effort to reduce prices and in our 
own small way to help stabilize 
the economy of the country. The 
merchants of this city are willing 
to take a loss during the ten days 
of this experiment in order to set 
an example for the rest of the 
nation.” 

When asked how the plan was 
working for the hardware stores 
of the community, Mr. Swanson 
explained, “So far it is too early 
to tell the results as far as our 
store is concerned. We have not 


> 


urchase through 
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The Retail Merchants Division 


of the Development Council 
of Newburyport, Mass. 
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Pledges like these @ 


heard from any of the hardware 
wholesalers but several automo- 
tive wholesalers have reduced 
prices 10 per cent. I have had 
the assurance of three manufac- 
turers of products distributed 
through hardware channels that 
they would reduce their prices in 
order to co-operate with us. Store 
traffic has increased greatly and 
buyers are flocking in from out- 
of-town to take advantage of the 
reduced prices.” 


Fair Trade Exceptions 


“We have reduced everything 
in our store 10 per cent except 
fair trade items,” Mr. Swanson 
pointed out, “and I think that 
quite a number of the hardware 
items that are not fair traded 
should be reduced. I know of 
one item in particular that sold 
for eighty-nine cents prior to 
January first that now sells for 
two dollars. You can’t convince 
me that an item like that cannot 
be reduced. That is just an ex- 
ample and there are several more 
like it. Yes, I believe that some 
hardware manufacturers can cut 
prices and should do so imme- 
diately.” 

“What success this plan has had 
must be contributed to two factors 
—timing and psychology. The 
campaign was launched at a time 
when consumers were fed up with 
high prices and no sign of relief 
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was in sight. Then too it helped 
to restore their confidence to find 
that the merchants of their city 
were willing to do something in 
their favor. Of course this is just 
an experiment, but we hope to see 
it spread across the country. One 
little community like Newburyport 
can not do the job alone but if 
more and more towns and cities 
adopt the plan or something sim- 
ilar, we may be able to force 
permanently 


prices down 


enlist the co-operation of thei 


s in support of the Pp 


r suppliers 


ji r 
r due to their refusal to offe 


ere. 


the Newburyport 





forestall a recession.” 


“Communities may be forced to 
adopt a price reduction plan,” he 
said, “for if the neighboring town 
puts the plan into effect and mer- 
chants see their customers leaving 
town to do their shopping, they 
will naturally institute some sim- 
ilar plan as a matter of self pro- 
tection.” 

Ed Whitley, owner of D. Cash- 
man Hardware, another of New- 
buryport’s hardware dealers, had 
this to say about the success of 
the plan so far. 

“It has increased consumer buy- 
ing greatly, not only among our 
own people but among buyers 
from the outlying towns as well. 
We have had people in here from 
towns many miles away and they 
were all enthusiastic when they 
saw that they were actually get- 
ting a 10 per cent refund on all 
items which did not carry a fair 
trade price. I would estimate that 
our volume was up twenty-five 
per cent above normal during the 
first two days of operation and 
we expect even greater business 
over the weekend.” 

Whether- the “Newburyport 
Plan” will achieve its goal cannot 
be judged at this time but it has 
succeeded in arousing the interest 
of the country and as Mr. Swanson 
put it, “we believe manufacturers 
will think twice before putting any 
further price increases into effect.” 








(Newburyport Daily News Photo) 

A young customer tries out his velocipede in the Peavy store while 

Herbert H. C. Bryant, salesman, reads the price tag which indicates the 
reduction on the merchandise under the Newburyport Plan. 
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“Every time you make a sale suggest some related item to the customer.’ 


Making Two Customers 


We are entering a highly competitive era and 
the firm that succeeds will be the one that 
best adapts itself to conditions and makes an 
effort to go after and get those extra sales 


BRIANT SANDO 


A. last we are in that 


long-anticipated post-war era, but 
the journey hasn’t been as smooth 
nor as swift as we expected—and, 
now that we've arrived, we are 
finding many things out of line 
with the predictions made by 
prophets of business and govern- 
ment. 

Tough problems—some unex- 
pected and others with ramifica- 
tions still unpredictable—are keep- 
ing the hardware business boat 
bobbing up and down. While this 
is troublesome it also presents un- 
usual opportunities to the man 
with real leadership qualities—the 
man who understands the impor- 
tance of superior sales methods 


and is willing to work hard to ap- 
ply them in his own business. 

Facing the future, disillusioned 
but not discouraged, we thus enter 
a highly competitive era when real 
selling will pay off better and bad 
selling will fade out faster than 
ever before in the history of hard- 
ware retailing. 

Certainly, sales techniques of 
horse-and-buggy days won’t click 
now. Alert people today are study- 
ing how selling can best be mod- 
ernized, where and to whom sales 
can most easily be made. This is 
the time to rejuvenate sales and 
merchandising efforts, not just add 
salesmen and let them shift for 
themselves. 

Here are two good ways to in- 
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"*You don't want any apricots do you?", and 90 per cent of them said ‘No. 


Grow Where Only One 


By BRIANT SANDO 


Sales Counsellor, 
Louisville, Ky. 


tensify your own selling efforts— 
with some ideas that are practical 
and easy to apply. 


Develop the Customers 
You Already Have 


If you could realize the fuil po- 
tential of all your customers, you’d 
have a veritable gold mine. For 
it’s surprising how much money 
the people we regard as our regu- 
lar customers contrive to spend 
elsewhere. This is hidden treasure 
and deserves some careful digging. 

Of course, you should continue 
to work on all the new prospects 
you can, but as Harry Simmons 
once stated, “one good customer in 
the hand is worth a dozen pros- 
pects in the bush.” 
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Grew Before 


For example, do you sell your 
entire hardware line to your cus- 
tomers or only the one or two 
items they ask for at that particu- 
lar time? Why not broaden out in 
your approaches? I’ve heard many 
retailers and salesmen comptain 
about one-track buying minds in 
customers—but often the latter get 
that way from sales people with 
one-track selling minds. 

Every time you make a sale, sug- 
gest some related item to the cus- 
tomer unless he’s in a terrible rush. 
In the latter case, don’t detain him. 
By being polite and not high pres- 
sure, you can try for more com- 
panionate sales and watch your 
volume zoom! 

Obvious tie-ins, for example, 


are: garden tools with seeds, fer- 
tilizer with plants, toaster with per- 
colator, etc. In other stores: a 
tooth brush with tooth paste, hose 
with shoes, ties with shirts, cake 
with ice cream. 


Develop the Idea 

Carry this idea on into the high- 
er-priced items that require some 
thought in your hardware stock— 
and the farther you go the better it 
will pay off. 

Good retailers are sold on this 
principle of related selling. That's 
why they seldom feature just one 
item in window displays or coun- 
ter cabinets: they play up two or 
more items that are related. 

While companionate selling is 
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sometimes difficult from the stand- 
point of physical arrangement, it 
usually is an easy mental proposi- 
tion in suggestive selling. All you 
have to do is to mention the proper 
related items to enough customers 
as they come along and the law of 
averages will work in your behalf. 
Not all customers will buy all of 
the items you suggest, but you'll 
get a satisfactory share if you give 
them the proper choices. 

Im the same manner, you can 
often double or triple your sales 
by suggesting larger quantities of 
the item people came in to buy. 
Don’t just say, “Want a big one?” 
but mention the “family size” or 
the “economical size” and you will 
get results. 


Here's an Example 


For example, a young sergeant 
was passing out apricots in small 
paper dishes to the chow line. It 
was an uninteresting job so he 
decided to experiment a little. 

He asked the next few men as 
they came by, “You don’t want 
any apricots, do you?” and 90 per 
cent of them said, “No.” 

Then he tried a more positive 
approach: “You do want apricots, 
don’t you?” Approximately 50 per 
cent answered, “Uh... yeah, I'll 
take some.” 

The sergeant decided to test an- 
other well-known selling technique, 
and started asking, “One dish of 
apricots, or two?” And in spite of 
the fact that soldiers don’t like 
Army apricots, 40 per cent took 
two dishes, and 50 per cent took 
one! 

Will this work in your selling? 
Try it and see! 

It pays to regard every person 
that crosses your path as a pros- 
pect for additional business. Be 
courteous, be helpful, be alert to 
ways and means in which you can 
serve the customer or in which 
your merchandise could be useful. 

A good salesman tries to sell 
something to everyone he contacts. 
He doesn’t make a nuisance of 
himself, however, because he al- 
ways presents his thoughts in the 
light of helping the prospect along. 
Therefore, just as you never know 
“where the lightning will strike,” 
you never know where prospects 
will blossom or sales will strike 
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pay dirt. Your selling job is never 
done! 


Help the Drifters 
Become Regular Customers 


Remember the statement in 
Grand Hotel that “people come and 
people go but nothing ever hap- 
pens?” If such a condition exists 
in your hardware store it is a re- 
flection upon your sales ability— 
for it’s up to you to make things 
happen, and we mean sales. 

There are two kinds of drifters: 
(1) those who drift in for an oc- 
casional purchase but do most of 
their business elsewhere, and (2) 
those who have drifted away from 
your store during the last few hec- 
tic years . perhaps because 
scarcities or rationing made your 
stocks insufficient to supply the 
needs of all. Or it may have been 
due to this: 

Sometimes, during the war 
years, customers got sore and quit 
trading at certain hardware stores 
because of some grievance, fancied 
or real and some customers were 
even encouraged by hysterical per- 
sons to keep “little black books.” 
This was pretty small, for most re- 
tailers were doing the best they 


could under difficult circum- 
stances; and now that conditions 
are better generally people are 
quick to toss the little black books 
in the ash can and forget the past. 

You can help them in this by 
turning your thoughts to the old 
customers who have drifted away 
—realizing that an old customer 
regained is a builder of goodwill 
as well as money in the bank. Many 
different methods of doing this are 
being used. One store owner of- 
iered monthly awards to em- 
ployees bringing back the most 
lost, strayed or stolen customers; 
another worked out a series of 
clever letters for a mail campaign. 

The best way to bring back your 
old customers may depend upon 
why they left you. 

Some customers doubtless left 
because of faulty goods, poor de- 
livery service, unavoidable short- 
ages, differences over credit, or 
trouble with unintentionally rude, 
green salespeople. In each case, 
find out the reason, check your 
records or make discreet inquiries. 
Perhaps some sort of apology is 
called for. Make the customer 
“feel all right” about such matters, 


(Continued on page 148) 





Demonstration Unit Sells Model Airplane Motors 

another piece of pine 8 by 3 in. in 
size. Two small screws secure the 
motor to the 3 in. square while coil 
and batteries are secured to the base. 
The motor may be started, with the 
prospect examining it under actual 


S part of its complete service 

to model airplane enthusiasts, 
the Kirchner hardware store, 2626 
Glenwood Ave., Youngstown, Ohio, 
uses this demonstration unit for 
showing “what makes the wheels go 
round” in gas imodel ’plane motors. 
The unit, a sketch of which appears 
below, comprises a piece of 3 in. 
square by 34 in. pine, mounted on 


operating conditions. This simple 
unit has been exceedingly effective 
in influencing sales in this particular 
line of merchandise. 


CONDENSER COIL 








When motor, coils and 

batteries are mounted 

like this, demonstrations 
are easy matters. 
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Unitized Displays Provide 


A Savings in Selling Costs 


for the Gordon Hardware, Eugene, Ore., because 


now customers can buy more in less time with 


a minimum af assistance from store personnel. 


Joe Gordon of Cleveland Indians is an owner 





[. 1946 sales volume at 
the Gordon Hardware was con- 
siderably over $250,000. Present 
indications are that 1947 will run 
well over last year, since sales for 
the first three months of this year 
are already substantially above the 
same period of 1946. 

And though selling costs, accord- 
ing to estimates, will rise from 15 
per cent to 17 or 1714 per cent for 
1947, based on the first ‘three 
month’s business, a savings in sell- 
ing cost has nevertheless been 
achieved according to W. A. Hum- 
mel, one of the owners. 


Reason for Savings 


This savings is directly attrib- 
uted by Mr. Hummel to the store’s 
new display and merchandising 
program. He says, “It requires 
less salesmen’s time to sell where 
departments are definitely sepa- 
rated and unitized according to 
merchandise. It makes restocking 
easier because our warehouse fol- 
lows the same plan. 

“We are finding that our regular 
customers prefer this rearrange- 
ment. They have learned to iden- 
tify the department divisions and 
so without waiting for a sales- 
man’s attention, they can go direct- 
ly to the correct department and 
tell at a glance whether we have a 
particular item in stock. That is 
one of the big advantages the self- 
service store has to offer and I 
feel our arrangement comes very 
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This unit display of V-belts alone incre 
Similar increased turnovers have been experienced wherever mer- 


a year. 











ased turnover from 41/2 to 61/2 times 


chandise has been arranged in unitized displays. Note the wheels on the 
display case which provide mobility for re-arrangement. 


close to offering this same service.” 

Co-owners with Mr. Hummel in 
the Gordon Hardware, which is in 
Eugene, Ore., alone serves a popu- 
lation of over 21,000, are Robert 
Shisler and Joe L. Gordon. Joe 
Gordon is the former second base- 
man for the New York Yankees 
who this season is with the Cleve- 
land Indians. While he is not 
training or playing second base. he 
is at the store selling hardware. 


It is his rule of unitized mer- 
chandising and display that main- 
tains the store’s volume on a ris- 
ing curve. He insists that every 
department and every department 
section must be set up separately 
so that it stands out as a separate 
unit. 

In the sporting goods depart- 
ment for example, one section is 
given over to fishing supplies. 
Nothing but fishing tackle is on 
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display in this section. Another 
section features golf only. This 
unit is divided in two parts—one 
display for clubs and the other for 
balls and accessories. 

At the front of the sporting 
goods department is a rack for 
sports magazines and official rule 
books. This rack is set apart from 
the rest of the department and 
stands out as an individual dis- 
play. 

This same division of merchan- 
dise is carried out in other depart- 
ments. The tool section has one 
display table for small tools, an- 
other for small power tools and 
still another for larger power tool 
sets in the homeworkshop division. 

The auto accessory line is simi- 
larily separated. One display is 
used for belts, another for gadget 
accessories, and still another for 
the general accessory leaders. 

Of belts, the store carries over 
500 in stock besides a large assort- 
ment of pulleys and wheels. When 


belts were displayed along with 
other auto accessory items, the 
turnover for the department was 


Gordon's sporting department in- 
cludes a library of magazines and 
books dealing, of course, with sport- 
ing goods. This feature establishes 
Gordon's reputation as a center for 
sporting goods of all types. 





41% times per 12 months. But now 
with the department divided its re- 
lated merchandise sections, the 
belt turnover has been 642 per 
year and the gadget line 5 turn- 
overs and the general accessory di- 
vision now also has 6 per 12 
months. 

The tool department was the last 
to be given unit merchandise treat- 
ment. Small power tools from the 
beginning have been selling as fast 
as they arrive for stock. However, 
though general small tools have 
lately been more plentiful, this line 
lagged until a separate department 
was installed. Small tools are now 
turning at twice the rate they form- 
erly did. 

“As an extra shopper interest 
boost,” Mr. Hummel explains, “we 
have been co-ordinating window 
spotlight displays with special de- 
partment interior displays.” This 
is done by taking a leader for a 
window display from one of the 

(Continued on page 154) 


Let's Have a Procession! 


‘r> AN OLD TRICK that works 

every time. A perfectly healthy 
man walks into his office one morn- 
ing. He feels fine—right on top of 
the world. But the rest of the office 
staff, by previous arrangement, begin 
one by one to tell him how sick he 
looks. Usually at noon he goes home, 
pleading every complaint known to 
medical science. 

What might happen if that same 
man, feeling fine, right on top of the 
world, were greeted by members of 
the staff who told him how well he 
looked—assured him that he had 
never looked better? You can bet 
that whatever trepidation he may 
have felt for the day’s business 
problems would fade into insignifi- 
cance. You can’t beat a man who 
feels like a million dollars, and has 
every reason to believe that he looks 
even better than he feels. 

This is simple suggestive psy- 
chology that works both for the 
individual and the nation as a whole. 

Recently at a convention for mem- 
bers of a very prosperous Canadian 
industry, eight influential speakers 
got up before the group and in 
ominous tones warned the members 
present to beware of an economic 
recession. 
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“When recession comes,” they 
would say “—and it is sure to come 
—are you prepared?” 

What is the natural reaction to 
this kind of talk? The individual 
businessman goes back home. He 
has planned an expensive extension 
of his enterprise to increase output. 
But he has been warned of a re- 
cession. So he demurs. Perhaps after 
all it might be better to sew up a 
few extra dollars in the old mattress 
... just in case. 

But suppose these prosperous 
businessmen had been reassured. 
Suppose the speakers said: “We are 
entering the greatest period of pros- 
perity this country has ever known. 
Are you prepared to meet it? Is your 
enterprise geared to take its place 
in the most glorious march of prog- 
ress in the history of the world?” 


Doubts Vanish 


The businessman goes home. If 
previous to the convention he was 
undecided about expansion, his 
doubts have vanished. He throws 
capital into his enterprise. Pro- 
duction increases. And with in- 
creased production he must seek a 
greater range of markets. His think- 
ing is positive. He is not worried 


about recession. His chief concern 
is that he won’t be fully prepared 
to take his full share of the in- 
evitable prosperity. 

And with this kind of thinking on 
the part of a nation’s industrial 
leaders, how can the country pos- 
sibly recede? 

Canada probably has the most 
stable economy in the world today. 
And her wealth of untouched re- 
serves defies computation. Econom- 
ically she feels fine—she’s right on 
top of the world. But if she is to 
be told constantly that she looks a 
bit ill, the suggestion will grip the 
imagination, panic will result, and 
the panicky mind is incapable of 
rational thinking. 

Canada will progress. And her 
progress will be ably assisted by an 
intelligent development of her re- 
sources. It isn’t a question of pre- 
paring for a recession. The question 
must be: What can we do to con- 
tinue to improve the present indus- 
trial prosperity in order to take full 
advantage of a much greater future 
ahead? 

In other words, let’s not have a 
recession. Let’s have a procession! 


—Leather World, Montreal, Canada 
Reprinted by special permission. 
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Open back windows make it an easy matter for passers-by to see the store interior. 


Stein's Boosts Sales Volume 
With Consumer Catalogs 


‘he firm of E. Stein 
& Sons, Inc., which has been en- 
gaged in the plumbing and heat- 
ing supply business on the same 
site in Waverly, N. Y., for the 
past 49 years, last month held a 
formal reopening of its store 
which has been modernized and 
enlarged to accommodate new 
lines of general and _ builders’ 
hardware, hand tools and farm 
supplies. 


A Logical Addition 


“It’s quite logical that we 
should add hardware to our lines, 
for our firm has been well known 
for many years throughout this 
trading area of about twenty-two 
thousand people,” says Aaron 
Stein, vice-president. “In addi- 
tion to the patronage from Wav- 
erly we expect to get trade from 
the adjoining towns of Sayre and 
Athens, Pa.” 
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Three outside salesmen follow up leads from 
catalogs and newspaper advertisements. Program 
of modernization increases size and facilities 


The Stein firm, which also has 
plumbing and heating supplies 
stores in Elmira and Corning, 
N. Y., and Tonawanda, Pa., has 
been a consistent advertiser and 
the new hardware lines of the 
Waverly store will now be given 
attention. 

In addition to regular news- 
paper display advertising the firm 
uses classified ads every business 
day, running from one to five 
ads in each day’s paper. Radio 
advertising was started recently 
and the company has a weekly 
15-minute news broadcast and 
also uses two “spot” announce- 
ments twice a week. 

The biggest single business 
builder, however, has been the 
catalog which the firm distributes 
each spring and fall. 


The mailing list for these cata- 
logs contains about 35,000 names. 
This list was compiled largely 
from names of property owners, 
supplied by county clerks, and 
of the names of users of electric- 
ity, furnished by the local utility 
companies. 


Good Copy Ideas 


The 32-page catalogs are com: 
piled and published by the Na- 
tional Supply Association of 
America, Inc., of which Josef N. 
Stein, president of the firm, 
served as, association president 
from 1943 to 1946. About 700 
plumbing and heating companies 
subscribe for the catalog which 
was originated by Stein’s. This 
association also issues proof 
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sheets of selected newspaper ad- 
vertisements which have been 
used by its member firms. These 
are used for copy ideas by Stein’s 
in the preparation of their news- 
paper ads. 

As an inducement to visit the 
store during its formal reopen- 
ing, April 18 and 19, the Wav- 
erly store offered free, cut glass 
salt and pepper sets. The 1800 
people who visited the store dur- 
ing the two days mentioned were 
also asked to register their names 
and addresses and were asked to 
indicate whether they were home 
owners or renters. If they owned 
their own homes their names were 
added to the firm’s mailing list 
as good prospects. 


Outside Salesmen 


Before the war when merchan- 
dise was plentiful Stein’s em- 
ployed canvassers who actually 
pushed doorbells to stimulate 
trade. Today, three outside sales- 
men follow up inquiries. 

Many of Stein’s customers 
know of the firm’s policy to pay 
$5 for any lead which develops 
into a sale of $100 or more. 

This year Stein’s will again ex- 
hibit major appliances at county 
fairs which draw huge crowds in 
this part of the country. 





Parking Lot Maps 
Aid Customers 


The Chamber of Commerce of 
Bellflower, Cal., has provided the 
merchants of that city with maps 
of the parking lots in the city, to 
be given to city and rural cus- 
tomers. The maps show the loca- 
tion of all the parking lots in the 
city and tell whether it is free 
parking, free parking for patrons 
only, and the charge, if any, in pri- 
vate lots. The maps are expected 
to facilitate parking for both urban 
and rural patrons. 


A popular method used by this 
company is to cheerfully take 
back any surplus items which a 
customer may have bought in or- 
der to make an installation or 
repair job. 

While 90 per cent of its major 
sales are made on a credit basis, 
and the paper is all discounted 


by banks, Stein’s encourages all 


its customers to come to the store 
to make the regular installment 
payments. This is done to en- 
courage store traffic and to get 
the customers interested in mak- 
ing follow-up purchases. 

All sales personnel work on a 
salary and commission basis, 
which has proved to be the most 
satisfactory way of keeping up 


Cut-out letters indicate the various departments. Customers don't 
have to ask where certain items are located. Their eyes tell them. 


their interest. The managers of 
the several stores are paid bon- 
uses on the basis of their sales 
volumes. 

In order to make room for the 
enlarged hardware department, 
the Waverly store, in February, 
was extended in width by about 
25 ft, 

The new display fixtures were 
built by a local carpenter at a 
cost of about $2,000 and their de- 
sign incorporates the ideas of 
E. F. Parsons, who manages the 
hardware department. 

Small items, such as electrical 
sundries, on open display at waist 
height, are lighted by fluorescent 
lamps which are concealed from 
direct view under the wall cabi- 
nets. 


Separate Units 


The wall fixtures are built as 
separate, uniform units so that 
they can be rearranged at any 
time. These cabinets are 66 in. 
long, and 7 ft. high. The coun- 
ters are 38 in. high. 

Mr. Parsons was engaged to 
manage the department on the 
basis of his 15 years’ experience 
with three different hardware 
stores and as a Navy storekeeper 
in charge of all supplies for a 
Seabee battalion during the war. 





HARDWARE AGE 













ex] 


ren 
effe 
Ba: 


po} 





managers of 
re paid bon- 
f their sales 


room for the 
department, 
in February, 


ith by about 


fixtures were 
rpenter at a 
and their de- 
1e ideas of 
manages the 
a 
as electrical 
play at waist 
y fluorescent 
.cealed from 
e wall cabi- 


nits 

are built as 

1its so that 

ged at any 

; are 66 in. 
The coun- 


engaged to 
ent on the 
’ experience 
| hardware 
storekeeper 


Value was the keynote of the 
ad below — prices proved it. 


CHER & 6 GLASSES 


STEEL LAWN RAKES 


$T 


HAR 
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PYREX WARE 
STAINLESS STEEL WARE 


.& ALUMINUM 
$1.89 


DECORATED POTTERY 
CUTLERY 


verything for the June Bride 


DWAR “Rs HARDWARE CO 





Eco. 


The ad at the left appealed 
to givers of gifts to June 
brides and gave a complete, 
quick message. The ad below 
alse gave the memory a lift 
in a few, well-chosen words. 


SEE 


DISPLAYS oF 


TOYS 
GIFTS 


Priced lo Fit Y 
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Variety is the Spice. 
Of Oft's Advertising 


plies for a 
ng the war. 


Baraboo, Wis., firm features an ad each week in 
the local paper. Size and style varies with 
season and importance of merchandise promoted 
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\* principle has been 
expressed countless times and in 
many different ways, yet the fact 
remains that advertising to be 
effective must be continuous. In 
Baraboo, Wis., a town of 8000 
population, the Ott Hardware Co., 
is a steady advertiser, its weekly 
message appearing each Friday in 
a local newspaper. To the policy 
of regular advertising Ott’s adds 
a touch of spice for variety. 

Most of Ott’s ads are of two 
column width, the height varying 
from time to time. Each one con- 
tains the store’s signature cut— 
usually at the very bottom of the 
message. Illustrated herewith are 
three specimens of the store’s 
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printed newspaper messages as 
used in 1946. Although solid type 
message are sometimes used, illus- 
trations of merchandise are often 
included. On _ other occasions, 
such as the “June bride” ad 
shown on this page, a cartoon 
style illustration is used in order 
to emphasize a point. Value and 
some indication that merchandise 
is “priced right” are often pub- 
licized, whether or not prices are 
listed. 

Usually the copy, regardless of 
the style of ad, is the work of 
Robert B. Ott, who obtains illus- 


trations from mat services, manu- 
facturers and distributors, adapt- 
ing such material to his weekly 
needs. On other occasions, manu- 
facturer’s mats, which are supple- 
mented with the store’s signature 
cut. 

Easily read type, usually of 
good size, is the rule in Ott ads, 
whether or not brand names and 
prices are indicated. Copy is al- 
ways brief and to the point. Now 
and then the store emphasizes that 
it has been established over 40 
years—having been founded in 
1904, 
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Leinbach Modernized 


New store of Pennsylvania firm is up-to-date 


a J. W. Leinbach 


Hardware Co. opened its door to 
the Reading, Pa., public on March 
28 and gave its customers the most 
modern hardware store built in 
that city since the war. The new 
store is across the street of its old 
one and is located at 2239 Perki- 
omen Ave. 


‘a 
> 
SEPERATE) 5 
ven: £8 


A Dream Come True 


The J. W. Leinbach Hardware 
Co., is a partnership concern con- 
sisting of J. W. John and Paul 
Leinbach, and to them it is a dream 
store come true. 


Thoroughly Up-to-Date 
With the aid of Thomas G. 


Ayres of the Pennsylvania and At- 
lantic Seaboard Hardware Associa- 
tion, the new establishment was 
built to conform with the most 
modern principles of hardware 
merchandising. It combines open 
displays with self-service which 
should make this store a busy 
home-repair man or plumber’s de- 
light. Practically everything that 
the store stocks is in full view on 
either the wall or aisle displays 
and making selecting simple and 


quick. 


Top—tThis is a window close-up. Un- 
like the former store, it will not 
have a cluttered window of small 
items. Instead, it will be made up 
of electrical and gas appliances. 
Center—This illustration shows a 
full length view of the new store. 
Fluorescent lighting and cut-out 
letters add to the attractiveness of 
this modernized establishment. 
Bottom—tThe tool section is neatly 
arranged and it's easy for the cus- 
tomers to examine items without the 
attention of salesmen. 
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and Reading Bought 


and is designed for efficient merchandising 


The new store is flooded with 
fluorescent lighting and has an 
acoustic ceiling with an asphalt 
tile floor. Large cut-out letters are 
placed above the various depart- 
ments so that particular types of 
merchandise can readily be iden- 
tified by anyone entering the 
store. 


The Opening 


For the opening, the front show 
window displayed automatic hot 
water heaters display and other 
major appliances. Following this 
window around the store are the 
cut-out signs that identify the fol- 
lowing sections: sporting goods, 
tools, building hardware, garden 
tools, roofing materials, glass and 
bolts. 

The rear of the store is devoted 
to paints and paint accessories. 
Along the other wall is the gifts, 
housewares and cleaning needs. 
On open display are the counters 
with small appliances, nails, glass 
ovenware and sprays. 


Employee Specialists 


Mr. Leiribach expects to assign 
certain members of the personnel 
to take charge of the various sec- 
tions, so that these employees can 


Top—Here is an illustration of the 
old store. The new one is directly 
across the same street. Center— 
Paints and accessories are at the 
store rear. Inasmuch as paint is an 
important called-for item the sec- 
tion is located in this spot to draw 
the traffic from other parts of the 
store. Bottom—Sporting goods are 
at the entrance of the store. Every 
man is a sports enthusiast and if he 
finds items that interest him he will 
remain in the store. At least they 
do in this one. 
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Being located on an intersection 
of Reading where three highways 
cross, Mr. Leinbach feels that in a 
matter of a few weeks, every build- 
er, plumber and repairman will 
know his store, for at one time or 
another, they must drive by his 
modernized hardware _ establish- 
ment. And he also feels that once 
they have located it, its merchan- 
dise and service will turn them 
into steady customers. 


Bolts are all in boxes that are 
labeled and neatly shelved. Before 
each section are located the open 
nail drawers for easy handling. 


This open top display contains small 

screws. All are kept in glass bins 

and are tagged with respect to 
sizes and prices. 


become specialists in their as- 
signed departments rather than to 
have them serving throughout the 
entire store. Another point in 
favor of assigning certain person- 
nel to specific sections, is that in 
time they will get to know the in- 
dividuals who call continuously 
for materials in one line—plum- 
bers for plumbing materials; gar- 
deners for lawn equipment; car- 
penters for tools, etc. 


Harness Shop ‘Attracts Rural Trade 


WELL managed harness shop 

helps the Walz Hardware Co., 
Saginaw, Mich., attract a great deal 
of farm trade in this area, and is 
a profitable operation in itself. The 
firm operates a modern hardware 
store with an extensive front. The 
harness shop is a separate division 
which has its own entrance on a side 
street. The harness shop has its own 
display windows and leather goods 
are featured in them. 


The shop is managed by a fine 
old craftsman who has been with 
the firm for many years. In addi- 
tion to repairing harness, luggage 
and all types of leather goods, he 
also makes dog leashes, harnesses 
and the like, and he is kept busy 

This expert craftsman repairs leather goods and makes new articles. at all times. 
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Here is a section of a model 
kitchen that attracts feminine 
customers throughout the Bur- 
lington area. Many sales are 
made here. 


In the oval is seen one of 
the firm's six trucks that 
are used by the plumbing 
and heating division. This 
part of the organization 
has set an enviable record 
during the last few years. 









Plumbing and Heating Volume 
Totals $150,000 Annually 


Reineman Hardware Co. maintains six trucks, has 


Te sinesaci contacts 
are made with numerous home- 
owners of the Reineman Hardware 
Co., Burlington, Wis.. through its 
large plumbing and heating di- 
vision, according to William R. 
Reineman, who says this depart- 
ment does $150,000 worth of busi- 
ness annually, while a modern 
hardware division does another 
$100,000 per year. 

This firm has 28 employees, a 
large number of which are em- 
ployed in the store’s plumbing and 
heating division, where six trucks 
are also kept in operation in Burl- 


MAY 8, 1947 


28 employees and does a hardware business of 
$100,000 a year in a town of 4500 population 


ington and in surrounding areas. 

An idea of the extensive job 
done by this firm can be seen from 
the following figures; about 35 oil 
furnaces are sold and _ installed 
each year; 25 conversion oil burn- 
er units; 25 natural gas burning 
units (first year natural gas was 
available in Burlington) ; 25 boil- 
ers: 40 bathroom outfits; 25 oil. 
coal, gas, electric water heaters; 35 
water softeners and 58 water pres- 
sure systems. 


Throughout the entire Burling- 
ton area, the Reineman firm is 
known as one which has a full line 
of appliances for city and country, 
and can also install any type of 
home appliance, as well as han- 
dling all plumbing and _ heating 
needs. 

“These contacts with homeown- 
ers are extremely important to our 
organization” says Mr. Reineman. 
“The first sale always leads to 

(Continued on page 149) 
















The first floor of bygone days was shy on illumination and had old type fixtures. 


23,726 More Sales Made 


Geo. W. Peck Co. modernized its first floor in 
1946 and the result was an 85 per cent jump T, 
HE cash registers of 


in dollar value of sales. Traffic also gained the Geo. W. Peck Co., in Elmira, 
N. Y., rang exactly 23,726 more 
times last year than they did in 
1945. 

Cash sales in 1946 numbered 
110,291 as compared with 86,565 
in the previous year. This repre- 
sents an increase of over 27 per 
cent in store traffic. 

A comparison of the dollar val- 
ues of the sales for the two years 
is even more striking. Last year’s 
sales were almost exactly 85 per 
cent higher than in the previous 
year. 

This great increase in business 


Here's the new tool department and the 
entrance to the lawn and garden section 
all located on the store's first floor. 
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Fluorescent lighting, modern fixtures and signs have rejuvenated the first floor. 


Last Year Than In 1945 


was undoubtedly due in large mea- 
sure to modernization of the first 
floor of this large Elmira hardware 
store. Since the improvements to 
the first floor are estimated to have 
cost approximately $10,000 it 
would seem that the great increase 
in store traffic and sales more than 
warranted the investment. 

“The Russians had their five- 
year plan and we've had ours,” 
says Warren Peck, manager of the 
72-year-old firm. “We first started 
our program of enlargement and 
modernization a couple of years 
before the war, which naturally 
held things up. We aren’t nearly 
finished with our improvements 
yet.” 


All of the effort and expense 
that had been expended on mod- 
ernizing the first floor of the store 
almost came to naught, last May, 


—_— 


This is a small section of the lawn and 
garden department. This was an extremely 
popular place during early springtime. 
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This attractive major appliance section is at the rear. 


when the Susquehanna River went 
on one of its periodic rampages 
and spread its murky waters to a 
depth of a foot over the first floor. 
The flood occurred just after the 
new display fixtures, built at a 
cost of nearly $8,000, had been in- 
stalled. 

A crew of workmen and store 
personnel had worked valiantly to 
salvage as much stock as possible 
and had jacked up the new fix- 
tures, so that they were just above 
the rising waters. 


Open Next Morning 


When the flood began to recede, 
the store personnel used garden 
hoses and squeegees to clear the 
floor of accumulated mud. All 
windows were opened for ventila- 
tion and the next morning the 
Peck store was open as usual; the 
first store to resume operations on 
State. St. 

About a month ago the Peck 
company opened a lawn and gar- 
den department in the first floor of 
an adjoining, two-story building. 
At this season the new annex is 
filled with all sorts of tools and 
supplies for lawns and gardens as 
well as outside furniture. In the 
Christmas season most of its space 
will be devoted to the sale of toys 
and games, and later to skates, skis 
and sleds. The second floor of 
the adjoining building is used for 
much-needed storage space. 

Another building at the rear has 
been incorporated into the main 
structure and when building mate- 
rials are available to improve this 
part of the store it will be made 
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into a major appliance department. 

Immediately in front of it there 
will be a section devoted entirely 
to washday needs in which will be 
found every Monday morning 
item, from clothes pins to auto- 
matic washers and ironers. 

The store front is due for atten- 
tion, but Mr. Peck says the firm’s 
architect and contractor discour- 
aged modernization of the facade 
and display windows at this time 
because of the scarcity of mate- 
rials. 

“One of the best results realized 
from our modernization,” says Mr. 
Peck, “was that with the open dis- 
plays many of our customers 
would look around for what they 
wanted and then bring the items to 
the cash register, so that it was 
pretty much a matter of just ring- 







ing up sales. This was an impor- 
tant matter during the war when 
we had lost a lot of our trained 
sales personnel.” 

The Peck store management be- 
lieves strongly in the value of ad- 
vertising. 


Constant Advertisers 


Mr. Peck states that his com- 
pany, which also operates stores in 
Bath, Corning, Danville, Pratts- 
burg and Canandaigua, N. Y., al- 
lots 2 per cent of its gross sales 
for advertising purposes. 

The company is on the’air every 
night. A typical “commercial” for 
one of Peck’s programs reads: 

“Folks are starting to refer to 
the Geo. W. Peck Co. as their 
‘hardware department store.’ And 
it’s no wonder—for Peck’s has 
been reorganized, beautified, made 
into the most convenient store in 
town to shop! In this new, beauti- 
ful setting you'll find thousands of 
items placed on new display tables, 
up where you can see every item 
plainly! And you know every item 
is the finest, made by a nationally 
recognized maker, or thoroughly 
examined by Peck’s before being 
offered for sale! Peck’s reputation 
is built on excellence! There’s a 
whole new store of garden needs 
—a huge second floor section of 
glassware and china, a section of 
children’s things, of household 

(Continued on page 154) 








Gifts, glassware and pottery are on the second floor. The step-up 
fixture at the right features an extensive display of figurines. 
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They Put Life Into Gifts 
To Make Them Move Faster 


Live love birds sold their cages, goldfish their bowls 
for Ewing-Hill Co. gift department. Ivy and cut flowers 
are used to enhance the appearance of bowls and vases 








G IFT merchandise 


sales of the Ewing-Hill Co., Inc., 
hardware store in Alice, Texas, 
a town of 7,792 population, have 
jumped from comparatively little 
three years ago to a neat volume 
of more than $30,000 annually to- 
day, largely as the result of a dis- 
covery that it pays to use a “live” 
appeal in gift selling. 

Until three years ago, when J. A. 
Hill, Jr., vice president and gen- 
eral manager, opened a gift shop 
as a separate department, gift 
items were carried but they were 
scattered among the various de- 
partments and they had no identity 
as such, 

A balcony was built across the 
rear of the main floor, on which 
Mr. Hill set up private offices and 
the gift shop. The stock of the 
gift department now turns over 
a little more than four times a 
year. 

An “alive” policy is the essence 
of the merchandising plan of the 
gift department which is operated 
by Mrs. Jewel Taber, shop man- 
ager, and Mrs. Bruce Ainsworth, 
assistant manager. 

Regular radio broadcasts, a lay- 
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The gift shop at 
Ewing- Hill's oc- 
cupies a balcony 
which is located 
in the very rear 
of the store. 


away plan, bride’s tables and free 
gift wrapping service are some of 
the promotional features of the de- 
partment. 

Recently Mrs. Taber and Mrs. 
Ainsworth found that they had a 
surplus of bird cages. Sensing the 
practical value of using a “live” 
appeal Mrs. Tabor went to San 
Antonio and bought enough love 
birds to establish a pair in each 
of the surplus cages. The cages— 











Mantles are used 
to enhance their 
gift merchandise 
and green plants 
add an attractive 
note to the bowls 
and Vases. 


and the birds—sold out in less 
than 10 days. The department 
does not regularly sell birds but 
the need for something to make 
those cages sell better justified the 
effort. 

After the holiday rush had 
ended last Christmas the depart- 
ment was over-stocked with fish 
bowls. Instead of fretting about 
them Mrs. Taber put a pair of 
goldfish in each bowl, together 


12% 


































































with sprigs of sea grass. In a week 
the bowls and the goldfish were 
sold. 

Employing the same idea ivy 
and other live plants and flowers 
are used to help the sale of vases 
and flower bowls. 

“We have carried certain vases 
and bowls for weeks and even 
months without anyone showing 
any particular interest in them un- 
til we bought ivy or flowers and 
then the combination sold rapidly. 

“The average customer cannot 
always visualize the use of a spe- 
cific piece of merchandise so when 
we show her how it looks in use 
she can picture the bowls or vases 
in her own home.” 


Displays Changed Often 


Following its “alive” theory the 
gift shop management makes a 
point of keeping the department 
fresh by frequently shifting mer- 
chandise. Women shoppers visit 
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Giftwares are shown on open displays making close inspection easy. 






the department often and it is ad- 
vantageous, Mrs. Taber has found, 
to make certain that the customer 
sees new merchandise and changes 
in the general appearance of the 
department every time she visits it. 


“Hot Spots” in Store 


A special table for quality 
china, for example, may be near 
the top of the stairs leading to the 
department one week, and the next 
week it may be over in one corner 
near the silverware display. One 
week the customer will see a set 
of novelty vases on the fireplace 
mantel near the top of the stairs 
and the next time she visits the 
shop the vases, if not sold by that 
time, may be on a special “hot 
spot” display on a chrome-bor- 
dered serving bar in another sec- 
tion of the shop. 

“Old merchandise in new set- 
tings looks new to the average 
customer. A setting that appeals 














to one customer may leave another 
cold and completely disinterested 
so it pays to keep shifting hard-to- 
sell items until they catch the eye 
of someone,” Mrs. Taber points 
out. 

Recently, a regular customer 
bought a novelty chafing dish 
which had been in stock nearly 
nine months. Although she had 
been coming to the shop on an 
average of every two weeks all 
the time the item had been on 
hand, she never really saw it un- 
til it was displayed on the mantel 
with a flower vase on it. She 
raved over the bowl and bought 
it at once. It was the setting that 
sold her, not the item itself. 


Push Slow Movers 
Mrs. Taber and Mrs. Ainsworth 


believe that the four-times-a-year 
gift stock turnover is largely due 
to the fact that they watch for 
slow-moving items in their stock 
and then concentrate on ways to 
push them. 

The display space on the fire- 
place mantle at the head of the 
stairs is considered a display “hot 
spot.” So is a small table just at 
the right of the stairs. These two 
spots apparently are seen by more 
customers than any other section 
of the shop. Here, by the use of 
varied embellishments to lend new 
attractiveness to specific slow-mov- 
ers, much sluggish merchandise is 
sold. 

There is claimed to be only one 
disadvantage in using the table 
and the mantle for this purpose: 
Some woman is always buying 
one or the other, which neces- 
sitates rushing around to find re- 
placements. 

The first mantle used in the gift 
section had been in the hardware 
department for over two years, 
with no signs of moving. Before 
it had been in the gift department 
a month, as a display fixture, a 
woman saw it and “just had to 
have it.” She’d probably seen it 
a dozen times in the hardware de- 
partment, without any interest 
whatever. 

This experience _ definitely 
marked the gift as an outlet for 
slow-moving items from other de- 
partments. Novelty radio sets 
(Continued on page 144) 
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There is only 






WE ARE RUNNING THIS AD 
TO SELL MORE FOR YOU 







one way fo sell more 











more people... 








RE’S only one way to sell more people 
merchandise and keep them coming back. 


Sell more value for the money! 


It has been done with mousetraps. It has been done 
with automobiles. And you’re doing it when you sell 
paintbrushes with Du Pont nylon bristles. 

Just as in the case of nylon stockings, dealers are 
selling more nylon-bristled paintbrushes to more peo- 
ple because these brushes give the customer up to 5% 
times the service (by actual wear test) for the money 
he spends. 

It’s a good thing to remember, when you’re selling 
paintbrushes. One man may buy less, but more men 
will buy more—if the value is there! And you can give 
them that value in nylon. Test after test proves that 
in value—in service—the best paintbrushes have Du 
Pont nylon bristles. Let them bring more good friends 
and more goodwill to your store. E. I. du Pont de Ne- 
mours & Co. (Inc.), Plastics Department, Room 295, 
Arlington, N. J. 


DU PONT 


[pistes 


REG. U. 5. PaT. OFF 





























Here’s one of the ads for Du Pont nylon paintbrush bristles 
currently appearing in painters’ magazines. In facts, not floss, 
it tells your customers and your future customers why they get 
more value for their money when they buy nylon-bristled 
brushes from you: by actual wear test, nylon-bristled paintbrushes 
give up to 5% times the service. And they are unexcelled in painting 
performance! 









BETTER THINGS FOR BETTER LIVING 
e+ « THROUGH CHEMISTRY 
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Good Housekeeping Vital 


Adequate facilities and systematic handling has 
helped build big bolt business for Brooklyn, N. Y., 


suppliers. Large inventories are burdensome unless 





“— 
IVE yourself 


plenty of room if you want to deal 
in industrial hardware,” says 
Louis Salzinger. 

The spacious new establishment 
of the L. Salzinger Bolt & Nut Co., 
on Myrtle Ave., near Broadway, 
in Brooklyn, N. Y., reflects its pro- 
prietor’s belief in having “plenty 
of room to move around in.” 

‘The L. Salzinger establishment 
is a model of warehousing. Every- 
thing has a place and everything 
is in its place. 

“When you’re dealing in indus- 
trial supplies you’re not just han- 
dling cases; you’re dealing in car- 
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managed by a good control system 


MAR i \@ 


The first floor of the L. Salzinger establishment has seven such rows 
of shelving, each having a capacity of 600 cases of bolts and nuts. 


loads of cases and lots of carloads 
at that. You must have plenty of 
room so that large quantities may 
be quickly stored in its proper 
place with a minimum of effort on 
the part of your men. 

“To operate efficiently in this 
business you've constantly got to 
do a good housekeeping job, 
keeping everything in its place 
where you can lay your hands on 
it immediately. 

“No matter how complete an in- 
ventory you've got it’s no good if 
you don’t know exactly how much 
of an item you have in stock and 
where to find every case of the 
particular item. Otherwise you’ve 





got your capital tied up in lost 
stock,” states Mr. Salzinger. 

The stock control system used 
by this firm is simplicity itself. 

As soon as shipments are re- 
ceived, generally by truck trailers 
at the front curb, the shipping 
tickets are checked against the 
shipment and are then sent to the 
office where the data is immedi- 
ately entered on perpetual inven- 
tory index cards. 

As stock is drawn from the piles 
on any one of the four floors an 
entry is made in a standard ledger 
book which hangs at all times in 
the elevator. 

The shipping clerk filling the 
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order enters the quantity, size, 
kind, brand, and the purchaser’s 
name in the ledger. At the start 
of each day’s business one of the 
office workers takes the ledger 
from the elevator to the office and 
makes a notation on the proper 
perpetual inventory cards of every 
item drawn from stock during 
the preceding day. 


Data Is Available 


If three cases of machine bolts, 
3% in. by 3% in. were shipped, the 
office girl flips through her index 
until she finds the card for ma- 
chine bolts of that size. She notes 
that the card shows that there 
were 74 cases of this size in stock 
so she merely subtracts three cases 
and makes a notation that there 
are now 71 cases remaining. 

There is a notation on the card 
that indicates that each case of 
machine bolts of this size contains 
2000 pieces. ; 

If an industrial firm calls the 
Salzinger concern to learn if it can 
provide 1800 machine bolts, 3 
in. by % in., the clerk turns to 
the inventory index at her elbow 
and in a few seconds she has the 
information. 

She notes that the customer 
wants 1800 bolts but the card tells 
her that there are only 2000 bolts 
to a full case so she suggests that 
the customer order the full case if 
he can use the additional 200 
units. This simple device helps 
“up” sales many times. 


Losses Are Slight 


When a physical inventory of 
stock is made at the beginning of 
each year the differences are 
found to be almost negligible, and 
generally those are the result of 
simple bookkeeping errors. 


Louis Salzinger, proprietor, dis- 
cusses a business problem with 
his son Seymour who will some 
day continue the business which 
was started by his grandfather. 
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to Industrial Selling 


Any discrepancies are “losses” 
on paper only for all orders go 
out through the front door and 
they are always first checked so 


that the merchandise corresponds 
with the order. 

“To do the job properly in sell- 
ing industrial supplies you’ve got 





Glass brick affords much daylight to each floor. Fluorescent 
lighting augments the daylight to make the interior bright. 

























































A complete line of screws is readily at hand at the front 
of the store. A sliding ladder makes the stock accessible. 


to carry everything in the book,” 
says Mr. Salzinger. “This busi- 
ness is largely a study of catalogs. 
If you don’t have it you’ve got 
to know where to get it— 
but quickly! 


“At this time especially, when 


A000 


Rec'd Date | Ord. No.| Cuant. | Bal. OH. I} Peed 


— 


=t 
— | 
| 
| 


| 


Avo 


Oate 


e\ 


nails are almost worth their weight 
in gold, price isn’t of much con- 
sideration. The customer tells you 
what he wants and you’ve got to 
have it or be able to get it, or 
you lose an order. 

“Give the salesman a tumble, 
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because he’s the fellow who can 
educate you,” is the advice Mr. 
Salzinger offers to anyone who 
wants to make a success of selling 
industrial supplies. 

“The men who built me up to 
what I am today were the sales- 
men,” he says, “and I don’t mean 
the fellows who sit back of the 
shiny desks but the fellows who 
came around peddling even when 
the pickings were slim. Even 
though I may not stock the line 
he’s selling I’m never too busy to 
take the time to talk to the sales- 
man who has travelled to see me.” 

The new establishment, which 
has a handsome front of buff 
tapestry brick and glass construc- 
tion blocks, providing abundant 
daylight to all floors, was opened 
for business on Jan. 1, 1946. 

Because of the difficulty of get- 
ting building materials and skilled 
labor during the war years the 
building was undergoing altera- 
tions for two years. The renova- 
tion and the 50 by 100-ft. prop- 
erty itself, cost approximately 
$100,000, according to Mr. Sal- 
zinger. 


The 
(Continued on page 146) 


structure has floors of 
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This sample card from the perpetual inventory index file shows the available stock of four sizes of machine 
bolts. The numbers at the bottom of the sheet indicate the sizes. The corresponding numbers across the 
top indicate the number of bolts contained in each case of the size. 
The figures in the first column for % by % in. bolts, tell that there were 55 cases in stock at the end of 
December. On Jan. 2, 1947, 22 cases of the XYZ brand were added. On Jan. 12 three cases were sold and 


on Feb. 20 12 more were sold, leaving a balance of 62 cases in stock. 
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@ In every problem of hardware packaging, 
three groups are vitally concerned. These are 
the Jobber, the Dealer and the Manufacturer. 


So—this is an invitation, to Jobbers and 
Dealers, to sit down with us and discuss 
chain packaging. 

With Jobbers, we'd like to talk about re- 
packing. It seems to us that no phase of 
jobber operations offers greater opportunity 
for expense reductions. In fact many jobbers 
have asked us to work with them on this 
subject. We'd like to help eliminate waste 
incident to “breaking” of original factory 
packing and repacking by jobbers in smaller 
containers for their dealer trade. 


From dealers, we'll be grateful for sugges- 
tions on improving the sales appeal of our 


[Zé VELAND [HAIN 





all enree 


packages. We want frank comments on how 
we can make Cleveland Chain easier to stock, 
handle, display and sell. 


As for ourselves, it’s pertinent to mention 
that chain packages must be economically 
practical—so that we can continue to meet 
competitive prices. Also, of course, we must 
constantly watch our shipping costs. 

In inviting you to discuss packaging with 
us, we're obviously looking ahead. Today’s 
shortages of boxes, bags, barrels, etc., make 
immediate changes impossible. 


But, we do intend to move fast—when con- 
ditions change. To that end, we solicit your 
comments and suggestions... pledge that we 


will work with you for our mutual profit. 
P & P-5007 


VERS 


Vice Pres.,Charge of Sales 


Security in Every Link 




























The Cleveland (hain &Miz(o. _ (JD 
Cleveland 5, Ohio aus Naat tad 
Associate Companies: David Round & Son, Cleve- 
land 5, Ohio e The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. e Seattle Chain & Mfg. 
Co., Seattle 8, Wash. @ Round California Chain 
Corp. Ltd., So. San Francisco and Los Angeles 54, 
Calif. e Woodhouse Chain Works, Trenton 7, N. J. 





Proof Coil Chain 
and BBB Coil 
Chain in 4 popular 
sizes(%6",Ya" He”, 
¥%") are avail- 


able in attractive OOF cou, cH" 


Keg -< aaa 





Dog Chains are a sure 
source of profit when the 
Cleveland display is located 
in a prominent spot. 


plywood “‘Keg- | 
ettes”. 











Buckeye Pattern Chain (250’) is 
packed in a handy dispenser 
carton. Simply pull out and cut 
to any desired length. 






The Cleveland Reel Salesman 
displays all types of welded 
and weldiess chain. i 








Ove to material shortages we regret we cannot guarantee availability of pockages as illustrated. 
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The entire store is practically a show window due to the fact that 
both the side and front are completely glassed. It's a bright store. 


This Missouri Store Sells 


Home Improvement 


Ml F 

VERYTHING for 
the home owner and builder” is 
the aim of the Broadway Supply 
Co., 7421 Broadway, Kansas City, 
Mo. With a modern building, ex- 
ceptionally well arranged, com- 
plete stocks effectively displayed, 
and service marked by alertness 
and intelligence, it has built up a 
splendid business since it was 
opened less than a year ago. 

The Broadway Supply Co. store 
was built with the idea of making 
it a big display case for its wares. 
Fixtures were specially designed 
for attractiveness, effective visual 
display and systematic arrange- 
ment of stocks to make both sell- 
ing and record keeping easy. 
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Broadway Supply Co. does it by making premises 
one co-ordinated merchandise display and by 
providing home owners with tools and supplies 
that help them do work of a professional type 


Burke Miller, owner and man- 
ager and an experienced builder, 
planned his own building and fix- 
tures and knows well the needs of 
home owners and builders. “Home 
owners are doing more of their 
own repair and odd job work than 
ever before,” Mr. Miller says. 
“High cost of labor as well as its 
scarcity has forced many home 
owners to do much work around 
the house and yard which they for- 
merély hired people to do. 

“It was my purpose to establish 


a place where home owners can 
find the right tools and the proper 
supplies to do their work as quick- 
ly and in as professional a manner 
as possible.” 

The Broadway Supply Co. is lo- 
cated in a thriving business dis- 
trict of Kansas City’s south side 
residence section. There is much 
unimproved land and many new 
building projects nearby. 

“There were numerous reasons 
for choosing this location,” Mr. 
Miller says. “First, heavy building 
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ARE YOUR LAMP SALES 
“ON THE BEAM”? 




































fact that 
ht store. 
NEW SALES MANUAL SHOWS HOW TO MAKE 2. HIGH Profit irem—Volume sales, good profit margin. 
MORE AND MORE PROFITS WITH G-E LAMPS a NATIONAL ADVERTISING — Pre-sells Cum, lamps to your 
Meet Binny Beam, spritely “M.C.” of trade. ob 
General Electric’s new lamp manual, 4. MERCHANDISING COOPERATION — Plenty of displays and 
**How to Shine behind a G-E Bulb Count- other point-of-sale promotion. 
er.” This helpful booklet is making a hit 5. raster turnover — More and more people prefer G-E 
ses with dealers everywhere, because it pro- lamps. 
vides a quick, painless way to train sales 6. comp.ere tine —General Electric makes lamps for 
by people in the tricks of profitable light bulb merchandising. every need, 
lies Yep, it’s all in the book—basic lamp facts, lighting 7. No stock investment —Lamps come to you on con- 
pe information, tips on displays and lamp salesmanship. signment. 
You'll be amazed how quickly your lamp sales get “on —- 8. quatity LeaversHip — General Electric tesearch works 
the beam” when your organization knows how to make constantly to make G-E lamps Stay Brighter Longer! 
full use of these General Electric merchandising ad- (gjj your G-E Lamp distributor today, and ask for 
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Attractive working models of all locks carried in stock are 
shown in the foreground. Hand tools are featured in the rear. 


activity in the vicinity; second, 
trackage that permits carlot han- 
dling of lumber, building supplies 
and millwork; and third, an arte- 
rial trafficway passing the store 
and offering opportunity to draw 
customers by good visual display 
of merchandise.” 

The side of the store faces this 
main trafficway and street railway, 
so Mr. Miller has glassed his entire 
side as well as the front. Thus, 
the entire interior is made one co- 
ordinated merchandise display 
with fixtures, lighting and general 
arrangement planned to appeal to 
_ passers-by as well as those in the 
store. Platforms built about a foot 
above floor level offer special dis- 
plays in some of the windows. 


Attractive Color Scheme 


A color scheme of ivory and 
shades of blue-gray makes a room 
that is bright and cheery as well 
as serviceable. Mission oak fix- 
tures, with a tinge of blue-gray, 
blend nicely with the general color 
scheme. Mr. Miller planned and 
constructed the fixtures to display 
merchandise well and to achieve 
economies in merchandising and 
stock keeping. 

Down the center of the store is 
a series of display tables with 
four stepped-back selling levels. 
The amount of step-back varies 
according to the type of merchan- 
dise which the table is designed to 
display. Prices are plainly marked 
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on all items and small articles are 
separated by adjustable glass par- 
titions. 

Hand tools as a department 
range along on the sidewall facing 
the long windows and its displays 
show up as attractively from out- 
side the store as from within. One 
section consists entirely of cabi- 
nets, on the front panels of which 
are well arranged and complete 
showings of the wrenches, screw 
drivers, and other small tool stocks 
inside. 

In the other section, stock cabi- 
nets make up the lower part of the 
fixture while the upper part pro- 
vides a recessed display with a 
built out ledge above. In every 
case, both here and elsewhere in 
the store, all’stock is so well ar- 
ranged and so thoroughly coded 
that it’s a simple matter to find any 
item. 

“We are thoroughly sold on the 
value of visual display,” says Mr. 
Miller, “and the entire store has 
been planned with that in mind. 
However, there are many items of 
builders’ hardware for which mere 
display is not enough, for the aver- 
age home owner can not visualize 
them in use. Consequently, we try 
wherever possible to display such 
items as they will appear when in- 
stalled in the home. 

“One thing particularly sought 
in designing the fixtures was flexi- 
bility,’ Mr. Miller points out. 
“Panels of all cabinets are remov- 
able and interchangeable, floor fix- 





tures can be moved easily, and 
changes in our set-up and arrange- 
ment can be made whenever desir- 
able. By experimenting from time 
to time we often hit on better dis- 
play methods and ideas which sim- 
plify stock keeping.” 

Front and rear corner entrances 
and one from the lumber yard 
make access to the store easy. Just 
inside the latter door are plainly 
labeled wall bins for all sizes of 
screws and bolts, while nail bins 
are nearby. The nail bins are spe- 
cially built pull-out metal contain- 
ers which hold 135 pounds each so 
there’s no need for restocking in 
the midst of a busy period. 

Mr. Miller and his staff are al- 
ways on the lookout for better dis- 
play ideas or new methods which 
will save time or get the job done 
better. Throughout the store are 
novel fixtures and gadgets which 
heighten display or lighten work. 

Much of the firm’s success is 
attributed by Mr. Miller to the 
work of Alva Kane, who does all 
the hardware buying. Mr. Kane 
had 21 years’ wholesale hardware 
experience before coming to the 
Broadway Supply Company and 
his knowledge of markets and abil- 
ity to locate scarce supplies has 
done much to increase volume. 


Accent on Youth 


“My employees are all young, 
full of ‘pep,’ and working hard for 
the firm,” Mr. Miller says, “and 
they deserve a great deal of credit 
for the splendid showing we have 
made here. Customers appreciate 
the courteous, intelligent service 
they receive. My men know their 
jobs, but they are not content to 
stand still, as is evidenced by the 
fact that the entire force is en- 
rolled in a night course on sales- 
manship conducted downtown by 
the Advertising and Sales Execu- 
tives Club.” 

These men use their salesman- 
ship, too. For instance, in eight 
months they have sold more than 
300 underground garbage contain- 
ers. Good salesmanship is bound 
to be a valuable asset in the buyers’ 
market ahead and, combined with 
well chosen stocks and tasteful dis- 
plays, points the way to further 
success for the Broadway Supply 
Company. 
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Y Leillings 


The DEMAND is enormous — the 
MARKET is the FARMS of AMERICA. 
Farmers want Billings Quality 
Wrenches. Get these Displays in 
‘your store and tie up with Billings 
National Farm paper advertising 
now in full swing . . . Act Today! 
Time is vital! 


THE BILLINGS & SPENCER CO. 
HARTFORD 1, CONNECTICUT, U. S. A. 
@ WRENCH MAKERS SINCE 1869 @ 
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The Present and Future 
In Paint Retailing 


E. A. DANIELS 


Wu: I wish to de- 


vote a portion of my remarks to 
some of the fundamentals of paint 
merchandising, I believe you will 
first be interested in the current sit- 
uation with respect to the supply of 
paint and the prospects for the im- 
mediate future. Please let me em- 
phasize the term immediate future. 
Because of the many uncertainties 
which exist today, no one can accu- 
rately predict what the situation may 
be very far in advance. 

All during the war years the sup- 
ply of paint was far less than the 
demand and, contrary to general ex- 
pectations, supplies have fallen even 
shorter of meeting demand since 
the end of the war. This situation is 
not peculiar to paint alone for you 
have seen the same thing take place 
with respect to certain other lines of 
merchandise you sell in your stores. 
To understand the reason for a 
scarcity of paint supplies there is 
one little understood fact which I 
should like to make clear. 

Many persons’ conception of a 
paint manufacturing business is one 
where a comparatively few well 
known ingredients are mixed and 
ground together to produce the fin- 
ished product, but this is far from 


*Delivered before the Virginia Retail 
Hardware Association. 
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Mr. Daniels gives some reasons for the shortage 
of paint, discusses paint prices, paint stocks, 
and merchandising steps dealers should take 
to keep their paint departments profitable 


By E. A. DANIELS* 
Vice-president, 
The Lowe Brothers Co., 
Dayton, Ohio 


a true picture of modern paint-mak- 
ing and paint manufacturing today 
is in reality a complex chemical 
business. The most important phase 
of paint-making today is centered in 
the work carried on in the control 
laboratories, the service laboratories 
and the research laboratories. To- 
day, in our own plant, we regularly 
use over 500 different raw materials, 
and there are many others we may 
use upon occasion. A shortage of 
one or several of these raw ma- 
terials may weil be the proverbial 
“monkey wrench in the works” to 
interfere with the flow of supplies 
to you dealers. 


Industry interdependent 


We little realize -how interde- 
pendent industry has become. For 
example, when a coal strike occurs, 
how many of you think in terms of 
its effect on the manufacture of 
paint? Yet coal must be available 
to run steel mills; still mills make 
the plate from which paint cans are 
manufactured, and unless cans are 
available the paint manufacturer 
cannot operate; so, no coal, no 
cans; no cans, no paint. And if you 
are thinking in terms of the fibre 
body cans which were used quite 
extensively during the war, let me 
tell you that fibre board is less avail- 
able for making paint cans than 
metal plate. 


Because you are interested only 
in the broad question of paint sup- 
plies, and not in a detailed account 
of the supply situation with respect 
to the hundreds of raw materials 
used, I will sum up by saying at 
the present time the demand for 
paint is greater than the available 
supply due to raw material short- 
ages and, in my opinion, that condi- 
tion is likely to continue through the 
spring season. Some observers, both 
in and outside of the paint industry, 
predict demand greater than supply 
throughout the entire 1947 year, but 
I personally am unwilling to*hazard 
a prediction that far into the future. 

An important clue to the situa- 
tion lies in a careful examination of 
the present demand. The paint in- 
dustry is producing more paint than 
it produced before the war, but the 
difficulty is caused because demand 
has increased at a more rapid rate 
than supply since prewar days. I 
think it is safe to assume that at 
the consumer level it is real and 
not fictitious. Unquestionably there 
exists a real need for all the paint 
your customers want to buy because, 
generally speaking, consumers do 
not buy paint to hoard it. But ir- 
respective of the genuineness of 
present demand, in my opinion, it 
will be very sensitive to any changes 
in general economic conditions and 
will readily reflect any lessening of 
public purchasing power. 
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In addition, I do not believe we 
will know the whole story of con- 
sumer acceptance of, or resistance 
to the present prices of paint until 
we have the opportunity to observe 
the reaction during the active spring 
season. High raw material and la- 
bor costs have made necessary sub- 
stantial increases in paint prices. To 
illustrate with two well known raw 
materials, in 1941 linseed oil cost 
9.3 cents a pound; it now costs 36 
cents a pound, an increase of 278 
per cent. Lead cost 7.5 cents a 
pound; it now costs 14.25 cents a 
pound, an increase of 90 per cent. 
All of you know what has happened 
to labor costs. Paint prices are not 
high as compared to the prices of 
other commodities but they are high 
compared to prewar prices and the 
frozen prices during the war. We 
still have not had sufficient experi- 
ence charging the consumer $5 a 
gallon for paint which you formerly 
sold for $3 a gallon. So long as 
public purchasing power holds at or 
above present levels, I do not think 
we will have much trouble with 
present paint prices, but again let 
me say I believe any change in gen- 
eral economic conditions will be 
quickly reflected in consumer atti- 
tudes. 


Must Assume Risks 


You can’t do a paiut business, or 
any other business in your store, 
without assuming certain risks with 
respect to advances and declines in 
the prices of the merchandise you 
buy and sell, but under conditions 
such as exist today you can mini- 
mize your risk by holding stocks at 
minimum levels necessary to ren- 
der service to your customers. With- 
out attempting to predict the fu- 
ture trend of paint prices, my 
feeling as a dealer would be that 
if paint prices advance from present 
levels I would be satisfied to pay the 
higher prices in return for the in- 
surance of minimizing my risk in 
the event of a decline. There are 
times when I am perfectly willing 
to gamble on an advance, but I can- 
not satisfy myself that is a wise 
course to pursue today. 

Perhaps it may seem strange I 
should say these things to you at 
a time when many of you are un- 
able to secure all of the paint you 
want for current needs. I do so 
because during the next few months 
some of you may have opportunities 
to purchase beyond current needs 
eitherefrom your present supplier, 
or more likely, from new sources. 
It pains the full line paint manu- 
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facturer to see competitive brands 
on the shelves of his dealers, yet I 
do not believe any of us are so nar- 
row-minded as to take exception 
when a dealer must supplement his 
usual sources to take care of cur- 
rent demand. On the other hand I 
believe it extremely unwise at this 
stage of the game to pursue such 
practices beyond current needs, not 
only because of the risk involved, 
but because the time is approach- 
ing when we will have to operate 
under more normal conditions and 
under those conditions you can’t op- 
erate profitably with a multiplicity 
of brands on your shelves. Many 
dealers have learned to their sor- 
row the loss involved when closing 
out broken stocks of several paint 
lines. 

I said at the beginning I wished 





to devote a portion of my time to a 
discussion of paint merchandising. 
A brief review of fundamentals will 
not disclose anything startlingly 
new, but it will serve as a check list 
to determine whether you are doing 
those basic things which must be 
done to produce maximum sales and 
profits from your paint department. 


Two Main Activities 


Your merchandising success or 
failure, with respect to your busi- 
ness as a whole, is largely depend- 
ent upon your realization of the fact 
that retail business is sharply di- 
vided into two main activities: 

1. Forces or sales activities. 

2. Functions or administrative ac- 
tivities. 

Forces (sales activities) are three 








Hardware Prices Are Stabilized— 
Says New York Wholesaler 





HAROLD ,E. MASBACK 


|’ an interview reported in The 
New York Times of April 23, 
Harold E. Masback, executive vice- 
president, Masback, Inc., New York 
City wholesaler, was quoted as say- 
ing that old-line, standard and re- 
liable manufacturers of hardware 
have had the foresight to realize 
that they could not increase their 
prices to a point where consumers 
would not buy their goods. Most 
of the major price reductions, he 
said, will be in unknown brand 
lines produced by manufacturers 
with little or no pre-war sales his- 
tory. 

Continuing the interview, Mr. 
Masback pointed out, “Many of 
these lines, developed to provide 
war contractors with a _ post-war 
product have been priced at levels 


substantially above prices of old- 
line manufacturers. On these items, 
some consumer price resistance has 
developed but hardware retailers 
have anticipated this situation and 
shifted to a strong preference for 
well-established items which have a 
pre-war record of consumer pref- 
erence.” 

In general, wholesale inventories 
of merchandise are well balanced 
against normal demand in the hard- 
ware trade, he declared. Describing 
current conditions in his company 
he said stocks are balanced daily 
and adequate inventories are on 
hand to maintain shipments 60 days 
without any additional buying. 

Deliveries to retail stores are go- 
ing out promptly but some concern 
is felt about lagging collections 
which indicate some merchants are 
slowing up in paying their bills. 
This condition is being checked by 
sales representatives. Some dealer 
buying resistance has been encoun- 
tered but this may be eliminated 
after the arrival of warm weather. 

He said, “While there may be 
some downward price adjustments 
on over-priced lines of ‘post-war 
products’, on old-line products, no 
drastic price reductions are expect- 
ed. Ordering from factories is being 
maintained, possibly in more mod- 
est quantities, except for ‘critical 
merchandise’ which is still being or- 
dered freely. The outlook for busi- 
ness is excellent and a steady in- 
crease in orders during the remain- 
der of the year is expected.” 
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in number—advertising, merchan- 
dise display, salesmanship. There 
are no others; these are all you 
have at your disposal for selling 
merchandise. 


Many Functions 


Functions (administrative activi- 
ties) are many. You will recognize 
them as opening up, sweeping out, 
dusting stock, keeping stock, book- 
keeping, buying, pricing, hiring, 
and supervising, collecting, wrap- 
ping packages, making deliveries, 
and the many other similar activities 
necessary to the operation of a re- 
tail business. Most dealers have 
difficulty making their business 
yield maximum profits because too 
much of their time is spent on func- 
tional or administrative activities to 
the neglect of the forces on which 
alone they must depend for their 
profits. It has been estimated in 
many cases 90 per cent of the time 
and cost of retail effort is spent on 
functions and only 10 per cent on 
forces. It is this unbalance between 
functions and forces that is responsi- 
ble for failure to realize maximum 
profits. 

Please do not interpret this to 
mean that functions, as I have de- 
scribed them, are unimportant o1 
unnecessary, or that the use of the 
three forces—advertising, merchan- 
dise display and salesmanship—is 
all there is to retailing. It does 
mean, however, that a proper bal- 
ance should be maintained between 
the time, cost and effort spent on 
non-production or functional activ- 
ities, and that which is spent on the 
creation and maintenance and 
building of sales. It does mean we 
must give a lot more time and at- 
tention to the study and applica- 
tion of the forces of advertising, 
merchandise display and salesman- 
ship than we have given in the past. 
The successful retail businesses of 
America were not built by a race 
of storekeepers, and the honeymoon 
of easy wartime selling is about at 
an end. 

Suppose we begin with the first 
of the three forces you have at your 
command — advertising — and _ ex- 
amine some of the uses you can 
make of this force to promote your 
paint business. I have been told in 
the past that many dealers in this 
area are not too much interested in 
paint advertising. Whether or not 
that is true I am not competent to 
say, but I can say very definitely 
you should be interested if you wish 
to develop your paint business to 
the maximum. 
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Many of you carry paints which 
are advertised in national publica- 
tions. That’s a fine thing your 
manufacturer is doing for you. 
Those publications are coming into 
your town, into the hands of persons 
who are your customers and pros- 
pective customers. The advertise- 
ments are creating desire for and 
acceptance of the product. But 
there is one essential function which 
obviously they do not and cannot 
perform—tell the reader where he 
can buy it—in his town—in his 
community. That’s where you come 
in and unless you provide this miss- 


ing link the effectiveness of this ad- 
vertising is largely lost as far as 
you are concerned. Is it reasonable 
for the manufacturer to spend sub- 
stantial sums of money to create de. 
sire for a product you have in stock, 
and for you to expect prospective 
buyers to assume the role of de 
tective to find out where their de 
sire can be satisfied? 

If the paints you carry are not 
nationally advertised, your need 
for local advertising is equally great 
—perhaps even greater. I am not 
here to argue the relative merits be- 
tween nationally advertised products 








Father's Day Ads Build Sales for Western Firms 


ATCHY ads and displays should 
publicise gifts for Father’s Day 

for it is a splendid opportunity for 
the hardware man to increase his 
sale of quality goods that appeal to 
men—sporting goods of every varie- 
ty; tools, both power and hand; 
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PACIFIC HARDWARE 
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The Pacific Hardware Co., Portland, 
Ore., played up the sporting angle 
with this Father's Day ad. It was 
two columns wide and 10 in. high. 


barbecue, hobby and garden sup- 
plies. 

With Father’s Day, coming as it 
did, at the start of the 1946 vacation 
season, the Pacific Hardware Co., 
Portland, Ore., especially featured 
camp and fishing supplies as gifts to 
be welcomed by Dad. They spot- 
lighted sleeping bags—both in the 
ad, and by arranging a display of 
them near the entrance, where they 
could not fail to be seen by all enter- 
ing the store. The window display 
featured a tent, several sleeping bags. 
a varied collection of anglers’ sup- 
plies and close to the glass, where 
they could be readily examined by 
people passing, a number of rods and 
reels, 

The W. J. Sewell Hardware Co., 
Helena, Mont., ran an ad showing 
a cut of Dad examining some power 
tools. The ad was headed “Light 
up Dad’s face with practical gifts— 
one to add to his hobby, or make his 
job easier.” This ad featured elec- 
tric controls, machinist tools and 
knife sets. Hunting and fishing sup- 
plies were also mentioned. Power 
tools were especially featured in a 
specially designed hobby _ booth. 
Across the section where hunting and 
fishing supplies were shown was a 
strip card “For a good sport on 
Father’s Day.” 

The Imperial Hardware Co.. 
Compton, Cal., offered a list of 
Father’s Day suggestions in their 
ad, including rod and reel, golf clubs 
and balls, cigarette lighters, garden 
tools and implements, and barbecue 
supplies. They backed it up with 
three windows and a central island 
display. This latter featured all man- 
ner of garden supplies. One of the 
side windows displayed hand and 
power tools while the other showed 
a varied line of sperting goods. 


HARDWARE AGE 












































eness of this ad. 
lost as far as 
Is it reasonable 
r to spend sub. 
1ey to create de. 
u have in stock, 
ect prospective 
he role of de 


where their de. 
? 


carry are not 
d, your need 
is equally great 
iter. I am not 
ative merits be- 
rtised products 








‘n Firms 


d garden sup- 


» coming as it 
2 1946 vacation 
Hardware Co., 
cially featured 
lies as gifts to 
l. They spot- 
—both in the 
; a display of 
ce, where they 
n by all enter- 
indow display 
sleeping bags. 
anglers’ sup- 
> glass, where 
examined by 
er of rods and 


lardware Co., 
1 ad showing 
Z some power 
eaded “Light 
ctical gifts— 
, or make his 
featured elec- 
st tools and 
d fishing sup- 
med. Power 
eatured in a 
obby _ booth. 
- hunting and 
hown was a 
od sport on 


dware Co.. 
1 a list of 
ms in their 
1, golf clubs 
ters, garden 
nd barbecue 
it up with 
ntral island 
red all man- 
One of the 
hand and 
her showed 
z goods. 


ARE AGE 





MAY 8, 











1947 





















Are YOU just as ready to 
receive customers? 


Ahhh! There’s a wise business man who’s 
got his door wide open for business. 

How about you? You can be just as ready 
to receive the calls of shoppers through the 
‘yellow pages’ of your local Telephone 
Directory. Your advertising in the ‘yellow 
pages’ will quickly tell prospective customers 
just what they want to know... 
what goods you sell and the ser- 


vices you have to offer. 


For further information, call your 


local telephone business office. 
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and those which are not nationally 
advertised, but I feel impelled to 
point out that human desires are 
many and in selling paint you are 
competing not only against the other 
sellers of paint, but against the 
suppliers of countless other goods 
and services which people desire. 
The job therefore is twofold: 

1. To create the strongest pos- 
sible desire for that which you wish 
to sell. 

2. To make it easy to satisfy the 
desire. 

If you sell nationally advertised 
paints, local advertising completes 
the job national advertising sets out 
to do by telling prospective buyers 
where to buy it, and in addition can 
be employed to further stimulate de- 
sire. If you sell paints which are 
not nationally advertised, local ad- 
vertising should be employed to ac- 
complish both of these jobs in their 
entirety. 


Many Available Mediums 


There are many mediums avail- 
able for local advertising ranging 
from newspapers and radio, through 
billboards and direct mail, but it 
would be impractical for me to rec- 
ommend which you should use. In 
some localities all are available; in 
other localities only certain of them 
can be used. The important thing is 
that adequate means for local ad- 
vertising are at your disposal no 
matter where you are located. The 
task of selection is merely one of 
weighing the mediums available 
against each other to determine 
which will return the most for your 
advertising dollar. 

Before we leave the discussion of 
this force I would like to com- 
ment on advertising supplied by 
manufacturers for use by their deal- 
ers. It covers a wide variety ranging 
from signs and window displays, 
through store displays, direct mail 
promotion, and down to such items 
as booklets and leaflets. Most is 
supplied free or on a share the cost 
basis. It represents time, thought 
and money but its effectiveness de- 
pends solely on the use to which it 
is put by your dealers. Too many 
dealers use too few of these aids to 
greater paint sales; a pitifully few 
dealers use all which are freely 
available to them. Here is an oppor- 
tunity to put to work this first 
force at a minimum of cost and 
effort on your part. Think it over 
and decide to do something about it. 

The second of these three great 
forces is merchandise display. 


Let’s take an imaginery walk 
into your store. How long is 
it before we see your paint stock? 
Is it up front to greet us as we walk 
through the front door or must we 
walk to the center or the back of 
the store? Being a paint man you 
would expect me to demand the 
best front location and I will not 
disappoint you in that. And then 
you will tell me you can’t put all 
of your merchandise in the front 
and I will be forced to agree that 
is true. So let me tell you why I 
think it should be located in a pre- 
ferred position where it will be seen 
by everyone entering your store. 

First, properly managed, no line 
in your store will return a profit 
greater than your paint department. 
That in itself justifies a preferred 
position. 

Second, you are known in your 
community as a hardware store. 
People naturally gravitate to a 
hardware store when they wish to 
buy hardware items, and they will 
expect you to have them whether 
or not they are displayed in the 
front of your store. But are you 
equally well known as a paint store? 
Is it possible for some people to be 
unaware of the fact you are in the 
paint business, or to assume it is 
an unimportant sideline? People se- 
lect a paint dealer because of con- 
fidence in the fact the dealer sells 
a satisfactory quality and is com- 
petent to recommend the proper 
product for their use. You can’t 
build that sort of confidence with 
a poorly located paint department. 


Must Occupy Space 


How much stock do you carry 
on your shelves? A good way to 
get rid of paint salesmen is to carry 
your stock in the basement or back 
room with just a few cans on your 
shelves for display. They will 
usually assume you aren’t much of 
a factor in the paint business. Un- 
fortunately, prospective customers 
will draw the same_ conclusion. 
Your stock must occupy sufficient 
space to say to the prospective cus- 
tomer—‘“Here is a store which can 
supply me with all of my paint 
needs.” What do you have on dis- 
play other than cans of paint? A 
can of paint is an intangible. Just 
as a stock certificate does not denote 
its value, neither does a can of 
paint. The value of a can of paint 
lies in the results it will produce 
in terms of beauty and protection. 
So isn’t it logical your paint de- 
partment should display the re- 
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sults: your paints will produce? 
Color is a powerful selling force 
and color is what you are selling. 
Let’s see some of it in your paint 
department. Perhaps your source of 
supply furnishes you with panels 
showing the various finishes. If so, 
display them well and use them in 
your selling. If not, there is noth- 
ing better than small painted arti- 
cles or panels which you can pre- 
pare yourself. Some people are apt 
to look with suspicion on factory 
prepared panels doubting whether 
they can produce similar results. 
The samples you prepare have an 
added advantage in that the pro- 
spective customer knows they were 
made by you in your store with the 
paints you are selling. 


Impulse Buying 


The prospective customer who 
comes into your store for house 
paint or wall paint has usually 
made his decision to buy that paint 
from you or from some other dealer. 
But certain items in your paint 
department such as enamels, varnish 
stains and similar products lend 
themselves admirably to “impulse 
buying” if properly displayed. For 
example, a small can of enamel, a 
brush, and a small painted sample 
you have prepared, prominently dis- 
played on the counter of your paint 
department, or on a counter near 
your cash register, will suggest to 
the casual customer a dozen uses 
for that enamel right in his own 
home. A sufficient number will buy 
without further solicitation to make 
this type of display pay off, and 
don’t forget, this is long profit mer- 
chandise. 

Now we come to the last, and 
most powerful of the three forces— 
salesmanship. Without this great 
force all others are impotent. It 
is the alpha and omega of success- 
ful retail store operation—the mo- 
tive power which keeps the retail 
establishments of America running. 
I would not attempt in a few min- 
utes more to discuss a subject about 
which whole libraries of text 
books have been written. Rather, I 
will assume you recognize and ap- 
preciate the vital part it plays, and 
confine myself to a thumbnail list 
of directions in which your paint 
salesmanship might well be applied. 

Let’s start with the salespeople 
in your store. What do they know 
about paint? No one expects them 
to be trained paint technicians, but 
there is no more excuse for a retail 

(Continued on page 186) 
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designed RIGHT 
built RIGHT - « 


the RIGHT’ POWER 


for your equipment 


The experience of an organization which has 
produced more than 2% million air-cooled 
engines is built into every Briggs & Stratton 
engine. Theories or hopes do not dictate the 
adoption of designs, materials or manufac- 
turing methods — actual experience and long 
testing do....The experience of users proves 
that Briggs & Stratton engines stand up 
under all kinds of service — year after year 
— proof that they are designed right — built 
right — the right power for your equipment. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S.A. 























































ER: is a 
state worth studying, thinking 
about and watching. For years I 
have been interested in this great 
state and so I will, in my brief 
space, now write a_ thumbnail 
sketch of the past, present, and 
future of this remarkable part of 
our country. 


The Past 


Vasco Nunez DeBalboa (1475- 
1517) discovered the Pacific 
Ocean on Sept. 25, 1513, thus 
proving that America was a sepa- 
rate continent and not a part of 
the continent of Asia. His first 
view was from a peak in Darien 
on the western coast of the Isth- 
mus of Panama. To the north- 
ward 750 miles along the shore 
of the Pacific Ocean lay the fu- 
ture state of California. 

The origin of the name Cali- 
fornia is uncertain, but it is said 
to be derived from a mythical 
island, abounding in gold and 
precious stones, described in an 
ancient Spanish romance pub- 
lished in 1510. In fact, the story 
of California is one of the world’s 
most fascinating romances. It 
was settled by Spanish mission- 
aries in the 17th century and be 
came a part of the State of Mex- 
ico. In 1846-47 it was occupied 
by American troops and was 
ceded to the United States in 
1848. Gold was discovered in El 
Dorado County on Jan. 24, 1848. 
It was admitted to the Union in 
1850—not quite 100 years ago. 

This new state seemed to have 
been endowed with everything de- 
sired by man. A delightful cli- 
mate, beautiful scenery and a soil 
that grew every grain and every 
fruit. Beneath the soil lay gold, 
silver, precious stones and oil. 

The first flood of Americans 
came as a result of the gold rush. 
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The Dean’s Page 


By SAUNDERS NORVELL 


SAUNDERS NORVELL 


They crossed the plains or went 
by ship and crossed at the Isth- 
mus of Panama. 


Many of our well known Amer- 


icans of this time lived in Cali- 
fornia: General Fremont, General 
Sherman and many others. 
Among the popular writers were 
Jack London and Bret Harte— 
the latter famous for his poems. 
I cannot do this part of the sub- 
ject justice as the list of immortals 
is too long. Herman Melville’s 
“Moby Dick” and Dana’s “Two 
Years Before the Mast”—are two 
more Pacific Coast masterpieces. 


California Contacts 


My ‘first personal contact with 
California was as a stock clerk 
filling the orders of a master sales- 
man named Bishop. I was im- 
pressed by the large quantities 
of hardware and sporting goods 
he sold, his clear hand writing, 
and his carefully detailed instruc- 
tions about shipping. 

In later years I handled Cali- 
fornia business as a sales man- 
ager and the one grudge I bear 
against the state is that so many 












of my first class salesmen and 
associates settled there and never 
returned. Among them was Billy 
Flynn. Others were Ralph Brown 
who went into the sporting goods 
business in San Francisco; J. R. 
Westbrook who opened a retail 
hardware store in _ Riverside; 
Charley Ganse who became a 
manufacturers’ agent in San Fran- 
cisco; George W. Sprake who did 
likewise in Los Angeles, and Tom 
Dymond who retired and spent 
his last years in his adopted state. 
Then a whole flock went with the 
Blacks in Seattlh—Howard Smith 
and others—so much briefly for 
the past. Now the present— 


The Present 


An old time hardware sales- 
man has just called on me. He 
had just covered California from 
top to bottom and as usual he 
was full of enthusiasm about the 
state at present and in the future. 
Here allow me to give my after- 
noon’s talk with him in a rough 
form of interview. 

First, he dwelt on the tremen- 
dous increase in the population of 
the state during and since the war. 
The outstanding fact was that 
people who came for war jobs 
have remained and their relatives 
and friends are following them. 
This has led to a serious hous- 
ing shortage but the climate helps 
with the housing problem. Peo- 
ple can live in trailers and shacks 
without too much discomfort. 

Business, of course, in most 
places is still making records but 
the picture is spotty—some places 
and sections are doing very well 
while other localities are not so 
flourishing. Any new business 
ventures should study local con- 
ditions and future prospects care- 
fully. 

There are a lot of new stores 
—some with experienced intelli- 
gent management will survive but 
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Gets 
First Call 


Ta-pat-co 
COLLAR PADS 
are as staple as a hoe 
with farmers. 


AD 
IN LEADING rane RTISED 
APERs 





People like to save time in their buying. 
The store that has a reputation for carry- 
ing the best known brands of wanted 
items are most likely to get first call. 








Be the “Yes” Store in your community—Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 














THE AMERICAN PAD & TEXTILE CO. + GREENFIELD, OHIO 
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others, depending only on war 
conditions or with  insuflicient 
working capital, will probably 
pass out of the picture. Credit 
men should study such cases care- 
fully. Concerns running on bor- 
rowed capital will be increasingly 
questionable risks. 


Small Manufacturers 


One outstanding and favorable 
condition is the great increase in 
the numbers of small manufactur- 
ing concerns. To _ illustrate, in 
small manufacturing Los Angeles 
is now the second city in num- 
bers and volume to New York 
City—for many years the great- 
est small manufacturing center in 
the country. 

California has become increas- 
ingly important in the manufac- 
ture of hardware and kindred 
products. There has also been a 
phenomenal increase in garment 
making sales in the state. 

The rainfall and snow in the 
mountains has been far below 
normal, My _ salesman friend 





thinks that with the great influx 
of population in the future the 
water problem of the state will 
become a serious one. 

The centers of greatest activity 
in the state at present are the San 
Francisco bay area, Los Angeles, 
and San Diego. 

Eastern manufacturers are fully 
aware of the trend in California 
and are building and planning 
strategic branches in the state. 
Not only steel making but the 
building of ships are becoming 
great industries. 

Especially in the larger cities, 
buyers are very much more selec- 
tive and careful in their buying. 
Sub-standard and shoddy mer- 
chandise is not being sold. Many 
persons—especially those inter- 
ested in luxury and high priced 
goods—believe prices are coming 
down and so are postponing their 
purchases. 

It is a curious fact that in most 
sections the country trade is very 
good—the people being freer 
spenders and less particular than 
in the larger cities. This condi- 




















7HEDGE TRIMMER 
Trims Hedges, Shrubs, Bushes 


Trims four to five times faster . . . hand 
operated ... portable. . 3 
weighs only 3¥2 lbs. . . . individually packed 
for easy handling. Your trade will readily 
see the advantage of this trimmer which 
is continuous in action and eliminates the 
chip and chop method usually associated 
with hedge, bush or shrub trimming. 


Stock now available for immediate 


Retail price $9.75. 
Ask your jobber or write direct. 
Several territories open for live wire selling agents 


CHANDLER MACHINE COMPANY 


AYER, MASS. 










- easy to use. . 














shipment. 












tion helps the local jobber from 
whom the small dealer draws his 
supplies. 

California is full of “new 
money” and it is felt that as this 
is used up there will be a period 
of adjustment, but even the most 
conservative dealers do not ex- 
pect any serious period of de- 
pression with dramatic reductions 
in prices. 


Sales Increasing 


Both sales and inventories of 
jobbers and dealers are still run- 
ning ahead of former years but 
jobbers are finding that dealers 
are not showing the interest in 
war-made, inferior (ersatz) goods, 
that they did in the war years. 
Dealers, he said, are not depend- 
ing on one or two jobbers as in 
the recent past but are seeking 
a wider source of supplies. 

As far as prices are concerned 
dealers expect reductions, but 
they would prefer an “orderly re- 
treat” from high prices covering 
a period of time rather than the 
rapid price slashing that was ex- 
perienced in the 20's. 

The feeling is broadcast that 
we have passed from a sellers’ to 
a buyers’ market, but a market of 
“stability” is expected and rec- 
ommended. Such was the “size 
up” of California conditions at 
present by this veteran of good 
and bad times. 


They Put Life Into 
Gift Goods to Make 
Them Sell Faster 


(Continued from page 124) 


which do not sell in the appliance 
department are shifted to the gift 
shop, and displayed on one of the 
department’s “hot spots.” Small 
tables, vanettes and similar items 
generally sell quickly in the gift 
shop after languishing in other 
parts of the store for months. 


+ 


Lay-away Plan Popular 


One of the outstanding factors 
contributing to the growth of the 
department, Mrs. Taber states, is 
the lay-away plan of selling. A 
customer may select any article in 
stock, pay a modest amount down 
and be assured that the item will 
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Corbin Screws’ 10-gross cartons make a hit with the 
Hardware Trade. This packing 


SAVES TIME in filling your order at the Whole- 
saler’s warehouse. No wrapping needed — you 
may get it sooner! 


SAVES TIME in your own storeroom. A carton is 
easier to handle and stack — easier to open in 
the store. 


PREVENTS BROKEN PACKAGES, lost and tangled 

shipments, with their endless delays and book- 
; keeping. 
E? 


Order Corbin Screws — Nuts — Stove Bolts through 


F your Hardware Distributor. You'll find that Corbin 


“Quick-Sight’’ Labels make it easy to keep a safe supply 
on your shelves — Corbin Strong Packages avoid break- 
age — Corbin Uniform Quality wins repeat business. 
You’ll make more Sales Per Minute with Corbin Screws. 




































be kept for her until she pays for 
it. As a result of pushing lay- 
away business during December, 
the shop did over $9,000 worth of 
business in January, usually con- 
sidered a “dead” month for gift 
merchandise. 

“So many women, some of 
them well fixed financially, operate 
their homes and their personal 
spending on a budget,” Mrs. Taber 
explains. “Although many of 
these women could buy anything 
they wish and have it charged, 
they prefer to pay a little down 
and a little each week out of bud- 
get money until the article is 
theirs. 

“In other cases, women who 
want some expensive what-not, the 
value of which no husband can 
see, will buy on the lay-away plan 
until the article is almost paid for, 
then pay the balance in a lump 
sum and inform the gullible hus- 
band that the last payment was 
the -total cost. Naturally we do 
not do anything to enlighten the 
husbands,” says Mrs. Taber. 

Still another feature of the gift 
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DOUGLAS AIR SKIFF-10 
All-Aluminum Dinghy and Sport Boat 


Sportsmen and yachtsmen really go for 
this rugged new boat! So light one person 
can handle it—yet it seats 5 comfortably 
and carries up to 1500 pounds. 

Built from high tensile aluminum 
alloy, the Air Skiff-10is 10 ft. long, 4 ft. 
wide, 17 in. deep. For use with oars 
or outboard. It’s available in natural 
aluminum and five popular colors. 

The Air Skiff-10 is nationally 
advertised in yachting and sport 
magazines. Excellent dealer serv- 
ice, sales aids and free newspaper 
mats. Write today for information. 


DOUGLAS AIRCRAFT COMPANY, INC. 
Dept. L-2 Santa Monica, Calif. 





shop that has gone a long way in 
putting it in a profitable position 
is its gift wrapping service. Every- 
one in the shop is an expert gift 
wrapper, and the wide assortment 
of papers and ribbons is main- 
tained at all times so that when 
a piece of merchandise is being 
bought as a gift the shop wraps it 
expertly, at no additional charge. 


Bride's Tables 

“When we have tables for pros- 
pective brides, and we usually 
have at least one at all times, we 
urge that any person who has 
bought a gift in some other store 
leave it on the table here, and also 
permit us to wrap it for her if it 
isn’t properly wrapped. This ser- 
vice costs little and it creates a lot 
of good will.” 





The company sponsors 15 min- 
utes of news daily on the air, 
and on three days the commercial 
“spot” is allotted to the gift shop. 
Mrs. Taber and Mrs. Ainsworth 
usually prepare their own copy 
for these spots, and copy is di- 
vided between institutional mate- 
rial and notes on specific items 
which may appeal to a lot of wo 
men at the moment. 

One day the entire commercial 
may be devoted to the con- 
venience of the shop as a place 
for friends to meet. Another day 
it may be devoted entirely to the 
gift-wrapping service. The basic 
purpose of all copy is to induce 
more women to make the Ewing- 
Hill gift shop downtown head- 
quarters, and to sell it as a “live” 
spot for gifts. 


Good Housekeeping Vital to Industrial Selling 


(Continued from page 128) 


maple and is equipped with full 
length runways made of 12-gage 
steel plates, which were also very 



























scarce. According to Mr. Salzinger 
these steel runways are better 
than concrete floors, for hand 
trucks roll on them with less fric- 
tion and dust and at the same time 
there ‘isn’t the deterioration that 
would result to concrete floors 
from the continuous use of heav- 
ily laden hand trucks. 

Each of the three upper floors 
has a capacity of 500 tons and 
the basement can accommodate as 
many as 10,000 cases of bolts and 
nuts, 


On the main floor seven sections 
of shelving, each 60 ft. in length, 
extend through the building. Each 
one of these sections has a ca- 
pacity for 600 cases, for a total 
of 4200 cases. Metal shelving, in 
the opinion of Mr. Salzinger, is 
almost absolutely necessary be- 
cause of the great weight of the 
materials. 


Three Carloads Stored in 
Half Day 


All incoming stock is brought 
into the building through a chute 
from the street level to the cellar. 
Here the employees sort it and if 
it belongs on the upper three 
floors it is taken up by elevator. 

The present facilities make it 
possible for two men working out- 
side with five men inside to re- 
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What! — give money to any stranger who walked up to you 
on the street? Certainly not. Nor would you invite him 
or any other chap you’d never met before to your home 
or club. You'd want to know more about him before you 
extended him the hand of friendship, because friendship 
is built on real acquaintance. 












It’s much the same with hardware products. Don’t risk 
your money and your reputation as a reliable dealer on 

products you’ye never heard of before. Do business 
with nationally known brands and names. 










Lufkin, for example. There’s a 75-year old name you can 
depend on for the best in measuring tapes, rules, and pre- 
cision tools. It will pay you to advertise and sell Lufkin products 

because you know the name is synonymous with quality, 
accuracy, and dependability — and so do your customers. 



















Lufkin is ready to extend 100% co-operation 
to help you carry off a prize in the 







NATIONAL HARDWARE BRAND NAMES 
ADVERTISING CONTEST. 












We urge you to participate. We know this contest will 
benefit the entire hardware industry and its dealers and we 
are proud to be associated with the outstanding hardware 
manufacturers sponsoring the program, namely: Union 

Fork & Hoe, Atkins, Carborundum, Disston, Plumb, Stanley, 
Yale, and Lufkin. To assist you in preparing prize- 
winning advertisements we will supply you 

with newspaper mats, copy suggestions, cuts 

of Lufkin tools, and other advertising aids. 



























THE LUFKIN RULE CO., SAGINAW, MICHIGAN, New York City 
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FOUR 
KLEIN- 
LOGAN 
BARS 


THE CROW BAR 

One of the oldest and sim- 

plest tools man has made 

is the Crow Bar. The 
simplest form of 
lever. Always 
useful. 






TAMPING 
HEAD 
DIGGER 


used for quick 
digging of 
post holes. 
THE 
RAILROAD 
SPIKE 
BAR 








sturdily built for 
the work in- 
tended. 


18 Ibs. 60 ins. or 
26 Ibs. 60 ins. 


THE 

STEVEDORE 

LOADING BAR 
For use on docks 
and ships. Can 
be used in a 
small space. 


Ask your jobber for 


KLEIN-LOGAN TOOLS 


Bea for 89 years 
PITTSBURGH 3, PA. 
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ceive and stack three carloads of 
stock in half a day. At the firm’s 
previous location it required the 
same number of men two days to 
store a single carload. 


Volume Up 25 Per Cent 


Mr. Salzinger reports that his 
business volume rose $100,000, or 
25 per cent, in the last year, the 
first year of business in the new 
establishment. 

The firm maintains two outside 
salesmen, one of whom calls on 
industrial firms of all kinds while 
the other visits the numerous 
truck body manufacturing con- 
cerns with which Brooklyn and 
its environs abound. 

However, Mr. Salzinger states 
that 80 or 90 per cent of the or- 
ders come in by ’phone. He partly 
accounts for this by the fact that 
it’s still a seller’s market but he 
foresees the time when materials 
will be more abundant and it will 
be necessary to do more of a sell- 
ing job. 

“We ride with the tide,” says 
Mr. Salzinger in explaining his 
firm’s operations. “My business 
has gone through a number of 
phases since it was started as a 
retail store by my father, Louis 
Salzinger in 1896, on New York’s 
lower east side. 

“In 1917 I saw the opportunity 
for a great expansion of our bolt 
and nut business and so we de- 
veloped that part of the business. 
In recent years we dropped our 
lines of general hardware store 
merchandise and have served in a 
jobbing capacity on nuts, bolts 
and kindred hard lines to hard- 
ware dealers and industrial firms 
in the metropolitan area. 

“More recently, as a_ result 
of wartime developments, we 
branched out and concentrated on 
selling to industrial concerns, so 
that today instead of dealing by 
cases we now deal in carloads 
lots. 

“We have our eyes on the con- 
struction field and when the build- 
ing boom begins we'll be con- 
centrating on builders’ hardware 
and mechanics tools. 

“The hardware picture changes 
with the passing of years and it 
pays the alert businessman to 


| watch to see which way the tide 


is running. Right now I’m in the 








bolt and nut business up to my 
ears, but if conditions in the hard- 
ware industry change in the next 
couple of years I may be back in 
the retail business, selling major 
appliances and housewares.” 

Mr. Salzinger is looking for- 
ward to the day when he can 
turn the business over to his son, 
Seymour Salzinger, 21, who now 
assists him. To test his son’s busi- 
ness ability the elder Mr. Sal- 
zinger recently spent nearly three 
months in Florida with his son in 
sole charge. During the war Sey- 
mour served aboard an LST, as 
a storekeeper 3rd class, in the 


Pacific. 


Making Two Customers 
Grow Where Only One 
Grew Before 
(Continued from page 110) 


and you're back in the groove. 

The former customer who “sim- 
ply forgot about you” should not 
be difficult to woo; just bring 
yourself to his attention again. A 
telephone call or a letter, or both, 
should explain that during the past 
few months you have missed this 
customer’s valued business. Don’t 
be apologetic about the past but 
state that you are now in good 
shape to handle his requirements. 
Use the positive approach; invite 
him to call at your store or to take 
advantage of some special offer or 
service now available. 

The customers lost through in- 
adequate or unsatisfactory contacts 
during the period of help shortages 
should now be shown the attention 
they crave. Let them know you are 
truly interested in them. 

If a customer left you because 
competitors made more attractive 
offers, then it is necessary for you 
to sell yourself all over again and 
to convince him that you have 
what is best for him in service, 
ideas, and help, or in actual money 
savings. 

The final conclusion is this sales 
counterpart for making “two 
blades of grass grow where only 
one grew before”: 

Go after the big business in old 
customers who have drifted away 
—and bring them back; go after 
hidden treasures in all present cus- 
tomers .. . and sell them more. 
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Plumbing and Heating 
Volume Totals 
$150,000 Annually 
(Continued from page 119) 


others, if not this year, then next. 
In addition, we are always called 
upon by such regular customers 
for plumbing and heating work. 
We are after the customers who 
buy from us year after year, and 
we also like to get whatever tran- 
sient customers we can.” 

Willis Reineman, son of the 
owner, is active in the store. He 
handles most of the estimating, 
planning and selling of plumbing 
and heating services. Through his 
numerous trips to homes of city 
and rural prospects, he is able to 
do an excellent contact job, as well 
as selling the prospect on the many 
services which the Reineman firm 
can offer. 


Personal Contact Helps 


This type of personal contact, 
maintained for many years in the 
past, has done much to build a fine 
annual volume of business for the 
Reineman Hardware Co. 

In addition to the plumbing and 
heating volume, the firm also does 
air-conditioning work in hotels, 
theaters, homes and other biuild- 
ings. The air-conditioning work 
does not amount to a great deal at 
the time, says Mr. Reineman, but 
is growing, and in time is expected 
to be a very sizable division. 

During the past year or so, the 
firm has purchased a two-story 
building directly behind the store. 
Future plans call for the remodel- 
ing of part of this building into a 
larger, well lighted plumbing and 
heating shop and warehouse. Its 
location with alley approaches, will 
make loading and unloading very 
easy and result in savings in this 
division, says Mr. Reineman. 
When this remodeling job is com- 
pleted, it will leave more room in 
the main building on the first floor, 
for a larger appliance division. 

The appliance section is a favor- 
ite gathering place of both town 
and rural folks who like to look 
over these items and plan for more 
comfortable living. They find 
salesmen helpful in explaining new 
products and in offering sugges- 
tions as to what modern appliances 
and kitchens can do. 
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Here’s a fuse “wrap-up” that 
makes your customers buy — 
not one or two — but five fuses 
at a time. Just tack up the handy 
dispenser carton for display, 
and watch them buy! They like 
the idea of keeping extra fuses 
on hand. And they like the way 
this carton can be tacked up 





right at the fuse box, eliminates 
groping in the dark when a fuse 
has blown. Fuses come out 





easily, one at a time, through 
dispenser opening in carton, 
ready for use. 


YOUR CUSTOMERS WANT THE G-E NAME ON THE FUSES THEY BUY 
Your customers know they can trust General Electric Pyrex* fuses to protect 
their circuits. They know, too, that G-E fuses don’t blow unnecessarily. G-E 
fuses sell, because “they stay on the job, till it’s tme to blow.” That’s why 


buyers ask for them by name. 

Ask your G-E Merchandise Distributor for General Electric plug fuses in 
the handy dispenser cartons. For information on our complete line of fuses, 
write Section D-56-538, Appliance and Merchandise Department, General 


Electric Company, Bridgeport 2, Connecticut. *Trade-mark Reg. U. S. Pat. Off 


GENERAL €@ ELECTRIC 
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Water Heating Equipment and 
Wash Day Needs in Early June 





















































































































































































































































































WATER 
HEATING 
HOT WATER EQUIPMENT 
» 4 EQUIPMENT sept: WINDOW 
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WINDOW 
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MODERN SECURITY 






FOR THE 








MODEST BUDGET 























PADLOCK 
No. 4654 


35¢ SELLER 


Higher in Far West) 





(Price Slightly 
One look at this smart new Eagle 





















padlock will tell you how your cus- 
tomers will go for it. Though surprisingly 


modest in cost, this popular 35c seller combines 


EAGLE PADLOCK NO. 4654 


Size 1%". Die-cast case finished in alu- 


traditional Eagle security and up-to-the-minute 

styling to make it an outstanding value on any 

minum lacquer. Steel self-locking shackle f h Rin Seana 
with titan chat tetth, Gin toy denges. counter. Never before have such good looks been built 
into good locks at such a low price. Better order 

a supply from your jobber today and start cashing 


in on this popular number. 


EAGLE INDUSTRIES, INC. 
G- ons Feel Locks 4 _ Siece SE3F3 Subsidiary of BOWSER, Inc. 


National Sales Representative of The Eagle Lock Company 





110 North Franklin Street, Chicago 6, Illinois 


ae Be vA / District Offices 


Cabinet Luggage Wood Machine Boston, New York, Philadelphia, Atianta, Dallas and San Francisco 
Locks Hardware Screws Screws 





Padlocks Night Latches Stove Bolts 
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Farmers and summer residents have a constant reminder that the company is at 


their service when they see this truck. 


It services 250 bottied gas accounts. 


Servicing Bottled Gas Accounts 
Leads to "Plus" Stove Sales 


W..: numerous 


farmers and summer residents us- 
ing bottled gas, the Markesan 
Hardware Co., Markesan, Wis., 
finds bottle gas units and gas a 
most profitable line to merchan- 
dise in its territory because ser- 
vicing that equipment leads to 
extra stove sales. 

Markesan, a town of 900 popu- 
lation, is in the heart of an excel- 
lent farming community. Nearby 
too, are numerous beautiful lakes, 
which attract many summer resi- 
dents who use bottled gas four 
to five months or more of the year. 
And since the farmers also use 
bottled gas for heating, refrigera- 
tors and cookstoves, the Markesan 
Hardware has a busy season pro- 
viding service to the entire area. 


152 


Service truck carries the Markesan Hardware 


Co. name to a thriving farm community area 


and to numerous summer resident prospects 


The firm uses a very modern, 
neat truck for gas deliveries to its 
more than 250 accounts. The 
name of the bottled gas handled is 
lettered on the truck along with 
the store’s name. In this way, the 
truck lends itself to advertising 
bottled gas throughout the Marke- 
san trading area. 

Clarence Mielke, owner of the 
hardware store, and his staff are 
able to do an excellent appliance 
business. The bottled gas service 
helps the store to keep in touch 
with numerous prospects and to 
maintain personal contact with 
them for the service man who 


makes the bottled gas deliveries, 
also makes service adjustments on 
the equipment and sells bottled 
gas stoves. Because he is continu- 
ally serving his route, he is often 
able to pick up many prospects to 
whom available stoves can be sold. 

Loading facilities are very im- 
portant in bottled gas service and 
Mr. Mielke has a special concrete 
platform at the rear of his store 
where loading and unloading is 
done quickly and easily. The plat- 
form is about level with truck 
floor level, making for a minimum 
of lifting necessary in handling 
the equipment. 
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A 7-PIECE 
SET FOR 
THE PRICE 
OF FOUR 


The double boiler gives 2—2 qt. 
sauce pans with semi-seal lid 
fitting both. The lid from the 6 q?. 
pot fits the frying pan to moke o 
covered fry pan. 


SET No. 100 
6 qt. covered sauce pot, 4 qt. covered To retail ot 


sauce pan, double captilacadedl 9” $9300 00 


frying pan, packaged 


SET No. 200 SET No. 300 


Same 4 utensils with Same 4 utensils with 


stoinless . To retail ot stainless steel spoon 


ing spoon adiea $ 2370 70 and turner — $9470 70 


Packaged Packaged 


To retail at 





Prices slightly higher on west coast and in Canada 


7 +. The MODERN MIRACLE METAL 
has a heat conductor core metal, sheathed in gleaming stain- 
less steel. Every piece of Carlton Ware “Comes i og 
Clean” — a revolutionary improvement over all other utensils. 


IT’S ADVERTISED — in Ladies Home 
Journal, Better Homes & Gardens, Sunset 
and House Beautiful, reaching 8 million 
subscribers —WOMEN WHO B-U-Y! 


PROMOTIONAL SUPPORT—catalogs, 
envelope stuffers, tag booklets, folders and 


counter displays to help women “from 
ate Missouri” see the inside of Thermo-Ply. 





Crrtten throws & NAURAL = 


and YOU rake in the cash with 


these new VL SETS Preave 


ea 


Col 





for A 
MODERN KITCHEN 
Packaged for easy 
inventory, handling 

and delivery. 





















Order through district representatives 
listed below or write direct to factory 


NEW YORK—F.A.H. Lang— 3564 84th Street, 
Jackson Heights, N. Y 


j 
ATLANTA—W. D. Webb—901 William Oliver 
Building, Atlanta, Ga. 
CLEVELAND —W. D. Davis — 3085 Coleridge Road, 
Cleveland Heights, Ohio 
CHICAGO—E.C. Ziegenfus—5228 N. LaPorte 
Avenue, Chicago, III. 
HOUSTON —Chas. A. Drum — 2117 Barbee Street, 


Houston, Texas 


LOS ANGELES — P. B. Johnson—4817 Fifth Avenue, 
Los Angeles, Calif. 


CARROLLTON MFG. CO. + Carrollton, Ohio 





























Unitized Displays Cut 
Selling Costs 
(Continued from page 112) 


unitized departments. A. ceiling 
spotlight is used to accent this 
leader and small printed cards cal 
attention to the department jp 
which the item can be found in th 
store. 

It’s a 10 to one chance that this 
season when Joe Gordon is peg. 
ging them out from second base, 
he'll be thinking of Gordon Hard. 
ware back in Eugene, Ore., and he 
will be thinking of the end of the 
baseball season when he can be 
back in the store at his own favor. 
ite department—sporting goods, 


23, 726 More Sales 
Last Year Than in 1945 


(Continued from page 122) 


items, large displays of appliances, 
kitchen utensils, cutlery, and of 
course the fine department of hard- 
ware and tools! Your phone call 
or letter will bring your wants, 
C.0.D. with no extra charge, to 
your door! Next time, buy every- 
thing you need in one store—the 
G. W. Peck Co. at 102 State St. in 
Elmira, and in Corning, Bath. 
Canandaigua, Dansville and Prat’ 
burg.” 

Mr. Peck has been making a 
continuing study for more than a 
year to see what might be done to 
get a more equal flow of business 
for the week days. He believes it 
may be possible, by means of the 
more judicious use of advertising 
to develop more business for Tues- 
days and Wednesdays, the poorest 
business days in this store. 

On his desk he keeps a chart on 
which he has set down each week 
that contains no holiday. At the 
end of each week he gives each day 
of the week a number from one to 
six, depending on how many sales 
were made on each day. 

At the end of 1946 Mr. Peck 
added the number in each day’s 
columns and learned that the days 
in the order of their sales impor- 
tance were as follows: 


Saturday 255 points 
Monday 167 points 
Friday . 162 points 
Thursday 137 points 
Wednesday 123 points 
Tuesday . 115 points 
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cae” 1 POLORON PRODUCTS, inc. - 55 AVENUE E, NEW ROCHELLE, N. Y. 









RUSTPROOF—because made of Armco 


Aluminized Steel. 
EASIER TO USE—Rraised edge keeps food on grill. Split top 


for ease in replenishing fuel. 


EASIER TO CARRY —Folds to 2” thickness. Compact and light. 


Sturdy and rigid when set up. 
EASIER TO SET UP—all in one piece. No loose ends to get lost. 






























Makes any backyard a picnic ground 
Belongs in every automobile 
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The formal opening of the 48th 
annual Congress of the National 
Retail Hardware Association will 


Hotel 
Dancing will follow the opening 


roll call of the delegates by the 


son, 

The opening of the Congress 
will be preceded by a business 
meeting, Monday afternoon. At 
this session Mr. Peterson will 
give the report of the managing 
director. W. R. Noble, Washing- 
ton representative of N.R.H.A., 
will report on Washington activi- 
ties, and H. W. Schumacher, sec- 
retary of the Michigan Retail 
Hardware Association, will give 
a report on “The Work of Our 
Association.” 

At the Tuesday morning ses- 
sion, in the Euclid Room, Presi- 
dent Dean will make his address 


mittee announcements by Mr. 
Peterson. Arthur W. MacFarland, 


48th N.R.H.A. 
Program Is Announced 


Wollaston, Mass., will speak on 
the subject, “Modernization as 
There will 
be held Monday evening, June | be another talk to be given by 
16, in the Grand Ball Room of the | a speaker still to be selected. 


Statler, Cleveland, Ohio. | The Wednesday morning ses- 


managing director, Rivers Peter- | 


following the reading of Com- | 


Congress 


|a Transition Tool.” 


sion will consist of three talks: 


of the session by the president, | “Merchandising With Association 
Earl Dean, York, Nebr., and the | Tools,” Russel Selkirk, Cobleskill, 


| N. Y.; “We Support the Asso- 
ciation Program,” Webster W. 
Townley, vice-president, Townley 
| Metal & Hardware Co., whole- 
| sale, Kansas City, Mo.; and “The 
| Business Outlook,” Dr. Jules 
| Backman, Dept. of Economics, 
New York University. 

Clem D. Johnston, Roanoke 
| Public Warehouse, Roanoke, Va., 
will speak on “Communism in 
the United States,” at the Thurs- 
| day morning program. There 
will be two more addresses by 
alien to be named later. 





The closing session on Thurs- 
day afternoon, will consist of 
| committee reports, installation 
| of officers and a talk by Kenneth 
bow es Topeka, Kans., 


“The U in Business.” 








HUDSON NUT & BOLT 
ORGANIZED IN N.Y.C. 


The Hudson Nut & Bolt Co., 
Inc., 641 10th Ave., New York 


as wholesalers and jobbers of 
bolts, nuts, screws, rivets and 
washers. E. Kleinhandler is 


secretary-treasurer of the firm. 


Hudson Nut & Bolt Co., Inc., 


York territory. 


JAMES NANCE, PRES. 
HOTPOINT, INC. 


James J. Nance was recently 
elected president of Hotpoint 
Inc., 5600 W. Taylor St., Chicago 
44, Ill. Mr. Nance has been as- 
sociated with merchandising and 
management since the early 20’s 
when he gained his early train- 
ing at National Cash Register. 
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City 19, has recently been formed | 


president and S. Kleinhandler is | 


will serve the Metropolitan New | 


| He joined General Motors at the 
| time the Frigidaire plant was 
first put into production at Day- 


ton,‘Ohio. Later he served Easy | 








JAMES J. NANCE 





on | 











JACOB S. DISSTON, JR., 

PRES. HENRY DISSTON 

Jacob S. Disston, Jr., former! 
vice-president for 14 years ¢ 
| Henry Disston & Sons, Inc., Phil 


Washing Machine Co., and | 
Zenith Radio Corp., in manage- 
ment capacities. Before joining 
Hotpoint as executive vice-presi- 
| dent, he was on the staff of 
Charles E. Wilson, president at 
General Electric Co., New York | 
City. 


Wilde 














| AM. IRONING MACHINE 
| MERGES WITH BARLOW 
| SEELIG MFG. COMPANY 


A merger of the American | 
Ironing Machine Co. Algonquin, 
Ill., and the Barlow & Seelig 
Mfg. Co., Ripon, Wis., was ap- | 
proved by stockholders of both | 
companies recently. The Ameri- 
can Ironing Machine Co., for- 
merly a_ partially owned sub- | 
sidiary of Barlow & Seelig will | 



































































now be known as the ironer divi- 
sion of Barlow & Seelig. JACOB S. DISSTON, JR. 
The following directors for | WIL) 
Barlow & Seelig were re-elected: | . : 
5 | delphia, Pa., ‘ 
R. C. Stuart, H. A. Bumby, W. | ae ee ee yea - Wilbur 
; vanced to the office of president 
A. Royce, R. C. Labisky, and H. | He succeeds S. Horace Disum i S2eet 
R. Scott. The directors in turn | who with 48 years of -sefvie 
elected the following officers: | with the compeny, the past oi 
Mr. Stuart, chairman of the | ’ W.L. 1 
board, Mr. Bumby, president, MART 
Mr. Labisky, assistant to the a 
president, Mr. Scott, vice-presi- Willian 
dent, Mr. Royce, secretary-treas- | been app 
urer and J. B. Murray, assistant | _ M. 
| secretary. artin-S¢ 
; oe facture! 
Hancock 
| GARDNER CORBIN HEADS 1938 and 
ATLANTIC SCREW SALES formulati 
Gardner Corbin has recently 1942 he w 
| service w 


| been appointed head of sales for | 

the Atlantic Screw Works, Hart- | 
ford,Conn. Mr. Corbin, formerly 

' a manufacturers’ agent in New 

York Ctiy, was a hardware buyer 

| for R. H. Macy & Co. many years. 








| CENTRAL STATES HDWE. 
NINTH GOLF PARTY 
JUNE 6, 1947 


The Central States Hardware 
Club, Chicago 9, will hold its 
ninth annual golf party, Friday, 
June 6th, 1947, at the Butterfield 
Country Club, Hinsdale, III. 
Lunch and dinner wiil be served | 
followed by entertainment. Man- 
ufacturers representatives, job- | 
bers and dealers are invited. | 
The reservations can be made 
with Ben Leve, club secretary, 
3630 S. Iron St., Chicago 9. 


S. HORACE DISSTON 


of which as president, now i 
chairman of the board of d 
| rectors. 





MOTOROLA ERECTS 

TELEVISION BLDG. 
Motorola has started construc 
tion of a building for production 
of the Motorola television ™ 
ceiver, which will contain 22,00 
sq. ft. of space. 
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Wilbur D. Campbell Sales Manager 


For Geo. Worthington Company 





WILBUR D. CAMPBELL 


Wilbur D. Campbell, formerly 
manager of the eastern sales di- 





vision for the Geo. Worthington 
Co., wholesale hardware dealers, 
Cleveland, Ohio, has been pro- 
moted to the position of sales 
manager. 

He joined Worthington’s in 
1939 as an order clerk. Later 
that year he substituted in New 
York state for a salesman who 
was ill. In 1940 he started on 
the road permanently working in 
eight different territories. 


tent than the pre-war paint. The 
maker claims this combination 
means higher gloss and a 
smoother finish with fewer brush 
marks and streaks. It is said to 


| dry more rapidly, allowing less 


time for wet paint to pick up 
dirt and moisture. 
After the paint has been well 


| exposed, Sherwin-Williams says 


From 1942 to 1946 he served | 


in the army being discharged as 
a major. After hostilities ceased 
he was assigned to the Military 
Government in Europe, and 
headed price control and ration- 
ing in a third of the American 
zone of occupation in Germany. 


it undergoes a_ self-cleaning 
chalking process which shows an 
improvement in appearance ove! 
the old paint. 


F. G. RAILEY PRESIDENT 
OF RAILEY-MILAM, INC. 


At the recent annual meeting 
of Railey-Milam Inc., whole 
salers, Miami 31, Fla. F. G. 
Railey was elected president of 
the company. Other officers 


| elected are: R. M. Miller, execu- 


When he returned he traveled un- | 
til 1946, when he became mana- | 


ger of the eastern sales division. 








W. L. HANCOCK ASSISTS 
MARTIN-SENOUR PRES. 


William Lewis Hancock has 
been appointed assistant to Wil- 
liam M. Stuart, president of 
Martin-Senour Co., paint manu- 
facturers, Chicago, Ill. Mr. 





Hancock joined the company in | 
1938 and became head of varnish | 


formulation and research. In 
1942 he was assigned to technical 
service work and was active in 





W. L. HANCOCK 


many Chicago housing projects. | 
He was subsequently made chief | 


chemist, assistant to the general 
superintendent and finally in 
1944 general superintendent. 





FRANK MAICHLE IS 
GEN. SALES MANAGER 
FOR G-M LABORATORIES 

Frank M. Maichle has recently 
been appointed general 
manager of G-M Laboratories, 
Inc., manufacturers of Surf Sea- 
son-air and Surf Fans, Chicago, 
Ii]. Mr. Maichle was formerly 
vice-president and general sal<s 
manager of Nutone Inc., merch- 


sales 


andise manager of the industrial | president, I. L. 


insulation and sound control di- | 
vision of U. S. Gypsum Co., and | 
divisional sales manager for the 
Lincoln Electrie Co. 
of Annapolis, he served in the | 
U. S. Fleet for seven years. 


| 
A graduate | 


SHERWIN-WILLIAMS CO. 

_NEW HOUSE PAINT — 
The Sherwin-Williams Co., 
Cleveland, Ohio, has developed 
a house paint which employs 
“Polymerization” of oils, 


and | ren 





R. M. MILLER 


tive vice-president and general 
manager, Gaston Drake, vice- 

Balkcom, vice 
president, R. H. Griffin, vice- 


president, and L. R. Railey, Jr., | 


secretary-treasurer. 


COOPERITE ACQUIRES 
WARREN ENGINEERING 


Copperite, Inc., 626 S. Iris, 
Inglewood, Cal., has recently 
purchased the land, factory and 


all manufacturing rights to the | 


Warren Engineering Co., Ingle- 
wood, manufacturers of the War- 


tubular beryllium copper 


which has greater pigment con- | fishing rods. 
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WM. MacDONOUGH IS 
APPLIANCE SALES MGR. 
FOR GENERAL MILLS 


William A. MacDonough, for 
merly assistant sales manager for 


General Mills’ home appliance 





WILLIAM A. MacDONOUGH 


department, has been appointed 
sales manager. At one time vice 
president in charge of sales and 
advertising for Burr, Patterson 
& Auld Co., Detroit, Mich., he 
was also a member of the mer 
chandise sales staff of Graybar 
Electric Co., Detroit, and an ac 
count executive with the Jam 
Handy organization. 

In 1945 he became sales pro 
motion manager for 
Mills’ line of home appliances 
sponsored by Betty Crocker. He 
was advanced to assistant sales 


General 


manager in 1946. 


EMELOID MFG. STARTS 
NEW PLANT GPERATIONS 

The Emeloid Mfg. Co., Inc., 
formerly located at 845 Mt. Pros 
Ave., Newark, recently 
started operations at its 
plant at 1290 Central Ave., Hill 
N. J. Another building 


completed in 


pect 
new 
side 5, 
be 
months for the Emeloid Co., Inc.. 
of Arlington. When this building 


will several 


is complete the Arlington plant 
will be closed. The company 
manufactures plastic household 
novelties as curtain tie-backs. 


spoons. forks and knives. 

















JOHN OTTER, PHILCO 
GEN. SALES MANAGER 


John M. Otter has been ap- 
puinted general sales manager of 
the Philco Corp., Philadelphia, 
Pa., having been with the organ- 
ization since 1926, and for the 
last three years, sales manager of 
the radio division. 

Mr. Otter was district sales 
representative for northeastern 
Pennsylvania from 1927 to 1935, 
when he became sales manager of 
the Philadelphia branch of Philco 
| Distributors, Inc. In 1937 he 
was made manager of the Detroit 
office, and later sales manager 
for the middle west. 














EDWARD H. SEYMOUR 




























































MAIL THIS COUPON TODAY TO: 


HOLT MANUFACTURING COMPANY 24 
651-681 20th STREET - OAKLAND 12, CALIFORNIA 
















NAME 





ADDRESS 





1 
I 
I 
I 
i 
Please send me free floor care booklet and catalog: | | 
| 
! 
! 
j 
! 
CITY STATE | 





HOLT MANUFACTURING COMPANY 


Oakland 12, Calif Newark, N.J 





responsible manufacturers. 
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WINCHESTER RECEIVES BRAND NAMES FOUNDATION 
DIAMOND “CERTIFICATE OF PUBLIC SERVICE” at the 
| Waldorf Astoria Hotel, New York City, in recognition of the 
company’s 8! years of service since its foundation in 1 866. 
W. S. Allen, left, sales manager of that division of Olin Indus 
tries, Inc., received the award from Henry E. Abt, Brand 
Names president who said that brand names such as Wir- 
chester’s raise the standard of the American people by stim 
ulating competition between goods identified by labels of 





ae cal WIL 
HETTRICK MFG. CO. RIGHT 
HAS MART SHOWROOM SEYMOUR, GILSONITE de 
Hettrick Mfg. Co., Toledo, SALES MANAGER iate | 
Ohio, recently acquired a show- Edward Haralson Seymou, ag he 
~g in = “ase ag 4 “or western sales manager since ry ba 
. 1: eee Senay *' 1943 for the United Gilsonite 
cago 54, Ill. Manufacturer of : _ 
Gnier: a “ap ..| Laboratories, Scranton, Pa., has 
canvas products, the company is |) 00, sepeioed wiles walle WESTI 
in its 47th year and maintains : 
- ._ | He has spent a total of 20 years RAD! 
plants at Goshen, Ind., and in!. 
1, Prigiad _| in the sales field and seven years Westi 
Toledo. The showroom and sales |“. “paneer” site f roof ya 
office on the 14th floor of the| wit =e manuiacturers ol roohng Division 
Mart will be supervised by Ar- materials. burgh 3 
thur O. Klauser. Mr. Seymour was sales engi- addition 
| neer for a fire prevention equip  Tesentat 
ment manufacturers for seven pany sé 
REVERE COPPER & BRASS lain spent some time in the dure, ar 
| HAS MART SHOWROOM Ford Motor Co., and supervised dealers 
| Revere Copper & Brass Inc.,| the sales of gasoline pressur Vice Pe 
showrooms in the Merchandise | devices and blow torches for the fives an 
Mart, Chicago, IIl., were recently | Turner Brass Works, Sycamite, Fred L 
| opened with a cocktail party and | Ill., before joining Gilsonite in Ralph 
| reception for the trade and press. | 1940. Alfred | 
Harold 
JOH 
PIED 
Edwa 
cently 
presider 
of the 
Inc., D 
He had 
ated wi 












ED\ 






MAY 





HARDWARE AGE 





Look! 


Ads like these 


to millions of consumers 









POPULA 
IMECHANI 


.RD H. SEYMOUR 








WILLIAM C. WEEKS, LEFT, AND ROBERT M. TAYLOR, 
RIGHT, whose photographs were identified to the opposite in | | ¢~ —x\\} 
the March 27th issue. Mr. Weeks was appointed division sales | Ret 
manager for the east with headquarters in New York City, | POPULAR 
while Mr. Taylor is sales manager for the western division, ent . 


with headquarters in San Francisco, for the Ray-O-Vac Co., >. = 3 
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yinted sales manager, WESTINGHOUSE ADDS TO | Hardware Co., Inc., wholesalers, | 
nt a total of 20 year RADIO FIELD SERVICE | Roanoke, Va., for 27 years. He Gountry 








entleman |, 



































































































s field and seven years Westinghouse Home Radio was vice-president and manager | 
anufacturers of roofing Division, 306 Fourth Ave., Pitts- of its wholesale department and IZ 
lergh 30, Pa., hes announced the a director from 1934 until his Vaan LIFE 
mour was sales engi- addition of four field service rep- | T8407 17 1946. | | ayic . You know “Camillus has the edge.” 
g P Sl ive} g 
fire prevention equip tesentatives to administer com- eo ae You know the name CAMILLUS 
ufacturers for seven | pany service policy and proce- | 250 ATTEND BALTIMORE’S n oo a the fi — k 
it some time in the | dure, and to aid distributors and FIRST PAINT CLINIC | ase {ru means the finest value in pocket 
r Co., and supervised § dealers in training sales and ser- ies iy ik edie. oe | SS OE knives. 
of gasoli vice personnel. The representa- , agra _ RAS ' . 
| ri ‘teshee Aili tives =e their ae ts are; | cently attended the first “paint fe a, Now we're flashing the story to 
ses Weeks, Svasuiil Fred L. Bartley, Sunbury, Pa., clinic” ever held in Baltimore, | Post 5 your customers—millions of them 
‘alist Gil it ‘ Ralph S. Kerstetter, St. Louis Md.; at the YMCA to discuss | , fi f c C 
8 sr Alfred H. Kuttruff Chicane aah the questions: Are paints at| \) ace he rom Coast to Coast—men and 
‘ . os \& y > . | ots vir * 
Meveld A. Loring, Atlanta. pare prices good agey are to-| ti ake boys, city dwellers and country 
| day’s paints as good as pre-war i. -~ : folks. It’s all f th 
| paints, and to place in the hands * he Id . ; ° poe of the plan 
JOHNSTON, EXEC. V.P of painters and dealers as much 7 tream that makes Camillus the fast- 
’ . a ° ° ° ao wis uw f ' 
PIEDMONT HDWE. CO information as possible to com- Wittd moving, profitable line for 
: bat consumer resistance regard- | a Quidoor deat 
Edward W. Johnston was re- ing these two basic points. ‘: life = ealers. 
oat gene executive vice-/ W. Greer Armstrong, DuPont, | a se. Now, more than ever, 
president and general manager | told those in attendance that to-| VF KV Cami 
2 { amillus has the “‘edge.“’ 
4 the Piedmont Hardware Co., | day’s paints cannot only be as| ‘ HAYS LEFF ral pane g 
nc., Danville, Va., wholesalers. good as pre-war paints, hut con- = a, nd the dealer who 
ee, fen wee tad econ siderably better, if rca ¢ 4 handles Camillus also 
i raves-Humphreys | wi ials. showe fe 
with proper materials. He showe : BOYS oi has the “edge.” 










| slides illustrating the advances oa 




















made in the development of raw mea © sic Sige Camillus Cutlery 
materials since the beginning CP pene Company,N.Y.17,N.Y. 
of the war. FA) SUCCESSFUL FARMING _— 








George Priest of the National 
Paint, Varnish & Lacquer Asso- 
ciation, spoke on the subject of | 
“Value” through the use of com- 
modity price comparison at pres- 
ent day levels as compared to a| 
‘| few years ago. The New Jersey | 


Zinc Co’s., “The Paint Film,” | Cc 7. ae i L L ae s 


dealing with the problem of a| ; ) 
dairy farmer in painting his| : nife wAS he He e.. DODGE 
buildings, was shown. in - Aw 

Ira Harap was chairman of the 
committee of 13 members who 
organized the meeting. The sec: | 
ond “Clinic” dealing with “Sell- | 
ing & Merchandising” will be 
EDWARD W. JOHNSTON held May 21. 
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STANLEY KLARMAN, KEIL 
SALES REPRESENTATIVE 
Stanley Klarman has been ap- 
pointed sales representative for | 
Keil Lock Co., Inc., Charlestown, | 





STANLEY KLARMAN 


turing plant. Included in the 
building are offices for the south- 


as well as manufacturing depart- 
ments and warehouse. 





DRAKE ASSISTANT V.P. 
CHEMICALS DIVISION 
PENNSYLVANIA SALT 


William P. Drake, manager of 


| sales of the special chemicals 


division of Pennsylvania Salt 
Mfg. Co., Philadelphia, Pa., has 
been appointed assistant vice- 
president of the company. Mr. 


Drake joined the company in | 
| 1934 and after spending two | BRONX HDWE. SPONSORS 


years in various Pennsalt plants, 
joined the sales organization in- 
troducing the product Orthosil 
to the trade. 

In 1939 he became manager of 
sales of the Pennsalt cleaners 
division, and in 1943, manager 


| of sales of the Special Chemicals 


| division, which handles cements, 


N. H., manufacturers of night | 
latches, dead locks, cylinders, key | 
blanks and Keil key machines. | 

Operating from 225 Broadway, | 
New York City 7, as the Twinson | 
Co., he will contact hardware | 
and locksmith wholesalers in 
N. Y., N. J., Pa., Md., Washing- 
ton, D. C., and Canada. 

In the hardware business for | 
over 15 years in the New York 
area, he was formerly associated 
with Klarman Hardware Inc., 
and Wholesale Hardware Co., | 
both in New York City. He now 
represents Allied Hardware 
Corp., Ferum Co., Pioneer Hard- 
ware Corp., and the Tele-Lock 
Co. 


L. H. SMITH, INC. 
MOVES WAREHOUSE 


L. H. Smith, Inc., hardware | 
wholesalers, 8 Eighth St., Pitts- 
burgh 2, Pa., has recently an- 
nounced that the warehouse oper- 
ations have been moved from 
1-6-8-10 Eighth St., Pittsburgh 
to Canonsburg, Pa. With a one 
floor operation, better loading 
and unloading facilities, and a 
daily trailer operation to and 
from Pittsburgh, L. H. Smith | 
says it can assure its customers | 
of faster and more efficient ser- 
vice. The company will have a | 
downtown Pittsburgh buying of- 
fice and displays room with a 
“will call service” at 1113 Penn 
Ave. 








BOYLE-MIDWAY OPENS 
ATLANTA PLANT 


Strieder Schraffenberger, presi- | 
dent, Boyle-Midway Inc., house- | 
hold product manufacturers re- | 
cently announced the opening of | 
the $750,000 Atlanta manufac- | 
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| metal cleaners, paints, etc. 





CECO STEEL MAKES 
MANAGERIAL CHANGES 


Ceco Steel Products Corp., 
manufacturers of metal building 
materials, 5701 W. 26th St., Chi- 
cago 50, has announced the ap- 
pointment of Bernard H. Lord, 
formerly Chicago district sales 
engineer, as manager of the New 
Orleans office, and of Walter E. 


| Lord, manager of the Milwaukee | 
W. O. Richards is assis- | 


office. 
tant manager of the Chicago dis- 
trict office and Lester R. Wise, 
manager of the Chicago district 
office of Ceco’s merchant trade 
division with headquarters at 
5701 W. 26th St. 


W. G. CHURCH CORP. 
MERCHANDISING FIRM 


William G. Church Corp., was 
recently organized at 50 E. 42nd 
St., New York City, to serve as | 
a sales merchandising market | 
research and management ser- 
vice. William G. Church, form- 
erly head of sales and advertis- 
ing for the Samson United Corp., 








is president of this company. He 
resigned his office as vice-presi- 


ern division sales headquarters | dent of Samson, but retains his 


directoral position, and will con- 
| tinue to direct its sales activities 
| through his own concern. 

| Prior to joining Samson in 
| 1940, Mr. Church was eastern 
National Stamping & Electric 
ager, Silex Corp. The Church 
Corp., represents besides Samson, 
Amity Mfg. Corp., Becher Corp., 
Collman Mfg. Corp. and Gravin 
Corp. 





MANNING, MAXWELL & 
MOORE HANDLING CLINIC 


The Bronx Hardware & Sup- 
ply Co., Inc., industrial supply 
distributors, recently sponsored 
the first Manning, Maxwell & 
Moore Materials Handling Clinic 
to be held in New York. The 
| clinic featured talks, the answer- 
|ing of questions on materials 
| handling problems and practical 
| demonstrations of the M, M & M 
line including hand and electric 
hoists, cord reels, cranes, etc. 
Factory trained experts of 
M, M & M as well as Bronx 
Hardware sales personnel were 
present to conduct the expound- 
ing. 





HAYDON MFG. COMPANY 
TO MOVE IN SUMMER 
| 


| Haydon Mfg. Co., Torrington, 
Conn., makers of small electric 
motors and timing instruments, 
plans to close its Forestville, 
Conn., plant when the new ad- 
dition to the Torrington plant is 
completed in the summer. De- 
liveries will not be interrupted 
during the transaction. 





} 





KENNETH J. DAHM 


Kenneth J. Dahm Co., manu- | 
facturers representative, has re- | 


cently moved to 503 Mercantile 
Bldg., 15th & Arapahoe, Denver 
2, Colo. 








Hardware Wholesa 


To Meet Oct. 13-16 at Atlantic City 


The 93rd semi-annual convention of the 


Manufacturers Association and th 


National Wholesale Hardware Association will be held jointly in 
| Atlantic City, N. J., Oct. 13 to Oct. 16, 1947, inclusive. Headquar- 
| ters of both associations will be at the Marlborough-Blenheim Hotel 
where all meetings will be held. 

Charles F. Rockwell is secretary-treasurer of the manufacturers’ 
association with headquarters at 342 Madison Ave., New York City, 
and Thomas A. Fernley, Jr., is executive secretary of the whole- 
salers’ association with offices at 505 Arch St., Philadelphia, Pa. 


lers-Manufacturers 


American Hardware 
e 53rd annual convention of the 


sales manager, electrical division, | 


Co., and before that, sales man- | 


| 
HAS NEW OFFICE 
| 


| SANFORD, EASTERN MGR. 
HEATING & APPLIANCE 
EVANS PRODUCTS CoO. 

Robert L. Sanford has been 

appointed eastern district man. 


ager for the heating and appli- 
| 
| 


| 





SANFORD 


| ROBERT L. 
ance division of Evans Products 
Co., Plymouth, Mich. 

His territory will include north- 
eastern N. C., Va., Del., N. J., 
eastern Pa., N. Y., and the N, E. 
states. Mr. Sanford represented 
that division as midwest district 
manager from 1938 to 1942, leav- 
ing then for service with the 
WPB as Priorities and Inven- 
tories Analyst and Appeal Spe- 
cialist. 





|  D)UO-THERM TEXAS 
| DISTRIBUTORS 


| Duo-Therm division, Motor 
| Wheel Corp., Lansing, Mich., has 
appointed the Southwestern Ap- 
pliance Co., Amarillo, Tex., to 
cover northwestern Texas and 
the South Texas Appliance Corp., 
San Antonio, to cover southern 
Texas as distributors for Duo- 
Therm fuel oil space and water 
heaters. 

FRED OGILBY PHILCO 

RADIO SALES MGR. 

Fred Ogilby has been ap 
pointed sales manager of the 
Radio Division of Philco Corp. 


Philadelphia, Pa., succeeding 
John M. Otter who was made 
general sales manager of the 
corporation. 

Mr. Ogilby joined Philco im 


1931 as a sales representative. In 
1936 he was named New Jersey 
sales manager for the branch and 
the next year was made head of 
sales of Philco Distributors, Inc., 
in New York City. From 1938 to 
1945 he served as general man- 
ager of the Philadelphia Philco 
branch, and then became general 
manager of the New York 
branch. 
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The Hardware Store with CYCAPPEAL.. 


YOUR PROFITS SOAR ... you build 
up your store traffic and bring in 
customers from a larger area . 
when you modernize your hard- 
ware store — inside and out — with 
Pittsburgh Glass and Pittco Store 
Front Metal. Here’s an example of 
“Pittsburgh” remodeling in Wester- 
ville, Ohio. 


STORE FRONTS 
AND INTERIORS 


m When you remodel your hardware store—inside and out—with 
Pittsburgh Glass and Pittco Store Front Metal, you attract more 
customers, from a wider area, and increase profits. Do as many 
thousands of successful retailers have done: MODERNIZE NOW and 
reap all the rewards that come to a forward-looking merchant. 

Consult an architect for a well-planned, economical design. Our 
staff will gladly cooperate with you and with him. And, if you desire, 
you can arrange for convenient terms through the Pittsburgh Time 
Payment Plan. Meanwhile, fill in and return the coupon below for 
your FREE copy of our interesting booklet containing illustrations, 
facts and figures on many “Pittsburgh” modernization jobs. 


Pittsburgh Plate Glass Company 

2144-7 Grant Building, Pittsburgh 19, Pa. 

Retail Sales.” 

Name... -- en 
Address_- 


a . ‘a watiie State 


—_——_— 
Pl i | 3 a U R G a | Without obligation on my part, please send me a FREE copy of your 
] illustrated brochure, “‘How Eye-Appeal—Inside and Out-—Increases 


, ————— * 
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IT CAN ADD 25° 
TO ALMOST EVERY 
oy V ae doltm, VV .4: 


Display Takes Up Only 7 Inches 
of Counter Space 


Here’s an item where SEEN . . . means SOLD. 


Every Gun Owner, Fisherman, Home-owner 
... almost every one who comes into your 
store NEEDS this specially-prepared, non- 
gumming mineral base Winchester Gun Oil 
...and will lay down a quarter for it. It’s a 
bargain at that price! 


AVAILABLE THROUGH YOUR 
WHOLESALER. ..3314% PROFIT 


Use these eye-catching Winchester Gun Oil 
Counter Displays. They will create additional 
profits for you. Each packing unit contains 2 
displays and 12 3 oz. cans. Order at least 2 Units 
of WINCHESTER Gun Oil from your Whole- 
saler TODAY. 


MILLIONS OF CONSUMER 
ADVERTISING MESSAGES TO HELP YOU SELL 


Month after month WINCHESTER Gun Oil 
Advertisements in leading Outdoor and Sporting 
Magazines and the American Rifleman are con- 
stantly reminding your customers to “Look for 
the red, yellow and blue Winchester Gun Oil 
Self Service Display in your store.’’ Cash In On 
Them. Winchester Repeating Arms Co., New 
Haven, Conn., Division of Olin Industries, Inc. 


WINCHESTER 






| DIVISION OF 
——S a 





Ss 


TRADE MAR = 
INDUSTRIES 


UN OIL 
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CONGOLEUM-NAIRN 
FOUR-DAY CONFERENCE 


The 10 managers of Congoleum- 
Nairn Inc., Kearny, N. J. branch 
sales offices recently attended a 
four day conference in Kearny. 
T. L. Shaffer, vice-president, dis- 
cussed the company’s plans for 
the rest of 1947, Other officials 
covered new products, advertis- 
ing and sales promotion, installa- 
tion methods, color and design 
trends, commercial floor cover- 
ings, etc. B. G. Steinetz, presi- 
dent also addressed the meeting. 
The fourth day was devoted to 
individual conference with off- 
cers and department heads. 








REVIVE GREAT EASTERN 
SKEET TOURNAMENT 


The Great Eastern Skeet 
Championships and National 
Telegraphic Team Champion- 


ship, suspended during the war 
years, will be revived this year 
from June 20-22 at the Lordship, 
Conn., shooting grounds of the 
Remington Gun Club. Friday, 
June 20 will be devoted to the 
Great Eastern Preliminary All- 
bore Championship, Saturday 
will mark the Great Eastern 410 
Gage Championship, the Great 
Eastern Junior Championship 
and the Great Eastern 20 Gage 
Championship, all 100 target 
events. On Sunday will be the 
Great Eastern Individual & Class 
Championships, the Great East- 
ern Women’s title event, the Vet- 
eran’s Championship, and the 
Great Eastern Skeet Team 
Championships. 





EVANS DISTRIBUTES 
NEWS ROUNDUP 


Evans Products Co., heating 
and appliance division, Plymouth, 
Mich., has devised a monthly 
“News Roundup” to be mailed 
to Evans distributors to provide 
them with production informa- 
tion, sales tips and news of pro- 


— 
—_— 





HENRY W. TAVS 


H. W. TAVS, NEW HAVEN 
CLOCK GEN. SALES MGR. 


Henry W. Tavs has been ap. 
pointed general sales manager of 
the New Haven Clock & Watch 
Co., 10 Rockefeller Plaza, New 
York City 20. He was formerly 
associated with the sales depart. 
ment of Butler Bros., since 1937, 
interrupted only by his service in 
the Army during the war. 





HDWE. SALESMEN’S 
ST. LOUIS ASS’N. 
MOVES OFFICES 


The Hardware Salesmen’s As 
sociation of St. Louis, Inc., for 
merly located at 705 Chestozt 
St., St. Louis 1, Mo., have moved 
its offices to room 1189 Arcade 
Bldg., 812 Olive St., St. Louis l, 
Mo. 


POWER PIPE & SUPPLY 
ANNUAL POWER SHOW 


The annual Power Show of 
Power Pipe & Supply Co., Passaic, 
N. J., featured copper, brass, 
cast iron and stainless steel tools 
and mill, plumbing and heating 
supplies recently. More than 
5,000 persons attended the show 
held in the company’s showrooms 





motional activities. 


from April 28 to May 2nd. 








The annual Triple Mill Supply 


issue goes to press, final details of 








Triple Mill Supply Convention 
In Atlantic City May 11-14 


convention will be held at the 


Hotel Traymore, Atlantic City from May 11-14 inclusive. As this 


the program have not been com- 


pleted. Meeting in convention will be the American Supply & 
Machinery Manufacturers’ Association, Inc—R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh 22, general manager; The National 
Supply & Machinery Distributors’ Association—Henry R. Rinehart, 
505 Arch St., Philadelphia 6, secretary-treasurer, and the Souther 
Supply & Machinery Distributors’ Association—E. L. Pugh, Volun- 
teer Bldg., Atlanta 3, Ga., secretary-treasurer. 
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\ Me 
“That's fight! But it takes two hands to make a 
market _.. the hand that sells and the hand that 








The gri on markets will be tightened and se- 
cure HEN BOTH BUYER AND SELLER 
MA HAND IN HAND,- secure with a mutual 
knowlgdge and understanding made possible 
by /pérsonal contact at the world's greatest 
___ Hafdware Show. 


Mdnufacturers of the great variety of products 
sold through hardware channels are invited to 
éxhibit at this outstanding international trade 
exposition. Write, wire or phone for full infor- 
,smetion and floor plans. 


RY W. TAVS 
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EDWARD W. HENNINGSEN 
DISTRICT SALES MGR. 
IOWA, NEBRASKA 
Edward W. Henningsen has 
recently been appointed district 
sales manager for the National 


EDWARD W. HENNINGSEN 


Ideal Co., and Central Equip- 
ment Corp., in the Iowa-Nebraska 
territory. 

After serving as a lieutenant 
in the Navy, he became general 


manager of the Ventura Mfg. | 


Co., Dubuque, Iowa. Mr. Hen- 
ningsen will work actively with 


the National Ideal and Central | 


Equipment dealers in his terri- 
tory. 


SOUTHERN CONNECTICUT 
HDWE. & HOUSEWARES 
HOLDS FIRST MEETING 


The first meeting of the South- 
ern Connecticut Hardware & 
Houseware Association was re- 
cently held at the Roger Smith 
Hotel, Stamford, Conn. Edward 
Rabin, Ridgefield Hardware. 
Ridgefield, Conn., gave a lunch- 
eon at the hotel for the members 
and Mr. Reynolds, president of 
the Housewares Club of New 
York and Jack Ghene, managing 
editor of Housefurnishing Re- 
view, were guests of honor. Four 
hardware dealers also attended. 
The club plans a large gathering 
on May 21st at 7:00 P.M. at the 
Roger Smith Hotel. This occa- 
sion will be a Dutch Treat Din- 
ner. 


RE-OPEN BIRMINGHAM 
FRIGIDAIRE BRANCH 


Frigidaire Division, General 
Motors Corp., Dayton 1, Ohio, 
has recently re-established the 
Birmingham, Ala., branch and 
re-appointed L. W. Curl, as 
branch manager. 

Mr. Curl was manager of that 
branch at the time it was dis- 
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continued during the war years. 
Associated with Frigidaire for 
over 20 years he has since been 
branch manager at Baltimore 
and in charge of activities in 
preparation of re-opening the 
Birmingham branch. 


MABEL BUXTON DIRECTS 
EUREKA HOME SERVICES 


Mrs. Mabel Buxton has re- 
| cently been named director of 
| the Home Service Bureau at the 
| Eureka Williams Corp., Bloom- 
| ington, Ill. Mrs. Buxton joined 
| Eureka in 1930 and headed its 
| order and sales distribution de- 
| partment for more than 10 years. 
| With the start of war she was 
| transferred to the executive divi- 
| sion of the company. 








business concerns can consolidate 
their facilities and organizations 
to meet foreign trade competition 
without violation of the Anti- 
Trust Laws. 

Typical forms of agreements, 
indictments, complaints, and de- 
crees together with the full text 
of all related anti-trust laws, the 
Webb-Pomerene Export Trade 
Act, and coordinate and related 
acts are included in the book’s 
1068 pages. The book sells for 


$15.00 and is published by W. H. | 


Anderson Co., Cincinnati. 
Homer Fergus, United States 

Senator from Michigan, in his 

introduction states that Mr. Toul- 


min has carefully depicted the | 
conditions under which a person, | 
| firm or corporation may combine | 





| with others to form an associa- 


INTERNATIONAL : 66 
| CONTRACTS ANTI-TRUST | to violate the United States stat- 
LAWS BOOK 


Harry Aubrey Toulmin, Jr., of | 


domestic 
between 


| foreign or 


The relationship the 


|the United States and president | Wilson Tariff Act, the Federal 
of The Hydraulic Press Mfg. Co., Trade Commission Act and other 
| Mt. Gilead, Ohio, has written a| statutes is presented with their 
| book called “Internation Con-| attendant complications for the 
|tracts & the Anti-Trust Laws’ | drafting of private international 
| which explains how American | agreements. 








gh: 

MAY HARDWARE CO. INITIATES A PROGRAM 
CALLED “THE MAY HARDWARE CO. EMPLOYEE PAR- 
TICIPATION PROGRAM” which is divided into two parts, 
the Multiple Management Plan, consisting of a junior board 
made up of five members selected by popular vote to repre- 
sent the five major personnel departments of the company. 
The members of this junior board, elected semi-annually, are 


Samuel Blunt, Reuben Action and Ray M. Foster. This board 


supplies ideas for the improved operation of the business, and 


suggestion box. 

The employee dividend is the second part, and consists of 
shares which are accumulated on the basis of one share per 
$100.00 of annual income, plus one share for each year of 
employment with the company. Twenty-five percent of the 
annual operating profit, before taxes, is for this purpose, and 
the amount is divided by the total number of shares of all 
employees to establish the value of each share. This wholesale 
hardware dealer of Washington, D. C., feels “The Plan” 
will improve morale and develop economies throughout the 
organization and establish a more pleasant employee-employer 
point of view. 





tion for foreign trading so as not | 


|} utes relative to restraints upon | 
} | 
commerce. | 


the Bar of the Supreme Court of | Sherman and Clayton Acts, the 





shown, left to right, front row, Mrs. Argyle Crawford, secre- | 
tary, Frank P. May, chairman, second row, left to right, | 


acts on ideas submitted by individual employees placed in a | 





GUSTAFSON IN CHICAGO 
FOR WASHBURN COMPANY ~ 


Warren E. Gustafson has been 
appointed sales representative 
for the Washburn Co., Rockford, 
Tll., with headquarters in the 


WARREN E. GUSTAFSON 
Merchandise Mart, Chicago. He ~ 
will cover the Chicago area and 
Wis. 

He joined the company in 1939 
in the manufacturing division. 
In 1942 he worked on the coor- 
dination of sales and manufac- 
turing of the war contracts. He 
succeeds Arthur B. Avery, who 
now will cover Mich., Ind., Ky., 
and southern II. 


GOLDSMITH RE-ELECTED 
PRES. ATHLETIC GOODS 
MANUFACTURERS ASSOC. 


Philip H. Goldsmith was re- 
cently re-elected president of the 
Athletic Goods Manufacturers 
Association. Mr. Goldsmith, who 
is vice-president and treasurer 
of Sport Products, Inc., New 
York City, sports equipment 
firm, is also vice-president and 
treasurer of MacGregor-Gold- 
smith, Inc., and a director of 
MacGregor Golf, Inc., subsidi- 
aries of the parent company. 
Other officers elected were: Will 
Norwind, Chicago, and Fred 
DeBeer, New York City, vice- 
president and Fred J. Bowman, 


| Chicago, secretary. 


EMERSON-NEW JERSEY 
HAS NEW BUILDING 
ADDS TWO SALESMEN 


Emerson-New Jersey Inc., 122 
Branford Pl., Newark, N. J., re- 
cently announced the purchase 
of a new building located at 
985 Broad St., Newark. The 
company has also appointed 
Melburn Copold to cover Pas- 
saic, Morris Sussex, and Warren 
Counties, and Saul Sherman who 
will cover Somerset, Bergen and 
Hunterdon Counties. 
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‘ee perfection. Here, 25 years of unmatched experience give you a product 
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Pa ae 
Rey 5 you can sell with confidence. The ‘Toastmaster'’’* toaster must be Amer- 
ica’s best-known, most-wanted brand because more people already own 


one than all other makes of automatic toasters combined! It’s the one 
toaster you can depend on in competitive times to ring the bell oftener, 


’ where it counts most—on your cash register 
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AT THE TOWN & COUNTRY CLUB, THE MEMBERS 
AND FRIENDS OF THE Seattle Pot & Kettle Club recently 
celebrated its 2|st birthday. A birthday cake with 21 candles 
was cut, and each lady attending was given a “birthday gift” 
contributed by members. Three of the oldest members of the 
club, which now has a membership of 180, are left to right: 
Harry Gleason, General Sales Corp., one of the founders of 
the Seattle club, Jim Cummings, Schwabacher Hardware Co., 
national vice-president of the Associated Pot & Kettle Clubs, 
housefurnishings buyer for almost 50 years, and directdér and 
charter member of the Seattle Club, and Laurie Wilson, past 
national president of the club, one of the founders and the 
oldest active member. Philip Smith, housewares manager, 
Ernst Hardware Co., is president of the Seattle group. Mem- 
bers who arranged the party include: J. F. Parker, chairman, 
Harry C. Gleason, Robert Walters, N. C. Martineau, Don W. 
oe _— Dickie, Bert Scouler, J. C. Simmons and Roland 

. Wolfe. 








AM. KITCHEN DATA 
SERVICE FORMED 


The American Kitchen Infor- 
mation Service has been formed 
to supply dealers with informa- 
tion about the industry in gen- | 


for John H. Graham & Co., Inc., 

| manufacturers representative, 105 
| Duane St., New York City 8, 
with headquarters in Atlanta, Ga. 
Mr. Allen now heads a new 
territory. Mr. Erickson will travel 


QUEENS ELECTRICAL 
MERCHANTS MEETING 


The Queens Electrical Mer- 
chants Association recently held 
“Regina Night” at 
Restaurant, 112-13 Roosevelt Ave., 
Corona, L. I. The Honorable 
Harold J. Crawford, guest 
speaker, gave an enlightening 
talk on the Felds-Crawford Act. 
Jack Tucker spoke about the 
policies of the U. S. Electrical 
Supply Co., wholesalers, 55 War- 
ren St., New York 7, and Myron 


Weaver spoke and demonstrated | 


the Regina Electrikbroom and 
the polisher. 


———_—_ 


ED LEWIS SPECIAL REP. 
CHICAGO HOUSEWARE 
MARKETS INC. 


Ted Bauerle, general manager 
of the semi-annual Houseware & 
Appliance Show to be held at 
Navy Pier, Chicago, July 13-18, 
has announced the appointment 
of Ed Lewis as special representa- 
tive of Chicago Houseware Mar- 
kets, Inc. 

Mr. Lewis has been associated 
with Fabricated Products Co., 
Chicago for the past eight years. 
Prior to that he served as buyer 
for Wanamaker’s in Philadelphia 
and New York and also as buyer 
for Gimbel’s, Philadelphia, and 
Simmons Hardware, St. Louis. 
Mr. Lewis nas made his head- 
quarters at the Chicago House- 
ware Markets offices in Room 
1800A, Merchandise Mart, Chi- 


cago. 


Jeantet’s 








A. JOHN BODENMULLER 


whose appointment as general 
sales manager of Traubee Prod- 
ucts, Inc. 924 Bergen St., Brook. 
lyn, N. Y., makers of Time. 
Saver pressure cookers and 
waterless cookware was an- 
nounced in the April 24th issue. 








CLEVELAND CAP SCREW 
AWARDS SERVICE PINS 
Cleveland Cap Screw Co, 
Cleveland, Ohio, recently held 
it’s Plus Five Club second an- 
nual banquet and dance at the 
Cleveland Club, at which time 
the company honored 55 em- 
ployees who have served the 
company from five to 25 years. 
Service pins were presented, by 
J. W. Fribley, president. Oldest 


in the point of service are: Mr. 





Fribley, and Charles M. Prell, 
































eral and American Kitchens in 
particular. Information on kit- 
chen planning, the organization 
of the kitchen to reduce work, 
and other various phases of the 
industry are available from this 
service. 


E. T. ERICKSON, GRAHAM 
SOUTHERN SALESMAN 


E. T. Erickson succeeds B. F. 


Allen as southern representative 





E T. ERICKSON 





Ala., Fla., Ga., Miss., N.C., S. C., 
and Tenn. 


PHILADELPHIA SCIENCE, 
HOBBY & CRAFT SHOW 


The first Philadelphia Amateur 


| Science, Hobby & Craft Show 


will be held in Commercial My- 
seum at Convention Hall, Phila- 
delphia, from Oct. 20 to 25. The 
show will be directed by J. Robert 
Whitesell, executive vice-presi- 
dent of Promotional Management 
Inc., of Philadelphia. He has 
established headquarters for the 
show at 1311 Widener Bldg. in 
Philadelphia. 


MERCHANDISE MART 
ENTERTAINS AT 
BASEBALL PARTY 

The Merchandise Mart, Chi- 
cago 54, Ill., recently entertained 
200 Cubs’ fans at the Second 
Annual Baseball party at Wrigley 
Field. The management char- 
tered four street cars and repre- 





sentatives from every industry 
housed in the building were 
present. Musical trios enter- 


tained on each car, and hot dogs 


(and soda pop were served. 








The Houseware & Appliance | treasurer, founder of the 30 year 
show will be held at the same/| old company. Mr. Fribley also 
time as the Furniture and Home | announced a five per cent in- 
Furnishings shows in Chicago. | crease in salaries. 











NESCO ELECTRICAL DIVISION SALES MEETING WAS 
ATTENDED BY 36 representatives from all over the coun- 
try at the Jacksonville, Ill., factory. Sales policies and plans, 
production outlook and advertising and sales promotion activi 
ties were discussed by NESCO officials including E. G. Gard- 
ner, vice-president, T. E. Fajen, sales manager, electrical di- 
vision, and V. S. Mullen, Jr., manager of advertising and sales 
promotion. Following the meeting a tour of the plant was 
conducted. Shown above, left to right, are: Mr. Gardner, 
C. H. Harrison, Detroit, E. C. Shultz, Jacksonville factory 


manager and Ed. Crain, Cleveland. 
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qo is the salesman 


trained to sell MORE’ 


This is the customer 


sold on the STORE 





‘This is the TRON, 





And here’s the technique that SELLS every time 


. » » lower iron. Slight 
handle pressure locks legs 
and you resume ironing. 


... touch the 
button and iron 
lifts itself... 


*the easy Never-Lift demonstration sells 
up to a better quality product for better 
pleased customers and better profits. 


DO THtS Iron as you nor- 
mally would... 


i 
. . j 7 
** because the Never-Lift brings new ease ee 


to ironing, you make a friend as well . as 3 2 


as a sale when you recommend a 
Proctor Never-Lift. 
SAY THIS You iron with the 
Never-Lift just as 


you would with any 
good automaticiron. 


N 





Lower iron and 
gently press rear of 
handle to lock legs 
in place. Resume 
ironing. 


Simply touch the red 
button and the iron 
magically lifts itself. 
No lift...No tilt... 
No twist. 


PROCTOR & 


NEWSHIAKER IN APPLIANCE MERCHANDISING 


PROCTOR ELECTRIC COMPANY,PHILADELPHIA 40, PENNSYLVANIA 
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1. UNIFORM HARDNESS 


Electronic 
heat treatine 
in operati -- 






When blades of varying hard- 
nesses are put together in a pair 
of shears the blade of higher 
hardness is liable to cut into the 
blade of lower hardness. 





Acme’s new electronic-heating 
process eliminates this common 
trouble. 


Each and every Acme blade is 
heat-treated by electronics to ex- 
actly the same hardness. Not only 
is the hardness uniform 
but it’s a higher hardness. 

That means better cutting 
qualities—and scissors 
hold their edges better. 


Acme quality means 
more profits for you. 


ACM 


SHEAR CO. 





BRIDGEPORT 1,CONN. 

Makers of 
ACME . EVERSHARP ° PURITAN 
WINDSOR + KLEENCUT + AMERICUT 


Keep Your Eye o7 ACME 





‘county council of the organiza- 





OBITUARIES 





WILLIAM A. ROSS tion. Mr. Dawson was a member 
| William A. Ross, 68, who en- | also of the Raymond Masonic 


tered the steel industry as an | odge. 


office boy and rose to the presi- 


ALPHONSE F. MONEUSE 


Alphonse F. Moneuse, retired 
partner in the old firm of Dupar. 
quet, Huot & Moneuse, New 
York City manufacturers and 
dealers in kitchen equipment, 

| died recently at his home in 
| Tampa, Fla., at 84. He served 
| as an alderman during the terms 
| of three mayors in New Rochelle, 
o, 6 





JAMES R. ADAMS 


James R. Adams, 90, manufac 
| turers’ agent of Houston, Tex.. 
| was killed instantly in a highww 
| accident recently near New 
| Braunfels, Tex. His wife was 
driving and she was critically in 
jured. Originally in the whole 
| sale hardware business in Tyler. 
| dency of the United States Stee] | in 1912 he established his manu 
| Corp’s.,, western subsidiary, Co- | facturers’ agency business in 
|lumbia Steel Co., San Francisco, | Houston. A member of the 
| died recently in St. Luke’s Hos- | HARDWARE Ace Fifty Year Club, 
pital, San Francisco. | Mr. Adams was also a Texas 
| When 14 Mr. Ross started as | Hardware Booster. 
| an office boy with the Washburn- 


| Moen Mfg. Co., which was ac-| DaNIEL W. CHAPMAN 
| quired by the American Steel & | 


| Wire Co. This in turn became in| Daniel Webster Chapman, 74, 
|1911, the Pacific coast depart- | retired hardware dealer and for- 
| ment of U. S. Steel Products Co., mer representative in the Vir- 
la subsidiary of U. S. Steel. After | ginia House of Delegates, died 
I eas merger he became assistant | at his home recently after a 
ltreasurer of the steel and wire long illness. He was a member 
| firm, and when the old Columbia | of the Trinity Methodist Church, 
| Steel Co. was absorbed by Big | of the Masonic order and of the 
Woodmen of the World. 





WILLIAM A. ROSS 


Steel he was elected vice-presi- 
|dent and treasurer. Two years | 
| later he was made vice-president | 
‘and general manager and finally | 
in 1939, president. 


HENRY M. KLEIN 


Henry M. Klein, 37, lumber 

'man and hardware dealer in 

an Hazen, N. D., and a former presi- 

M. H. WASEM | dent of the North Dakota Retail 

Maurice H. Wasem, 54, hard- Lumbermen’s Association, died 

| ware store owner of Halliday. recently. He taught school in 

N. D., died recently in a hospital | Hazen and Casselton before tak- 

at Bismarck, N. D. ling over the lumber company 
in 1937. 


J. R. DAWSON 


James R. Dawson, 56, manager 
j}and part owner of Raymond | 
Lumber & Hardware Co., Ray- | Gay’s hardware _ store, Rocky 
| mond, Ill., died recently having | Mount, N. C., and a past presi 
been in failing health for the | dent of the North Carolina Hard- 
past two years. He was manager | ware Dealers’ Association, died 
of the Litchfield Lumber Co., | recently at his home. Also owner 
until 1947 when he took over | of Gay’s funeral home, he was 
|the Raymond company. He was |a past president of the North 
active in the American Legion | Carolina Merchants’ Association, 
|and held several offices in the | and a member of the First Metho- 
dist Church. 


ROBERT R. GAY 


Robert R. Gay, 82, owner 0! 
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WILLIAM LANG 


William Lang, 55, junior mem- 
ber of Lang Bros. hardware store, 
Virginia, Ill., was killed recently | 
when a motorcycle struck him. | 


| Pontotoc, Miss. Since 1939, he } 
| had been Belknap’s sales man- | 
lager in Mississippi with head- | 
quarters in Tupelo. 


‘9 need more 
tools of this 

Rugged Quality 
and Right Balance!” 





ANGUS E. HUTHER 
CALVIN C. WELDON Angus E. Huther, founder and | 
Calvin Clyde Weldon, 52, man- |former secretary-treasurer of | 
ager of the southern sales divi- | Huther Bros., saw manufacturers, | 
sion of the Belknap Hardware & | Rochester, N. Y., died recently | 
Mfg. Co., wholesalers, Louisville, | at the age of 87. He was a life 
Ky., for 16 years died recently in | member of the Masons. 

















| 
HARDWARE BRIEFS | 





ARKANSAS NEBRASKA 


Bates Hardware Store, Sheri- Eugene James, Omaha, has re- 
dan, Ark., has been sold by C. R. | cently purchased the Bigler hard- 
Bates to Jewell Jones and Clif- | ware store from Mrs. E. Bigler, 


ton McCool. who has operated the store since 
soe the death of her husband 10 | 
lata years ago, lf the Demand were less, the 


Don F. Guglielmino plans to| [Edward Flake, Jr., has «| Supply would be sufficient! 


erect a new hardware store at | quired the hardware store oper- 
724 Spruce St., Newhall, Cal. | ated by his grandfather, William | 
| J. Ritter since 1893. 


Walter Byde Co., has opened | — 
a second hardware store in | OHIO 
et ie = 861 gees Pam | Pleasant Ridge Hardware Co., — 
anagement of Walter |; -innati, Ohio, has changed | Values aggravates the lack of supply. We're do- 
P. Byde, who is a partner in the | ; ‘ 
from a personal ownership to a 


company with his son, Norman : 

P. Byde and his daughter, Mrs. a The magepernters = | 
C. S, Achard. This store will | Alvin H. Schlesinger, owner, his | some better than it looks. 
seen queseil Mase of handoun wife, Elizabeth, and Ethel M. | 

. “ ” | Wise. 
giftware, household appliances | 


and sporting goods. 





Shortages in UNION goods are only due in part to 


_ limited production. An upped demand for UNIoN 


ing our best to restore the balance,—and that’s 


—- Remember.—Un10n Tools and Sporting Goods 

A fire recently caused consider- 
|able damage to the John Hines 
| appliance store, Sedalia, Ohio. 


ILLINOIS 

Raymond Bearden recently ee’ 
bought the interest of Henry | 
Grimm in their hardware store OREGON 
Grimm & Bearden, Anna, Ill.| Chown Hardware Co. recently | our loyal Dealers. “Hold open” for the new great 
The store is now called Bearden | opened a contractors’ supply and | 
Electric and has Hotpoint elec- | industrial store at 33 N. W. Lyth 
tric products, Goodrich tires, | Ave., Portland, Ore. The new | 
tubes and batteries and general | building will carry the firm’s 
supplies. lines of builder’s hardware, | 
power and hand and precision | 

M. C. Parker and son M. C. | tools for building contractors and | 
Parker, Jr., have recently opened | cabinet shops, Frank Chown, son 
a hardware store at 928 W. Fifth | of the company’s owner will move | 
St., Mt. Carmel, Ill. to the store, and Hugh Coffin, 
| with Chown for 30 years will | 
KENTUCKY | head the builders’ hardware de- | 

| partment. 


Carlisle Hardware Co., Inc., | — 


Bardwell, Ky., has been incorpor- | ' 
ated by W. G. Ward, E. P. Fisher | WEST VIRGINIA | 
Goshorn Hardware Co.., 


and P, L. Harrison. 

aca, Charleston, W. Va., will erect a 
MINNESOTA $60,000 warehouse at 401 Wilson | 
Gunther Hillerud, 75, recently ot. 
sold the hardware firm he or- | 
ganized in 1898 and retired after | Parkersburg Hardware Co., 
59 years in the hardware trade. | Parkersburg, W. Va., has been 
Robert Hauck, Rapid City, S. D., | incorporated by Ronald T. Pfalz- 
and Henry Mueller, St. Cloud, | graf, Carl H. Stevens and Frank 

Minn., purchased the store. M. Dunn. 





_are among those hardest to get, because among 


| those most in demand. But expanded output is 


coming through and increasingly will be felt by 


buys in UNION 


Roller and Ice Skates 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 
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These Ideas Brought Customers 


To Towns and Their Stores 


Here are a number of thumbnail sketches of tried and proven 
promotions that brought visitors to towns and sales to stores 





Aw event that serves 


to bring people to a town also brings 
potential customers to that town. 
Promotions that serve to put a town 
in the spotlight put that town’s mer- 
chants in a spotlight as well. The 
following are good examples of pro- 
motions that aided in bringing cus 
tomers to a number of towns—and 
to their stores. 
* 8 & 


Beautification Campaign 


The Chamber of Commerce of 
Eureka, S. D., recently instituted a 
beautification of Lake Eureka as an 
added attraction for shoppers in 
the area and for the attraction of 
tourists. Co-operation of the State 
Fish and Game Commission and the 
City government was obtained. 

* * * 


"Mugging" 

A merchant in Philadelphia, Pa., 
has increased traffic into his store 
through the exhibit of pictures of 
babies of his customers. So much 
interest has been shown that the 
time of each exhibit has had to be 
shortened in order to accommodate 
the long waiting list. What started 
out to be a sales promotion of short 
duration will now be extended. 
Mothers bring friends and_ rela- 
tions to the store to see how popu- 
lar their sons or daughters are. The 
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“rogues” gallery exhibit has proven 
so successful that the age limit has 
been raised to six years. 
* * * 
Tractor Invasion 


More than _ sixty-five farmers 
drove their tractors to Adams, Wis., 
for the annual Adams county fair 
last year as a mass demonstration 
of power farming. The farmers of 
the area gathered outside the city 
and were escorted in by the county 
police force. This mass tractor dem- 
onstration was one of the highlights 
of the opening, day and received 
state-wide publicity. 

* * * 


Ride ‘em, Cowboy! 


The tourist committee of Rapid 
City, S. D., Chamber of Commerce 
gains the co-operation of the: entire 
town in creating a western atmos- 
phere, for the benefit of tourists. 
The merchants and _ professional 
men of the city wear one of three 
types of cowboy hats during the 








summer season. The fact that the 
streets were full of people wearing 
these hats created in the minds of 
the tourists the idea that Rapid 
City was really a western town and 
induced a good number of them to 
prolong their stay in the area. 
* t * 


Farm Program 


The Ypsilanti, Mich., Chamber 
of Commerce conducts a_ year- 
round program for the farmers of 
the trading area. The program con- 
sists of 4-H club and rural school 
displays at the Fall Festival and 
includes improvement of farmer’s 
market, spring farmer’s day insti- 
tute, and the lending of assistance 
toward the procuring of needed agri- 
cultural equipment. The merchants 
also sponsor a display and demon- 
stration of farm equipment in con- 
junction with Michigan State Col- 
lege, and conduct a Future Farm- 
ers of America community fair. 

* 8 @ 


Agriculture to the Front 


The Chamber of Commerce of 
Olympia, Wash., realizing that agri- 
culture is the largest payroll in 
the area, has placed it first in their 
program for 1947. To put that pro- 
gram to work, the chamber is con- 
ducting a survey of farm production, 
special crops, etc., taking steps for 
an annuaal county fair; conduct 
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/ favorite pliers of 
good workmen 


Klein Pliers are favorites among 
men who know good tools. The 
reason back of this widespread 
preference is twofold: 











First: There are Klein Pliers for 
every job. -Husky side cutters for 
tough wiring jobs ...long-nosed 
pliers with tapered points for hard- 
to-get-at places... oblique cutters 
that easily cut through heavy wire. 


Second: Klein Pliers are drop| BRASS PLUMBING SUPPLIES 


forged from fine alloy steel by | 
handcraftsman methods. Each | 
pair has the proper balance and| FEATURING A COMPLETE LINE 
spring in the handles to prevent | 
tired hands... sharp knives that | 




































Combination Faucet + Basin Supplies + Basin 


stay keen after years of service...| | Cocks * Ball Joint Shower Heads Center Sets 
a imed hinge that keeps jaws per-| Duo Strainers * Flush Ells * Tank Levers + P O. 
fectly aligned for a positive grip. | 7 

Keep Kleins on your want list—| Plugs * Showers * Strainers * Traps + Valves 


your jobber will fill your order for 
these quality tools as soon as| 


possible. 





Distributed Through Jobbers 

The Klein Pocket Tool 
Guide showing the Klein , : 

. i tributor: Internat | Stand 
line and containing useful aaataaeaniengy : nee epnctiveet Gente 4"’ CENTER SET 

‘ e Electric Corp., New York 

tool information will be FITTING 
mailed on request. 








' 
Send for Our , oy , Illustrated Catalog 


eed © BD Ly feeeees] VISAR BRASS MANUFACTURING CO., Inc 
ty] : 


100 NORTH Ist STREET - BROOKLYN 11, N.Y. 





ILLINOIS 


20 BELMONT AVENUE CHI 
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agricultural tours; plan frequent 
meetings with rural leaders and 
farmers and invite them to monthly 
meetings. In addition the chamber 
is promoting the breeding and own- 
ership of purebred stock and encour- 
aging financial institutions to make 
loans for that purpose; the mer- 
chants will purchase, display and 
advertise local agricultural prod- 
ucts. The carrying out of this pro- 
gram will create much good will 
for the merchants of Olympia. 
* * * 


Merchants Sponsor 
Farmers’ Night 


The merchants of Burlington, 
Wis., were host to more than 300 
farmers and proved the close co- 
operation between the merchants 
and the farmers. A banquet and 
entertainment was provided as well 
as speakers who discussed the prob- 
lems of the day. 

* * * 


50 Year Farm Institute 


The Chamber of Commerce of 
Berlin, Wis., recently staged the 
50th Berlin Farm Institute and 
noted that farmers had come from 
many miles outside the Berlin trade 
area. A free lunch was served at 
noon by members of the Chamber 
of Commerce and the FFA boys. 
Speakers discussed many farm 
problems, and town and rural co- 
operation. Special programs in 
homemaking and home improve- 
men were provided for the women. 

- * * 


“Fiesta” 


Merchants of Joplin, Mo., staged 
a three-day fiesta, which attracted a 
large crowd into the city from the 
rural areas. 

The programs for the three-day 
event were all free and included: 
street entertainment, baseball game, 
motion pictures, dances, military 
parade, huge float parade, children’s 
parade; homecoming celebration, 
parade of bands and drum corps, 


and a continuous big carnival. 
* * * 


Farm Youth Day 


The general objective of the an- 
nual Farm Youth Day of the Pe- 
oria, Il]., Chamber of Commerce is 
to create a better understanding be- 
tween farm youth, their parents and 
leaders, and the business and in- 
dustrial leaders of Peoria. It has 
proven to be a splendid public rela- 
tions project. 

Some 1,500 boys and girls, farm 
youth leaders, parents, home and 
farm advisers take part. More than 
1,200 attend the annual banquet. In- 
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vitations go out to members and 
friends of 4-H clubs, Future Farm- 
ers of America, club group leaders, 
and officers and officials of all farm 
groups in three counties. The regis- 
tration and entertainment commit- 
tee is made up of business men and 
farmers. 
* . * 
Free Movie 


The merchant members of the 
Fremont, Neb., Chamber of Com- 
merce annually stage a free family 
movie for the people of the Fremont 
trading area. The party, which re- 
quires no tickets, is in appreciation 
for patronage of local stores and is 


well received in the trading area. 
* & & 


Good-Will Party 


The Milwaukee Journal and its 
radio station WTMJ play host an- 
nually, to some 1,200 boys and girls 
from all parts of Wisconsin. The 
party is held at the State Fair 
Grounds in Milwaukee, for an af- 
ternoon of fun, and a full evening of 





dancing and entertainment for 
members of the 4-H Club girls and 
boys, Future Farmers of America, 
Future Home Makers, Boy Scouts, 
Girl Scouts, and leaders of these 
junior groups. 
* * * 
Town and Country Luncheon 


One of the biggest parties put on 
annually by the merchants of Ypsi- 
lanti, Mich., is the Farmers Insti- 
tute, which begins at 10 in the morn- 
ing and ends at 3:30 in the after- 
noon. More than 250 farmers of the 
area are invited to the institute, 
which is climaxed by a “town and 
country” luncheon at noon. An out- 
standing speaker is brought to the 
Institute for this occasion and the 
speech concerns rural-city relation- 
ship. 

* 7 * 
Farm and Home Show 


The annual Farm Machinery and 
Home Equipment Show sponsored 
by the St. Joseph, Mo., chamber of 


(Continued on page 190) 








Lawn Mower Rack Profitable, Safe, Convenient 


HE problem of displaying lawn 

mowers effectively, without hav- 
ing them wheel out into an aisle, has 
been solved by the Dallman Hard- 
ware Co., Beloit, Wis., with a special 
display stand. 

The rack, which was made in the 
firm’s own shop, is made out of inch 
pipe with a floor border which pre- 
vents mowers from moving out of 
place. The piping extends upward, 


*~ 
oa 

P. 
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too, so that lawn mower handles stay 
in place. At eye level a wide board 
has been fitted into place over the 
piping so that lawn clippers and 
other lawn and garden tools can be 
shown at this spot. People who buy 
a lawn mower need other items. 

This lawn mower stand is put out 
each year on the first of April and 
is responsible for many early sales 
of such items, says Mr. Dallman. 
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Compact and efficient, this rack was made in the firm's own shop. 
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FERRY CAP 




















O hold parts rigidly in place—and to provide for quick, 
easy adjustment—makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 




















These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 
needs. 

“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 

Square head and headless—cup and oval point—case hardened 
—sizes %4” diameter and larger. Carried in stock for imme- 
diate shipment. 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD, DEPT. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 


 — 
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Dairy product receptacle— 
Suggested retail prices on the “Dairy- 
aid,” dairy product receptacle, made by 
The Yankee Craftsman Products Co., 
Framingham, Mass., have been reduced 
and are now as follows: Dairyaid Junior, 
$5.48; Standard model, $5.98, and 
Jumbo, $6.98. 

+ 3 * 

Some steel products cut—On 
April 17, revisions in extra charges on 
hot rolled wire rods, welded wire fabric 
and certain types of manufacturers’ 
wires, amounting in effect to price re- 
ductions, were announced by the Amer- 
ican Steel & Wire Company. The re- 
vised extra cards ere being sent to the 
trade, and are the result of a careful 
study, “reflecting technological im- 
provement in the science of steelmaking 
over the past decade.” The revisions 
will result in simplification of the extras 
set-up, the company said. 

s + * 

Oil burning water heaters— 
The B. K. Sweeney Mfg. Co., Denver, 
Colo., has announced price reductions 
of as high as seven per cent on its en- 
tire line of current water heater models, 
effective April 25. To effectuate the re- 
ductions, the company lowered prices 
to distributors and by allowing freight 
costs made it possible for the dealer to 
buy at lower onsts, reducing suggested 
retail selling prices. 

ees 

Wire products, etc.—Keystone 
Steel & Wire Co, Peoria, IIl., has an- 
nounced that accepted orders now on its 
books will be invoiced at prices no 
higher than those in effect as of April 
28, according to an announcement by 
Walter H. Gardner, general sales man- 
ager. This ended the company’s “price 
in effect at time of shipment” policy 
established in Sept., 1939. 

. * - 

Plastic garden hose, etc.— 
American Extruded Products Co., Inc., 
Hollywood. Calif., manufacturers of 
plastic garden hose, plastic fibers for 
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weaving, and simulated leather on 
April 25 reduced prices up to as much 
as 22 per cent on major items. 

* * « 


Electric irons—Noblitt-Sparks 
Industries recently announced a reduc- 
tion from $10.65 to $9.95 in the price of 
its Arvin automatic electric irons. 

* * 6 


Dropping the “escalator” 
clause—D. C. Minard, vice-president 
of Trane Co., manufacturers of heating 
and air conditioning equipment, an- 
nounced recently that the company had 
dropped escalator clauses (the familiar 
“price ruling at date of shipment” 
phrase) from its sales contracts. This 
action, said Mr. Minard, would help ab- 
sorb possible “raw material cost in- 
crease and stimulate building programs 
delayed because of unstable prices.” 
Combustion Engineering Co. also an- 
nounced elimination of “escalator 
clauses” from contracts covering smal] 
industrial stokers, normally shipped 
within six months from date of quota- 
tion. The clauses, in use for several 
years, provided for increased prices if 
material costs went up before shipment. 

* = © 


Another “firm price” an- 
nouncement—The Buffalo Forge Co, 


and its subsidiary, Buffalo Pumps, Inc., 
have announced that firm prices will be 
effective, as of April 11, on all their 
lines of fans and blowers, power plant 
and air-conditioning equipment, unit 
heaters and pumps. 

- 3 7. 

Some downs —some ups — 
Emerson Radio and Phonograph Corp., 
on April 14, cut prices from $3.00 to 
$20.00 (9 to 17 per cent) on nine of its 
45 radio-phonograph models. Benjamin 
Abrams, president, said that Emerson 
slashed its prices below cost. However, 
that “we look for a drop of 10 to 20 
per cent in the prices of components in 
the next 30 to 60 days. Even if we have 
gambled wrong on our suppliers, we do 


not intend to restore the price cuts just 
instituted. All models affected,” said 


Mr. Abrams, “are in the hands of deal- 
ers who will have to take markdowns on 
inventory.” Also on April 14, some man- 
ufacturers of non-leather soling, an- 


nounced that they were cutting the price 
of composition soles 40 per cent, and 


rubber soling 10 to 25 per cent. The 
Howell Company, furniture makers, re- 
cently announced a 5 per cent reduction 
in chrome steel chairs, effective April 
21, “despite spiralling material and 
labor costs,” to “co-operate with Presi- 
dent Truman and leading businessmen 
to benefit the consumer.” Standard Oil 
Company of New Jersey has announced 
a 5 per cent cut in its price of asphalt 








ADVANCES 
One line storage batteries for automobiles. Platinum 


DECLINES 


Extras for some steel products. One line of automatic electric irons. 
One line dairy product receptacles. Certain radio sets. Some items in 


one line of paints, varnishes, enamels. 


Non-leather soling. One line 


chrome steel chairs. One line plastic garden hose. Simulated leather. 
One line copper wire, magnet wire, cables for construction, etc. Asphalt. 
Some pressure cookers. 


ADVANCES EXPECTED 
Some electric appliances. Some industrial electric items. 


PRICES REAFFIRMED 
One line fans, blowers, air conditioning equipment. Some wire products. 
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@ Customers know that jobs get done faster and better with circle ® prod- 
ucts... because these bolts and nuts are noted for their uniform size and 
strength. That’s why customers prefer circle @ products ...why they prefer 
to place their orders with merchants who handle this nationally-known and 
nationally-advertised line of bolts and nuts. Here’s a good opportunity for 
you to profit through established customer acceptance. Why not take ad- 
vantage of it...at once.. . by stocking the circle © line. 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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OF SOUTH BEND CROQUET 


POPULARITY 





C he 


MILLIONS play Croquet! 
But no standardized instructions 
guiding the game have ever been 
available. In answer to the wide- 
spread interest, South Bend has just 
published the 16-page, 2-color book, 
How To Play Croquet, complete 
with full page diagrams and instruc- 
tions. It is now available free with 
the sale of each croquet set, other- 
wise at 25c per copy, 
and to dealers in quan- 
tity lots at discount. 
Take advantage of 
this Croquet Popu- 
larity, and let South 
Bend Croquet sets 
be a means in your 
store to greater in- 
terest in other out- 
door equipment. 


SALES REPRESENTATIVES 
Eastern — Julius Levenson, 7 E. 17th St., N. Y. 
Southern —Louis Williams, Nashville, Tenn. 
Midwest— South Bend Toy Mfg.,So. Bend, Ind. 
So. Calif. & S. W. — Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Calif. 

No. Calif.—Standard Toy Agencies,7 18 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.— Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 


coguel 


AMERICA'S FAMILY GAME 





Croquet Sets * Baby Carriages ° Children’s Furniture 
Doll Carriages « for over 70 continuous years. 
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SOUTH BEND 16-PAGE 
CROQUET RULE BOOK 














-home appliances. 


used as roofing material and insulation. 
The Electric Storage Battery Company 
has announced about a seven per cent 
increase in prices of replacement bat- 
teries for automobiles because of higher 
material costs. On April 14 the price of 
platinum went up $5.00 per Troy ounce, 
to a range of $63.00 to $66.00 per 
ounce. 
a - + 


Westinghouse price plans— 
Westinghouse Electric Corp. has an- 
nounced that the prices of some of its 
industrial products will be raised as a 
result of the recent 15-cent hourly wage 
increase, but it will “hold the line” on 
B. W. Clark, vice- 
president, pointed out that Westing- 
house prices have gone up only 24.5 per 
cent since 1939, while the index for all 
wholesale prices, excluding farm prod- 
ucts, has gone up 56.5 per cent. In the 
same period, he said, prices for all man- 
ufactured goods have increased 43.8 
per cent, while raw materials are up 91 
per cent. “Westinghouse recognizes,” 
said Mr. Clark, “the national need for 
price stability and for the lowest pos- 
sible prices that will maintain a sound 
profit position, not alone for this year, 
but over the next few years.” Through 
most of the period of increasing costs 
since 1939, Westinghouse continued its 
policy of quoting “firm” prices on most 
goods, 


% * * 


Cutlery — Englishtown Cutlery 
Ltd., 280 Fifth Ave., New York 1, 
N. Y., has announced that “if (price) 
adjustments become necessary, we shall 
continue to make adequate provision to 
protect our customers against inventory 
losses, as we have already done in the 
case of our line of kitchen tools.” 

* * * 


Paint, varnish, enamels — 
Gillespie Varnish’Company, Jersey City, 
N. J., manufacturers of paints, var- 
nishes and enamels, announce reduc- 
tions in price on a number of items, 
ranging as much as 25 per cent. In- 
cluded among the products to which 
the new prices apply are such items as 
colors in oil, colors in japan, bulletin 
colors, certain varnishes, shingle stains, 
trim and trellis colors, certain barn 
paints, screen enamel, aluminum paint, 
etc. 

* . cs 

Hotpoint predicts rise—Early 
advances in prices of electric kitchen 
appliances were predicted by L. C. 
Truesdell, vice-president of Hotpoint, 
Inc. He said prices the company is 
paying for materiais are rising, despite 
widely publicized reports of easing 
prices. Some of the price advances in 
materials since Jan. 1 have been severe. 
Hotpoint announced recently a wage 





increase of 10 cents an hour. With no 
specific information on the extent of 
th. price increases to be made, it was 
indicated that adjustments would be 
made on each product individually. 
Present prices of appliances of General 
Electric Company, of which Hotpoint is 
an affiliate, are about 20 per cent above 
the 1941 level on the average. Another 
electrical appliance manufacturer, the 
Apex Electrical Mfg. Co., also said re- 
cently that higher costs necessitated an 
upward adjustment of selling prices. 


* ~ + 


Copper fabricators encour- 
aged—Copper fabricators are cheered 
by the Senate’s vote to suspend the 4- 
cent a pound copper tariff. Domestic 
demand now exceeds domestic output. 
The tariff on top of the already high 
copper price, fabricators say, has been 
making it impossible to import foreign 
copper without raising prices of their 
finished products. General Cable Co. 
has announced cuts of 6 to 12 per cent 
on copper wires, magnet wires and 
cables used in construction, electrical 
utility, automobile, radio and home ap- 
pliance industries. The Triangle Con- 
duit & Cable Co., announced it would 
henceforth “stabilize” its prices at the 
present level until the end of this year, 
abandoning the wartime practice of sell- 
ing at the “price in effect at time of 


shipment.” 
tk ak oa 


“We sincerely hope” — The 
several recent steps toward labor peace 
in the steel and automotive fields give 
hope of steadier, perhaps larger produc- 
tion. They offer, however, no encour- 
agement in the spreading, but sporadic, 
campaign to “cooperate with the Presi- 
dent,” and to “bring down retail prices.” 
U. S. Steel and the steel workers (some 
140,000 benefiting) agreed on an ap- 
proximate 15 cents an hour raise, which 
President Fairless says will “directly re- 
sult in an estimated increase of $75,- 
000,000 a year” in employment costs to 
the corporation. However, regarding 
prices, Mr. Fairless asserted: “We sin- 
cerely hope that with existing high 
levels of operations, these increased 
costs can be absorbed within the limits 
of present prices for our steel products.” 
Because of its vital role in the nation’s 
production program, peace in steel can 
unlock the flood gates in other indus- 
tries, by insuring a steady supply of this 
still-scarce metal used widely in the 
manufacture of refrigerators, automo- 
biles, radios, ranges and scores of other 


items.” 
+ a = 


Slight output rise in steel— 
For the week ended April 26, the steel 
industry scheduled operations at 95 per 
cent of ingot capacity, equivalent to 
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1,662,400. net tons of production, ac- 
cording to estimate by the American 
[ron and Steel Institute. This was a 
moderate gain oyer the preceding week, 
though a month ago the rate had risen 
to 97 per cent, and production to 1,697,- 
400 tons. A year ago operations at 73.6 
per cent produced 1,297,100 net tons. 


a. = @ 


Washing machines — Factory 
sales of household washers in February 
hit an all-time high of 271,338, com- 
pared to 89,308 in the same month of 
1946, when the industry was still in 
process of conversion from wartime 
manufacturing, and an increase of 74 
per cent over 155,546 in Feb., 1941, 
final full prewar production year. Feb- 
ruary sales exceeded January’s, of 240,- 
233, by 12 per cent. Washer sales for 
the two months amounted to more than 
one-fourth the total for all 1946, big- 
gest year in the industry’s history. Sales 
of ironers in February were 23,239, 
compared to 15,509 in January and 
7,339 in Feb., 1946. 

om 7 + 

Says Johns-Manville—Johns- 
Manville building materials prices have 
had an average rise of only 15.3 per 
cent since Dec., 1941, despite a general 
building materials rise of 62.2 per cent, 
L. H. Brown, chairman, told * stock- 
holders recently. Prices wil] decline 
somewhat in the coming period of sta- 
bilization, but wages will be deflated 
very little, he said. “Therefore, as 
prices come down, the buying power of 
the factory worker will increase.” Johns- 
Manville production is at record levels, 
and the company still has a big back- 
log of business ahead. Some of this 
backlog comes from the necessity of 
stocking up dealers to normal levels. A 
recent survey indicated that Johns-Man- 
ville dealers had low inventories of the 
company’s products, ranging from 50 
per cent of normal in some products to 
as little as 13 per cent of normal in 


others. 
. * . 


Acme steel reports—At the 
company’s recent annual meeting, C. S. 
Traer, president of Acme Steel Co., said 
1947 will prove a better year for Acme 
in both sales and earnings than 1946. 
Sales in the first quarter were at an 
annual rate of more than 30 per cent 
above 1946. Last year’s operations were 
the best in the company’s history, ex- 
ceeding the war-time peak by 50 per 
cent and the best peace-time year of 
1929 by 75 per cent, notwithstanding 
that the equivalent of three months’ 
sales was lost because of strikes. 

o * 


Crane Co. reports firmness— 
Crane Co. sees no evidence of a weak- 
ening price structure thus far, although 
demand for about half its product line 
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<i KNOW POPU 
FEATURE 


NYTWIST? 


- RAIN-BEAU'S IMPROVED CUTTYHUNK-TYPE LINE WITH — 


i oe oe 


MINIMUM STRETCH 


GREATER STRENGTH e@ SMALLER DIAMETER 
Because it provides — 


Added Power on the Reel — No Broken Reel Spools 
More Backing-up Line For Emergencies 





Sportsmen and charter boat captains 
everywhere agree that this new 
Nylon twist is superior to any salt 
water line ever developed. Nytwist 
stands abrasion better than linen. 
Nytwist does not absorb water. It 
will not rot or deteriorate with age. 
Due to its greatly reduced stretch 
and its smaller degree of contrac- 
tion, it will not damage reel spools. 
It will not untwist under ordinary 


- 









a ee 


any. 
pe obi lich 


conditions, and rarely needs cutting 
back, even after months of severe 
service. 

You can depend on -_NYTWIST’S 
leadership. Your customers can de- 
pend on its performance. Your 
stock is not complete without it. 
Available in all usual sizes and 
lengths, beautifully packaged. 

SEND FOR RAIN-BEAU'S 1947 CATALOG 

It's full of profitable surprises 


FAG 








RAIN-BEAU PRODUCTS CO, CANTON, MASS. DIV. OF INTERNATIONAL BRAID CO., PROVIDENCE. R. | 
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Steel”? Rake 


SEE THE PARADE OF 
PELICAN SALES FEATURES 


Pelican Users never bend or 
stoop. They clean their lawns 
with a grin instead of a groan. 


| pick up, gather and deposit 
huge piles of leaves, grass or 
trash by fingertip control. I'm 
easy and fun to use. 


Ladies love me because I'm so 
_ light. | sweep like a broom... 
have two great big jaws: eleven 
fixed teeth; ten swinging teeth. 


| gobble dollars for you during 
a long selling season (March to 
November). 


Your customers see me adver- 
tised in leading home maga- 
zines, | retail for just $2.25 
(slightly higher on West Coast 
and Canada). 





This Big-Jawed Bird 
isa Buy-Word... 
Order Today 


DEPT. AH, YORK, PENNSYLVANIA 


178 








Pelican 








has passed the “pipe-line filling” stage, 
J. L. Holloway, president, said recently. 
Barring an unforeseen decline in build- 
ing activity, this year’s business should 
equal or exceed last year’s record peace- 
time level, and there is little room at 
present for price cuts. In fact, Mr. 
Holloway said, wage negotiations now 
under way may result in increases 
which will further advance production 
costs. 
. . . 

Plastics for refrigeration — 
The Refrigeration Equipment Manufac- 
turers’ Association reports a large in- 
crease in the use of plastics in home 
refrigerators, freezers, and air condi- 
tioners this year, as the result of the 
development of new plastics, tougher 
and more resistant to cold, moisture, 
and food acids. Among the uses listed 
for plastics in refrigerators, freezers, 
and air conditioners, were fruit and 
vegetable compartment doors, shelves, 
shelf supports and shelf coating, drip 
trays, controls and knobs, handles, lamp 
shields, clock faces, door hinges, freezer 
liners, door liners, grills and dials. 

* 6 *@ 


Vacuum cleaners set record 
—Factory sales of household vacuum 
cleaners in March reached a new high 
of 320,047 units, says C. G. Frantz, 
secretary-treasurer of the Vacuum 
Cleaner Manufacturers’ Association. 
March sales gained 17 per cent over the 
units sold in February, and topped the 
March, 1946, figure by 142 per cent. 


’. * + 


Four million radio sets — 
Production of radio receivers in the 
first quarter totaled 4,231,415 units, the 
Radio Manufacturers’ Association has 
announced. Output of television, fre- 
quency modulation sets and phonograph 
consoles increased steadily in the period. 
The Association also says that a survey 
just completed by its parts division, on 
the use of brand names, indicated that 
a majority of parts manufacturers im- 
print their brand aame or trademark on 
products, shipping containers and pack- 
aging. 

2 > . 

OPA dies—On April 23, Presi- 
dent Truman announced the abolishing 
of OPA and three other control 
agencies, effective June 1, and ordered 
most of their remaining functions, in- 
cluding rent controls, transferred to 
other departments on May 4. The exec- 
utive orders wipe out, hesides OPA, the 
Civilian Production Administration, and 
the Office of War Mobilization and Re- 
conversion, together with the Office of 
Temporary Controls, which was set up 
last December to start the liquidation 
process. The orders direct the transfer, 
among others, of these functions: Rent 





BURGESS 













This perfect pair for personal portables, the 
new No. 2R “‘A’”’, (left) made expressly for 
personal portables and No. XX45, 6714 volt 
“B” battery, give more listening pleasure and 
mean more sales and profits for you. Order 
your stock today. 


This bright, new package of 12 
2R “A” batteries does its own 
selling. Carton fits into small space on your 
counter. Remember, Burgess recognized qual- 
ity is preferred by 2 out of 3 electronic engi- 
neers. Push Burgess—for more sales and profits! 


NEW! 


The Vacation 
Kit! 


Sell a whole vacation’s listening 

pleasure—6 No. 2R “A” bat- 
teries and 1 No. XX45, 6744 volt “B”’—in an 
attractive kit which packs easily into the vaca- 
tion suitcase. A big seller to thousands of 
vacationists, as well as “‘stay-at-homes’’, teen 
agers and traveling men. Ask your distributor 
for this new profit-package. 


BURGESS 


1S THE COMPLETE LINE OF 


BATTERIES 


BURGESS BATTERY COMPANY 








FREEPORT HLLINOIS 


HARDWARE ACE 
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controls from OPA to the federal hous- 
ing expediter. OPA activities relating 
to claims and overpayment on subsidies 
and price adjustments, to the R.F.C. 
OPA controls over rubber, hard cordage 
fibers, tin, antimony, cinchona and 
streptomycin, to the Department of 
Commerce. Congress had extended 
mbber controls until next March 31, 
and on the others until June 30. The 
President also directed the Department 
of Justice to take over pending litiga- 
tion and enforcement work from the 
emergency agencies, 
* * 

High prices cut savings — 
prices and expanded consumer credit 
are causing Americans to dig deeply 
into their savings accounts, the Com- 
merce Department said recently. It re- 
ported individual savings dropped from 
the rate of $33,000,000,000 in 1945 io 
about $19,000,000,000 in 1946, a de- 
cline of 43 per cent. Savings out of cur- 
rent income during the first quarter of 
1947 have gone down even further. 





* * * 


Pressure cookers — National 
Pressure Cooker Co., Eau Claire, Wis., 
recently announced a reduction in the 
fair traded retail prices of Presto cook- 
ers, effective May 1. In the east these 
are: 24 quart size, $11.95, and 4 quart 
size, $12.95. 


* * * 


Store sales—Department store 


sales throughout the country declined 6. 


per cent in the week ended April 19, 
but were ahead 3 per cent in the latest 
four weeks, compared to year-ago 
periods, the Federal Reserve Board re- 
ports. The decline in the latest week 
was due in large part to the fact that 
Easter fell earlier this year, while last 
year’s record included pre-Easter busi- 
ness, 
~ e Aa 

Those community “mark- 
downs”—An official of a leading New 
York department store said: “Retailing 
has gone back to its normal pre-war 
practices—that means we are marking 
down prices of goods until they move, 
and some, therefore, are sold at a 
loss.” He described this as a “variation 
of the Newburyport (Mass.) plan,” 
which calls for a flat 10 per cent cut on 
all lines, good and bad, since “we mark 
down only the bad.” With sales still 
booming, retailers in Newburyport say 
they are preparing to extend their 10- 
day experiment indefinitely. More com- 









munities—and wholesalers—throughout 
the nation are enlisting in the plan, as 
its sponsors insisted it is not a “mark- 
down sale.” An effect noted in lines, 
like men’s clothing, where wholesale 
Prices are up slightly, is that many re- 
tailers are trying to hold their present 
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Seven league boots are out of date! 








The fastest way these days to get supplies and parts for 
clamoring customers is by super-speedy Air Express. It’s 
like having all your suppliers “right next door” when you 
specify Air Express delivery. No source — including many 
abroad — is more than mere hours away. 

Planes carrying your Air Express shipments are bigger 
and faster today, and schedules are more frequent. Air speeds 


‘Specity Air Express-its Good Business 














































up to five miles a minute make coast-to-coast overnight 
delivery routine. Air Express rates are low. So keep cus- 
tomers satisfied, and do more business, too. Profit from the 


speed of Air Express. 


@ Low rates. @ Special pick-up and delivery at no extra cost. 
@ Direct by air to and from principal U. S. towns and cities, 
e@ Air-rail between 22,000 off-airline offices. 

@ Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action . . . Write today for Schedule of 
Domestic and International Rates. Address Air Express, 230 Park 
Avenue, New York 17. Or ask for it at any Airline or Railway 
Express Office. Air Express Division, Railway Express Agency, 
representing the Airlines of the United States. 





















GETS THERE FIRST 



















Rates are low 


To Air Express a 16-lb. shipment 
1349 miles costs only $6.39! 
Heavier weights — any distance — 
similarly inexpensive. Investigate! 








—— ANDROCK F——= 


WIRE 


Scoops 


@ Hundreds of uses for this handy, 
convenient wire scoop...especially in 
harvesting and handling crops of all 
kinds. Cannot slice or 
damage fruits or vege- 
tables...will not gather 
dirt. Strong and sturdy, 
yet lightweight and 
easy to handle. 


WOOD HAND GriP—Comfort- 
able, spade-type. 


30” HANDLE—for convenient, 


easy use. 


REINFORCED BRACE— Pro- 
vides strong support for 
large capacity blade. 


RUST RESISTING—Alu- 
minum finish. 


15” x 17” BLADE — 16 
Heavy wires attached 
to smooth, slice-proof 
metal blade. 


NO. 70 


THE 


180 


“SHOLDER” SCOOP 





WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS., ROCKFORD, 
ILL., NILES, MICHIGAN 


































price levels by lowering their mark-up 
rate. Business observers warn against 
overestimating the net effects of scat- 
tered price cuts, and confusing them 
with seasonal price adjustments such 
as the summer drop in cost of anthra- 
cite coal and post-Easter clearance sales 
in retail stores. President Truman is 
said to consider the reaction to his 
price-cut plea as “fair.” 
* * 7 

The Truman price cam- 
paign—How stands the nation’s price 
structure today, after a month of wide 
discussion sparked by President Tru- 
man? In general, although reductions 
have been spotted here and there, the 
consumer finds many prices unchanged, 
and some increased. Some analysts say 
the prices of too many “key commodi- 
ties” are as yet untouched for recent 
spectacular reductions to be followed by 
a general retail decline soon. Many re- 
tailers, in spite of seasonal sales, cuts 


in hard-to-move goods, and publicized 
across-the-board cuts by communities, 
say they can do little about general 
until 


price reductions manufacturers 
act. The manufacturer’s finger is pointed 
at basic materials prices and labor costs. 
A survey by the Associated Press showed 
declines in wholesale prices of 
these commodities April 24 as compared 
with a week earlier: Scrap steel, tur- 
pentine, several food-stuffs, hogs, corn 
and oats. Increases were reported on 
hides, cattle, rye and cotton. Unchanged 
in price were: Cement, rubber, bitumin- 


spot 


ous coal, petroleum, linseed oil, steel 
billets, lumber, burlap, sugar, wheat, 
wool, rayon, cotton cloth, silk, antimony, 
tin, zinc, lead and copper. In fact, with 
the exception of scrap steel and turpen- 
tine, the great “basic raw materials” 
were unchanged, not only for the week, 
but also since April 1. Non-ferrous 


metals remained at the year’s high 


prices. 


Details on the U. S. Steel-U.S.W.A. 
Two-Year Wage Contract 


By TOM CAMPBELL 
News-Markets Editor, 


The Iron Age 


A Chilton @ Publication 
Affiliated with Hardware Age 


ONTRACT Dates—The U. S. 
Steel Corp—USWA contract is 
retroactive to April 1, 1947. It runs for 
two years, expiring May 1, 1949. Either 
side can reopen the contract next year 
on the wage problem alone. 

Increase—The general 
crease amounts to 1244 cents an hour 
or $1 a day. According to the union, 
another 24% cents has been granted to 
cover wage inequity and differential 
adjustments.,; The company made no es- 
timate on this phase but confirmed that 
adjustments would be made. 

Base Rates—The basic labor rate 
of 96% cents an hour becomes $1.09 
an hour under the new contract. The 
top rate in the wage scale becomes 
$2.25 an hour. Job classifications ap- 
proved between the union and the com- 
pany on Jan. 24, 1947, numbered 31, 
ranging from 9644 cents an hour to a 
top of $1.98 an hour. The increment 
between the classifications was 34% 
cents an hour. Under the new contract 
this difference is now 4 cents, starting 
with $1.09 and ending with a top of 
$2.25. This adjustment took care of 
workers who had benefited by the job 
classification agreement and included 
them in the new géneral wage increase. 

Wage Cost—w. S. Steel Corp. says 
the entire wage program will cost them 
$75 million a year. The union says $42 


wage in- 


million. The difference is caused by 
both sides talking about different costs. 
Mr. Fairless’ estimate covers the cost 
when applied to all subsidiaries of 
U. S. Steel Corp. The actual wage bill 
will not be known for several months 
additional cost to the industry will come 
from white coilar increases. 

Severance Pay—A steel worker dis- 
placed through a permanent shutdown 
of a plant or department gets severance 
pay. It will range from four weeks’ pay 
for three years’ service up to eight 
weeks’ for 10 years. 

Vacations—For the first time in steel 
industry history three weeks’ vacation 
with pay is granted to employees with 
25 years’ service. One week’s vacation 
is granted for one year’s service and 
two weeks for five years’ service. 

Portal-to-Portal—The union agrees 
the company shall not pay for travel or 
walking time or time spent in prepara- 
tory and closing activities during the 
length of the contract. The union will 
neither make new claims nor aid exist- 
ing or future claims against the com- 
pany for portal-to-portal time, prior to 
the termination of the new agreement. 

Average Earnings—U. S. Steel 
Corp. average earnings under the new 
agreement will be about $1.47 an hour 
—about 73 per cent greater than the 
comparable rate of 85 cents an hour im 
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January, 1941. The company says aver- 
age weekly earnings of steel workers 
last month were $52.50—under the new 
agreement this would have been $58.50, 
the company reports. ; 


Prices—U. S. Steel Corp. hopes that 
increased costs can be absorbed under 
present steel prices. This means there 
will be neither price reductions nor 
price increases for the time being at 
least. The company is counting heavily 
on employee co-operation to keep costs 
down. 


Geographical Differentials — The 
present southern differential of 17% 
cents has been reduced by 3 cents. The 
2% cents differential at the corpora- 
tions Duluth plant of American Steel 
& Wire has been eliminated. This means 
that the southern workers of the cor- 
poration received a minimum general 
increase of 15% cents an hour exclu- 
sive of other benefits while the Duluth 
workers received a general minimum 
increase of 15 cents an hour. 


Welfare Package—U. S. Steel 
Corp. has agreed to participate in the 
establishment of a new plan involving 
life, accident, health, medical and _ hos- 
pital insurance. The coverage and con- 
tent of the new plan, its effect on the 
present U. S. Ste2l group life insur- 
ance plan, and other pertinent consid- 
erations, will be studied by the union 
and the company. The study must be 
finished by Nov. 1 of this year. An 


agreement will follow the study. 


Maintenance of Membership—De- | 


spite shadow-boxing on both sides, the 
same form of maintenance of member- 
ship as has been in previous contracts 
is retained. Employees may withdraw 
from the union within 15 days after 
the contract has been signed. If they 
don’t their dues are deducted by the 
company after that time. 





Hanover Corronized 
Insect Screening 


RIOR to World War II, the Han- 

over Wire Cloth Co., division of 
Continental-United Industries Co. 
Inc., Hanover, Pa., manufacturers of 
insect screening was producing quite 
substantial square footage of cor- 
ronized insect screening. However, 
with the start of the war causing re- 
strictions and limtations on the use 
of nickel, this plated procedure had 
to be halted. 

The corronizing process, orig- 
inated by the Standard Steel Spring 
Co., Coraopolis, Pa., is a combina- 
“ih of nickel and zinc plating, fol- 
lowed by a special heat treatment, 
which through the fusion of the two 
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ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE PANS - SAUCE POTS 


WITH or 
WITHOUT COVERS 


2-3-4 quarts 





Truly one of our finest metal ware! Made of heavy gauge stainless steel 
and special pluramelt. Choice of stainless steel handles, or panelyte 
handles. Ample supply for buyers who order now! 


WE ALSO HAVE AVAILABLE 
ALL STAINLESS STEEL eae PANS 


(special pluramelt—heavy gauge). Choice tainl steel 
er panelyte handles. Diameters neon! 


LADLES 2-4-7-9 oz. © SKIMMERS © FORKS @ CAKE TURNERS and SPATULAS 
plain or perforated © COCKTAIL and JULEP STRAINERS © RACKS © JIGGERS 
BUTTER-CHIPS © ASHTRAYS 
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We invite you to visit our New York Showroom and see our exceptional 
line for home use, restaurant and hotel needs. 
In view of our increased production, we are happy to announce a reduc- 


tion in our prices. 
Write for our new catalog. 


FREEPORT MACHINE WORKS, INC. 


OFFICE AND SHOWROOMS: 16 East 52nd Street, New York 22, N. Y.—Phone: PLaze 3-8225 
FACTORY: Freeport, N. Y. 











HERE IS THE 


WINDO-LOC 


THE OLD THE NEW 





THE NEW, IMPROVED SASH LOCK 


The first radical change in sash locks in years! The new WINDO-LOC, in locked 
position allows for the locking strain to be parallel to the window sash instead of 
the old method of perpendicular strain. This means tighter fitting moving parts 
and less air seepage, by pulling the window frame together. Brass plated finish, 
and reinforced beveled edges for extra strength. Moving finger fits in locked 
position on notched edges of the tapered platform. Investigate this new fast 
seller TODAY — Write to.... 


ROP-LOC PRODUCTS COMPANY 


1401 WEST 9th STREET ° + * * CLEVELAND 32 oe 









VLCHEK 


12 POINT 
OPENING 






























metals a corrosive in- 
hibitor. 

' During the war years, while Han- 
over was not producing any cor- 
ronized screening, it was, through 
co-ordinated efforts with Standard 
Steel Spring Co., conducting re- 
search work and experimentation on 
the installation of proper controls 
for this new type plating. The 
manufacturer states that the su- 
periority of this coating as com- 


produces 


pared to any other type of coating, 
has been proved by actual and prac. 
tical tests. 

When the process has been com. 
pleted, the product has a light slate 
color, and the rolls of screening are 
sent to the painting department 
where it is given a dip coating of 
gray enamel with a slight blue tint. 
The corronized insect screening 
should be available to consumers 
late in the summer. 


WAA “Customer Service Center’ 
Arouses Washington Interest 


New merchandise approach may 
greatly boost sales of war 
surplus items 


ITH the opening of its Dis- 

trict of Columbia “Customer 
Service Center” literally within sight 
of the Capitol, Congressmen and 
other interested officials may ob- 
serve the working of the War Assets 
Administration’s latest approach to 
merchandising in a new attempt to 
boost sales of war surpluses. 

At the end of opening day, WAA 
said, its salesmen had totaled ap- 
proximately $1.1 million in orders, 
ranging from small lots of small 


Property section reported approxi- 
mately a score of inquiries as to 
available surplus plants and real 
estate. 


Forty-Six Centers 


Establishment of the customer 
service centers marks a wide depar- 
ture from most of the disposal meth- 
ods tried or practiced by the agency. 
There are now 46 in operation and 
WAA hopes to establish at least 100 
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items to railroad cars. The Real in the nation’s larger cities in the 





Selling surplus: 
WAA officials, ex- 
plaining that 
there is a buyer's 7 
market in surplus —_ 
now, are setting 
up customer ser- 
vice offices 
throughout the 
country. Their 
idea is to move 
the surplus quick- 
ly before the 
flood of recon- 
verted production 
swamps the agen- 
cy's stocks. 
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year future. WAA is admittedly 
reing against time—against the de- 
yloping “buyers market” when it 
can no longer name its own price 
but must bargain and haggle in or- 
der to obtain sales. 


Procedure 


The centers are patterned after 
the service or sample rooms which 
sre maintained by mail order ‘houses 
where a Customer may examine cat- 
ilogs or flyers and enter orders. 
Like these mail order branches, no 
over-the-counter orders are taken. 
But the buyer has the opportunity 
of examining samples or blown-up 
photographs of the goods he wishes 
to buy and if satisfied may place an 
order then and there. 

WAA goes even a little further. 
Before the order is signed, the sales- 
man telephones or teletypes the 
nearest regional office holding the 
merchandise in order to make sure 
the items are still in stock and have 
the amount of sale held until the 
oficial order is received. 

“Orders will be taken for prop- 
erty within or without the region 
(where the center is located) ,” Mr. 
Littlejohn says, “and sales are com- 
pleted in one place from start to 
fnish, from inquiry to payment.” 

“Personnel at centers will be able 





to answer all inquiries about sales,” - 


he adds, “and will handle priority 
applications. Furthermore, any com- 
plant may be brought to a center 
for adjudication.” 

A complete file on offerings in all 
regions will be maintained at all cen- 
ters under the new procedure, it is 
emphasized. All kinds of offerings 
will be coordinated through the ser- 
vice centers including national and 
tegional sales programs, fixed price, 
sealed bid, spot bid and auction 
sales. Property offered in any type 
may be purchased through the cen- 
ters. 


Location 


Customer service centers are now 
operating in these cities: 

Alabama: Birmingham, 1955 50th 
St. N. 

Arkansas: Little Rock, 515 E. 
Second St. 

California: Fresno, South Maple 
St. Fairgrounds; Los Angeles, 155 
V. Washington Blvd.; Sacramento, 
Bldg. T, McClellan Field, and San 
Francisco, 33 Berry St. 

District of Columbia: Washing- 
ton, Tempo R, Fourth St. & Jeffer- 
on Drive, S. W. 
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WISSOTA Wanufacturing Co. 
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Connecticut: Hartford, 463 Capi- 
tol Ave. 

Florida: Jacksonville, Naval Air 
Station; Miami, Miami Air Depot, 
P. O. Box 2469; Tampa, Drew Field. 

Georgia: Atlanta, 699 Ponce de 
Leon Ave., N. E.; Savannah, 202 W. 
Oglethorpe Ave. 

Idaho: Boise, 609 Bannock St., 
P. O. Box 2783. 

Louisiana: New Orleans, 7020 
Franklin Ave., P. O. Station “D.” 

Maine: So. Portland, Pickett St. 

Maryland: Baltimore, 8 S. Cal- 
vert St. 

Mississippi: Jackson, 4054 W. 
Capitol St. 

Missouri: St. Louis, 505 N. Sev- 
enth St. 

Montana: Helena, Lawrence & 
Warren St., P. O. Box 1161. 

New Hampshire: Manchester, 88 
Concord St. 

New Jersey: Newark, Prudential 
Bldg., 10th Floor, 213 Washington 
St. 

New York: N. Y. C., 31 B’way. 
North Carolina: Charlotte, 317 S. 
Tyron St.; Greensboro, Overseas Re- 
placement Depot. 

Ohio: Cleveland, 13th and Euclid 
Sts. 





Oregon: Portland, Box 4062, Swan 
Island. 

Rhode Island: Providence, Wash- 
ington Ave. 

South Carolina: Charleston, P. O. 
Box 275, Tradd St. & East Bay; 
Columbia, 1201 Pulaski St.; Green- 
ville, 200 Main St. 

Tennessee: Chattanooga, Ochs 
Bldg.; Memphis, McDonnell Air- 
craft Bldg., Winchester Pike; Nash- 
ville, Vultee Blvd. 

Texas: Dallas, “B” Plant, North 
American Aviation Inc., P. O. Box 
6030; El Paso, 620 Magoffin Ave.; 





Houston, 915 Milam Bldg.; San An- 
tonio, Transit Tower Corner, South 
St. Mary’s & Villita Sts. 

Utah: Salt Lake City, 1710 §, 
Redwood Rd. 

Vermont: Burlington, Hotel Van 
Ness. 

Virginia: Richmond, Army Air 
Base. 

Washington: Seattle, 1409 Second 
Ave.; Spokane, 157 South Howard 
St., Welsh Bldg. 

West Virginia: Charleston, Peo- 


ples Bank Bldg. 








Builders’ Hardware Quiz 
CHAPTER 59—ADVANCED COURSE 
Did You Know? 


1. What is a Dutch door? 


2. What device is often used at top of casement windows? 
3. What device will deaden UYoor slam particularly on doors having 


hollow metal frames? 


4. Name a “plus” item for builders’ hardware departments used in 


basements. 


5. Name a “plus” item for builders’ hardware departments used at 


front door. 


6. Name a “plus” item for big building operations. 


(Answers on page 214) 
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LYNN PRODUCTS CO., INC. 


Designed by an Expert Fisherman to 
Include These Unusual Features: 


@ Durable chrome Vanadium tool steel 
rod, properly heat treated to give it 
unusual strength, snap and spring. 


@ Polished aluminum offset handle with 
genuine cork grip designed to effect 
a@ maximum of accuracy and ease in 
casting. 


@ Offset reel seat and positive reel lock. 
Test proved to assure quick, easy reel 
mounting. 


@ Perfectly balanced. Feels “just right” 
in the hand. 


All rods are finished with highest quality baked 
enamel in handsome assorted colors and come 
complete with heavy duck carrying case. 


ORDER BY CATALOG NUMBER 


Al, it—No. CR-ll 
5 ft—No. CR-22 


Hardware Mfrs. Representatives Wanted. 


323 E. ONTARIO ST., CHICAGO 11, ILL 


—— 
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THE BEST ALL-PURPOSE STOVE AND 
TABLE MATS MONEY CAN BUY! 
Frain OR A REFUny ON 


S” Guaranteed by 
Good Housekeeping 
a Hor ry 


4S anvenisty WES 
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1 doors having Wome: go into raptures over the exciting designs and 
outstanding quality of ARISTO-mats. . . the mat master- 
pieces that cheer up kitchens . . . protect stove enamel 
and expensive table surfaces . . . and provide new work 
ments used at space on stove, sink and cabinet tops. ARISTO-mats are 
ideal for table use underneath electrical appliances, as 
serving platters, or as decorative centerpieces. Long- _ 
lasting, easy-cleaning ARISTO-mats combine guaranteed ( G 
high grade materials with the finest workmanship . . . are 
household mats second to none! 

Many leading housewares departments and jobbers are 
= doing a booming business with ARISTO-mats and so will 
Fisherman te you. Your customers are reading about ARISTO-mats in 

national magazines today.-Be ready when they ask you 
| Features: for these famous household mats! Order now. Each mat 
encircled with gaily illustrated yellow band that sells 
the mat for you! Comes in 17” x 19” size, or smaller. 
Retail from $1.90 to $3.00. Available for export. 
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1005 ‘‘Galaxy’’—Latest 
Aristo design in nine gay, 
thrilling colors, blended in 
unique futuristic pattern. 











\. 1006 ‘*Highlander’’—An- 
other new design with five 
gorgeous colors, gay plaid 
effect. Smart, exclusively 
Aristo. 
























1004 ‘‘Refresher’’—A 
popular fiesta design in five 
bright shades on white. 
Basic unit of the Aristo- 
Ware ensemble. Under- 
glazed design 
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1003 ‘‘Cup ‘n’ Saucer” 









and Spring. “ Another new, arresting 
< Aristo number! Pert pat 
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1030 “Chrome Queen” 
Gleaming, stain-resisting 
chrome mat in sparkling 
mirror crimp pattern. A 
new, exclusive breath-tak- 
ing creation. Heavy-gauge 
stecl plated three times: 
copper, nickel and a final 
plate of chrome. Takes up 
to 500° F. Also 1031 ...a 
stunning oblique mirror 
crimp pattern. 
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HOUSEWARES SHOW 
Philadelphia Apr. 27 thru May 2 
Booths 126-128 





































| quality baked 
lors and come 
> Only ARISTO-MATS Offer All These Features: 
oe Oe eae cae 1. New, thermo-tested 'Quad-coat’ process baked enamel Leading 
Pe finish with four separ felohilale by ffixed te h y ac e 
UMBER SEMBLE . . . includes fier pe Serer ee es ean manufacturers of 
netal body provides amazing serviceability. Takes.up to 300° F 

stove mat, hot pad, Knob » ; 
Top Canister set, Knob 2. Extra-heavy asbestos padding on back protects surfaces under- the only nationally 
: Top Cookie Can, large neath furnishes unsurpassed heat-resistance d P 

an tised stove 

Dual Utility Cans, and 3. Patented, rounded ‘'Kant-Kut-Korners" prevent scratching or — 

Oval Waste Basket in har- tearine and table mats. 

Export. 1315 W. CONGRESS STREET 
> 11, ILL maltlani pe TABLE MAT COMPANY CHICAGO 7, ILLINOIS 
DWARE AGE ff may 8. 1947 
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REDUCES FRICTION ano WEAR 
.-- IT’S WATERPROOE 


PREVENTS RUST and CORROSION 


STAYS PUT, LASTS LONGER 


There is a real need for LUBRIPLATE 
in every home, office and factory. 
It is nationally known for its su- 
perior lubrication and protection. 
Best for fishing reels, guns, tools, 
electric appliances, and other 
equipment with movable parts. 


LUBRIPLATE in small, handy, noz- 
zle tipped tubes is attractively 
packaged and presents “real 
point of sale’ appeal .. . it is 
nationally advertised and is de- 
manded by your trade .. . rapid 
turnover . . 


. stock it now. 





Write For Our Interesting Proposition 


LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING CO. 


Since 1870 
TOLEDO 3, OHIO 











The Present and Future 
In Paint Retailing 
(Continued from page 141) 


paint salesman not knowing the cor- 
rect product to recommend for a 
specific use than for a practicing 
physician not knowing the correct 
medicine or treatment for a specific 
ailment. See that they receive and 
read the literature furnished by the 
manufacturer of your paints. Teach 
them what you know. Enlist the 
aid of the salesman who calls on 
you to help in their training. It is 
not difficult to gain a fundamental 
knowledge but without it you are 
risking the good-will of your cus- 
tomers. Remember, the customer 
who is sold the wrong product will 
blame the paint, your store, you, 
and the man who sold it to him, 
but will never blame himself for 
unsatisfactory results. 


What's the Job? 


Instill in your salespeople the im- 
portance of always asking that all 
important question—“What are you 
going to paint?” That is the clue 
which determines what product 
should be sold. How often have 
customers come into a store, asked 
for a “quart of white paint” and 
been sold white house paint, flat 
wall paint, gloss wall paint or 


| enamel without regard for the work 


to be done. That kind of selling 
will keep people away from your 
store—in droves! Teach your sales- 
people the value of companion sell- 
ing. The sale of a can of paint 
is only the beginning and the unit 
sale can be increased 25 per cent, 
50 per cent or even 100 per cent 
merely by suggesting sandpaper or 
other materials for preparing the 
surface, a good brush to apply the 
paint, oil if it is needed, turpentine 
for thinning or cleaning up, or some 
of the many other materials needed 
to produce satisfactory results. Old 
stuff? Certainly, but remember, I 
didn’t promise you anything new 
in these fundamentals of paint mer- 
chandising, and if you have ob- 
served retail salespeople selling 
paint then you know, as I know, 
that the lack of this kind of sales- 
manship is appalling. 
Are you satisfied with the volume 
of business you can do with people 
who come into your store? If so, 
well and good, but let me remind 
you there is a larger market for 
paint outside your store than inside. 
I am referring to the bulk market. 
If you want it, you will have to 








The 
New 


VULCAN 


PLUG TIP 
Soldering Tool 


Remove 


4 
screws 


and you can 
replace heat- 
ing element in 
a few seconds. 


5 
SIZES 


from 
Vf," dia. tip 
to 
1" dia. tip. 


STURDY 
LONG LIVED 
VERY EFFICIENT 
LOW COST 


VULCAN 


ELECTRIC COMPANY 
DANVERS 3, MASS. 


Makers also of WULCAN Screw Tip 

Electric Soldering Tools, Electric Clue 

Pots, Solder Pots and other Electric 
Heating Devices 
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go out after it for it won’t come 
to you. 


Credit Risks 


Do you regularly solicit the paint- 
er business in your community? I 
have had dealers tell me they didn’t 
want painter business. They say the 
painter’s credit is no good—they 
are an unsatisfactory lot with whom 
to do business—they want nothing 
to do with them. Well I am not here 
to champion their cause but it is 
my conviction, based upon experi- 
ence, that as a class, they are neither 
better nor worse than any other 
class of craftsmen. There are good 
credit risks and bad credit risks 
among them. It’s your job to deter- 
mine their acceptability as a credit 
risk before you extend it. But if I 
were a dealer, I would not only 
want the painter business, I would 
go after it in a most aggressive 
manner. 


How It Works Out 


Let’s look at it this way. Whether 
the painter’s credit is good or bad 
has nothing to do with the desir- 
ability of his business. Any painter, 
working at his trade, and depend- 
ing upon painting for his _liveli- 
hood, must apply $1200 to $1500 
worth of paint a year to earn a liv- 
ing. If his credit is good, you have 
no problem; you can sell him and 
expect payment of your bills. If his 
credit is not good with you, remem- 
ber it will not be good with your 
competitors, or at least it’ will not 
be good very long, and he must 
buy for cash or depend upon the 
property-owner to buy for him. If 
he buys for cash, his dollar is just 
as good as anybody’s dollar. If 
the property-owner buys for him, 
don’t forget that in most cases 
the painter will dictate, or at least 
influence the selection of the brand. 
As a property owner, I would never 
force a painter to use a certain 
brand of paint against his will or 
judgment because if anything went 
wrong with the job, I am quite cer- 
tain where the blame would be 
placed. The average person who 
employs a painter knows little 
about paint, so if he has enough 
confidence in the painter to employ 
him, he usually has enough con- 
fidence to accept his recommenda- 
tion of the brand of paint to be 
used. Whatever the circumstances 
may be, I would want that $1200 
to $1500 of paint business that is 
represented by every active painter 
in-my community. 

In every locality there are public 


MAY 8, 1947 





Heres Whig DEALERS PREFER 


Nu-ART 


ALACROME 


MOULDING 
ne 


BIG PROFITS You make a higher percentage of profit per 


dollar of sales on Nu-ART Mouldings than on almost any other item you handle. 


WE PAY FREIGHT oc. cc seit es 10 
PACKED BETTER ssi: essins we sioys i 


strong wooden boxes instead of weak paper shipping tubes. This is more ex- 
pensive for us but insures delivery to you in perfect condition. 


SCREWS FURNISHED s.r: sessing con 


with the nail or screw holes drilled, and the necessary nails or screws furnished. 


BEAUTIFULLY POLISHED ....:; 


Mouldings are polished to a beautiful luster. Each length is placed in a protec- 
tive Kraft tubing. 
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easiest fo use... 
easiest to sell 





Pot it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 

.'4¢ to 1144 inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


Philadelphia 33, Pa. 


For man, woman or child 


YANKEE 


No. 41 Automatic Drill 


NORTH BROS. MFG. CO. 
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buildings, schools, hospitals, indus- 
trial plants and similar large users 
of paint. Most of them buy the 
paint they use and many employ 
their own painters on a year round 
basis. They are constantly being 
solicited by suppliers. Some few 
may come into your store to buy 
paints, but for the most part you 
will have to go to them if you want 
their business. You will have to 
familiarize yourself with their re- 
quirements, their problems, so you 
will know what products in your 
line to recommend, and you will 
have to be well- posted on the 
merits of your products and the 
service you can render to give them 


sound, logical reasons why they 
should buy from you. 

By no means have I exhausted 
the directions in which your sales. 
manship should be applied, but | 
have exhausted my time for dis- 
cussing them. I would like to leave 
with you this thought: 

Functions, or administrative ac- 
tivities, are just as necessary to the 
operation of your business as proper 
maintenance is necessary to a ma- 
chine, but if you want your busi- 
ness machine to run and operate 
at top efficiency, then you must 
apply power which is represented 
by the three forces—advertising, 
merchandise display, salesmanship. 





Garden Tractors Increasingly Popular; 
Many More Firms Now Making Small Units 


HE production of garden tractors 

has been increasing noticeably in 
recent years, as indicated by the ac- 
companying chart, prepared by E. K. 
Bonner, of S. L. Allen & Co., Inc., 
manufacturers of agricultural im- 
plements and garden tractors, 5th 
St. and Glenwood Ave., Philadel- 
phia 40, Pa. 

The chart was prepared by Mr. 
Bonner for use with a paper on 
“The Application of Garden Trac- 
tors to Truck Farming,” which he 
presented before the Pennsylvania 
Section of the American Society of 
Agricultural Engineers at Pennsy]l- 
vania State College. 

The paper pointed to the marked 
interest being shown by both ama- 
teur and professional growers in 
garden tractors. 

The chart shows that the number 
of tractor manufacturers of all types 





Showing the increase in popularity of garden tractors in recent years. 


remains at a fixed level in the past 
years, while now the number of gar- 
den tractor manufacturers is on the 
increase. 

Mr. Bonner’s paper emphasized 
the fact that while the two most 
profitable operations for which the 
garden tractor is used on truck 
farms are seeding and cultivating, 
it is also possible to use it for other 
essential operations such as fertiliz- 
ing, dusting, spraying and weed kill- 
ing, as well as for such supplemen- 
tal work as mowing, hauling, saw- 
ing wood and other types of belt 
work. 

During the years of development 
there have been many practical in- 
novations which account for the ver- 
satility of the modern garden trac- 
tor, according to Mr. Bonner. With 
the introduction of the various types 
of attachments, provisions have been 
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PROUD GOULDS 














YOUR STORE 




















































OWNER 


FRIENDS WHO NEED __ 10 ENTHUSIASTIC 
WATER SYSTEMS “~~ GO 


ULDS PROSPECTS 


THE ANSWER IS COULDS ~o EVERY TIME! 


If you have a special liking for your new 
car, you tell your friends what a fine car 
it is... It’s the same with a Goulds owner; 
his enthusiasm is “catching’”—it’s your 
best advertisement for attracting likely 
prospects among the many, many families 
in your community who are going to buy 
water systems. 


You can be sure that every time you sell 
a Goulds it’s going to sell several more. 
From the complete Goulds line you can 


choose the pumping unit to fill the custom- 
er’s exact needs, and youcan count on years of 
service that means no trouble for its owner 
and no expensive service calls for you. 

That’s why Goulds superior quality pays 
off so handsomely. It means extra years of 
dependable performance, with constantly 
growing good-will for the dealer who sold 
it. Write for the name of your nearest Goulds 
distributor. 


GOULDS PUMPS, INC., Seneca Falls, N.Y. 


GOULDS "CID" 
Water System 
for shallow 
well service. 
Fully outomat- 
ic. 350 gallons 
per hour. Other 


| The new TANKLESS Balanced-Fiow Jet, 
with self-adjusting copacity. For shallow 
| well service. Supplies any volume 
wanted, with no spurt, no lag, no fluc- 
fuation. Just like service from a city 
_ water main! Capacities to 540 gallons 
_ gh hour depending upon suction lift. 
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The new dual-service Jet-O-Matic. 
Same unit for shallow or deep well 
operation. Wide range of capac- 
ities and pressures. A “packaged 
water system, streamlined for sales.” 











units up to 3500 
gallons per 
hour. 





GOULDS “CID” Water System 
for deep weil service. Fully 
automatic, Capacities from WS 
to 1825 gallons per hour. 


WATER SYSTEMS 


THE SOLUTION OF EVERY PROBLEM 
OF FARM AND HOME WATER SERVICE 


| 
| 
| 


| 
| 
| 



































Prices in view 
make it easier 










Metal, china, glass and plastic 
products help sell themselves 
when marked with 


Si/aisdel] 


METAL MARKERS 


Blaisdell Metal Mar- 
kers make clear, dur- 
able price marks on all 
smooth or glossy surfaces. 
Marks that stay legible. 
The special process by 
which Blaisdell Pencilsare 
encased in paper, seals in 
the ingredients, prevent- 
ing oxidation—keeps them 
always fresh and ready. 


— Colors — 


792-T with thin black 
lead 


795-T with thick black 


lead 


SY C/eisde// marks well 











ghARP Ey MARKING PENCILS 
© % FOR EVERY 
= € PURPOSE 

z —~ Order a supply 

% & from your dealer 

PS or mail the Coupon 

String - for FREE Sample 
ew wwe eee ee eee ee 
{ BLAISDELL PENCIL CO., 141 Berkley St. , 
i Philadelphia 44, Penna. 
; Send me Free Sample of No. i 
NAME — — — 
a sTREET__ aa dade 
; ee a 
i DEPT. H-7 | 
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made by some manufacturers for 
rapid inter-change from one attach- 
ment to another. 

Provisions for multiple row seed- 
ing, cultivating and fertilizing and 








adjustment of wheels for perform- 
ing the same operations in varying 
width rows have been one of the 
greatest developments in garden 
tractors, according to Mr. Bonner. 














X-acto Crescent winning tool cabinet 


HE X-acto Crescent Products 
Co., Inc., 440 Fourth Ave., New 
York City, recently won the Point- 
Of-Sales contest sponsored by the 
Model Industry Association at the 
Chicago trade show of the associa- 
tion, for its No. 89 X-acto Tool Cab- 
inet, which will be available shortly. 
The cabinet has a double purpose, 
it is designed to fill the demand for 
a complete hobbyist’s set of knives 


X-acto Tool Cabinet Wins Model Industry 
Association ‘Point of Sales’ Competition 








and tools, and acts as an attractive 
display piece. The cabinet, styled in 
blonde wood, contains in addition to 
a complete assortment of X-acto 
knives, blades, gouges, routers and 
punchers, tools necessary for @ 
craftsman shop, namely drills, block 
planer, saw, spokeshave, sanders, 








These Ideas Brought Customers 
To Towns and Their Stores 
(Continued from page 172) 


Commerce attracts 15,000 visitors 
from a 100-mile area around St. 
Joe. Merchants co-operate by dec- 
orating their windows and taking 
display space at the show. 

. + «@ 


Golden Pheasant Festival 


The merchants of Aberdeen, S. D., 
co-operate annually to stage the five- 
day Golden Pheasant Festival which 
takes in the area of northern South 
Dakota and southern North Dakota. 
Top stars of stage and radio are 
brought in as well as “name bands” 
for the entertainment of visitors to 
the area during the Dakotas’ pheas- 
ant season. 


The show is held in the Civic- 


pliers, tweezers, etc. X-acto Tool 
Cabinet is suggested to retail for Y 
$50.00. of I 
furni 
race 
ing 4 
ciate 
M 
and | 
Ng . ad fast-s 
School Auditorium and in addition we 
free street shows are held before Pack 
the afternoon and evening shows at wor! 
the auditorium. THE 
The two main business streets of Divi 
the city are decorated in a special Cane 
manner and all streets of the city Cor 


are decorated with bunting and 
flags. Golden pheasants are placed 
on Main street light poles. The 
pheasants are 6 ft. high and the 
pillars are lighted with neon tubing 
and the pheasants are lighted with 
flood-lights. On one street special 
water fountains are set up with vari- 
colored lights playing on them. In 
the center of the fountain is an 
eight-foot column on top of which 
are placed gay colored flags and the 
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s 
You're building business with every sale 
of Bassick ‘“Diamond-Arrows”. Finest of 
furnicure casters, their exclusive two-level ball 
race construction provides the easy, full-float- 
ing action and long life chat customers appre- 
ciate — and remember. 


Make sure ‘“Diamond-Arrows” Nos. 7696 
and 9696 — two of the most popular of these 
fast-selling, top-quality casters — are on your 
want list next time you contact your jobber. 
Packed one set in a box and made by the 
world’s largest manufacturers of casters... 
THE BASSICK COMPANY, Bridgéport 2, Conn. 
Division of Stewart-Warner Corporation. 
Canadian Division: Stewart -Warner-Alemite 
Corporation, Lrd., Belleville, Ont. 








The “Diamond-Arrow’s” 
Smoother Action 
Brings profitable 


“i, 











MAKING MORE KINDS OF CASTERS 
- .. MAKING CASTERS DO MORE 
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whole scene is lighted by flood 
lights. 

Merchants of Aberdeen co-operate 
by placing “Golden Pheasant Festi- 
val” stickers on envelopes and let- 
ters. These stickers are also avail- 
able to the citizens of the city. The 
merchants and townspeople co- 
operate by doing their shopping dur- 
ing the early morning hours so as 
to have delivery trucks off the 
streets before the afternoon show. 
Business men park their cars blocks 
away from the main business streets 
and side streets so as to leave all 
available parking space for the 
city’s guests. 

Retail, manufacturing, wholesale 
and service organizations of the city 
hold open house during these five 
days and much good will is built. 

When one considers that hunters 
come to this area from all parts of 
the nation and Canada the amount 
of publicity for the merchants and 
the city is tremendous. 

* *# @ 


Band Concert and 
Community Sing 


The Sunday evening band con- 
cert and community sings, staged by 
the retail trade bureau of the Cham- 
ber of Commerce of York, Neb., has 
been an exceptionally successful 
good-will builder. A new band was 
formed and a new band stand erect- 
ed in preparation for the concert 
and sing. Words of popular songs 
were flashed on a screen, and the 
size of the singing crowds was more 
than satisfactory to the committee. 

* * * 


Movie Shows Points 
of Interest 


The Sioux Falls Chamber of 
Commerce enlisted the aid of the 
Sioux Falls Cinema Club (amateur 
movie photographers) in assembling 
an attractive 400 ft. film of the 
points of interest throughout the 
city. This film is used while visit- 
ing other towns to induce conven- 
tion -groups to select Sioux Falls 
for their next meeting place. It is 
also available to chamber members 
who have occasion to show it to out- 
of-town customers or other groups. 

* * # 


Honor the Farm Women 


The program of the Women’s Agri- 
cultural Committee of the Omaha, 
Neb., Chamber of Commerce calls 
for an annual day at which 100 out- 
standing rural homemakers from 
Nebraska and western Iowa win a 
one-day, expense free program in 
Omaha. The outstanding woman in 
each county is selected through a 
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‘Deluxe Aluminum 
‘House Numbers 





(Hlustration About 1/3 Actual Size) 


Sharp Legible 
Enduring 


An artistic House Num- 
ber that conforms with 
any style architecture. 
3¥%-inch baked black 
enamel plaque with 
satin-silver numerals 
stamped and embossed 
in pure aluminum. Will 
catch and reflect the 
slightest light. 


Quick Selling 







Special Display Assortment 


Available in assortments with 
attractive counter display case 
—at no extra cost. Ask your 
Jobber for a Premax DeLuxe 
House Number Assortment with 
Display Case. 





Division Chisholm-Ryder Co., Inc. 
4701 Highland Ave. Niagara Falls, N. Y. 
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HERE IS A SURE-FIRE 
SALES OPPORTUNITY 


Berkshire was originally produced 

for use by dairies to supply the need 

for paint that would withstand con- 

tinuous heat and moisture and re- 

vor use on tain its brightness and sanitary fea- 
INTERIOR ano EXTERIOR tures. Its name spread because 
SURFACES , Berkshire invariably made good. It 

OWE GALLOW ‘ is now widely used in all industries 
Uswyae payer com and by consumers in the building 

ey me and home maintenance field. 


NOT JUST ANOTHER PAINT 


for wherever soid Berkshire has rapidly won customer approval 
with resulting increase in sales and profit for the dealer. 
Berkshire Aluminum paint is ready-mixed and will never discolor 
or harden in the container. 

This superb product may be used on all types of surfaces, wood, 
metal, canvas, concrete, cement, etc. 

Berkshire may be painted directly over damp surfaces and will 
seal the surface painted. 

Berkshire may be applied on interior and exterior surfaces with 
brush or spray gun and dries with a hard, lasting, brilliant metallic 


_ lustre. 
ASK YOUR DISTRIBUTOR FOR BERKSHIRE 


BERKSHIRE PAINT CO., Box 251, Highland Station — Springfield, Mass. 

















NEW Floor Sander Designed for 


e It’s compact, lightweight (86 Ibs.) . . . has auto- 
matic drum lift which tapers the cut at the wall... 
single belt drive . . . simplified paper clamping .. 
easy-cleaning vacuum system...more 

exclusive features than any rental 

type floor sander on the market. 


Send for FREE Booklet today! 


SKILSAW, INC. 
5033-43 Elston Avenue, Chicago 30, Ill. 
Factory Branches in All Principal Cities 


PORTABLE eye ELECTRIC 


MADE BY SKILSAW, INC. 


os Sy 











contest, nominations come from wo- 
men and the final selection is made 
by a _spécial committee in each 
county. The purpose is to pay tribute 
to the outstanding contributions that 
the farm women have made in im- 
proving the standards of living on 
the farms in the area. 

* * * 


Corn Contest 


The Waco, Texas, Chamber of 
Commerce, is again staging its an- 
nual corn-growing contest among the 
members of the 4-H clubs and the 
Future Farmers of America in Me- 
Lennon county. Awards are made 
on yields per acre, records kept of 
the project and merit of exhibits at 
the fall corn show. This is an annual 
rural project which attracts a large 
number of people to Waco. 

* 8 & 


Farmer's College 


The churches of Honey Creek, 
Wis., conduct an annual “farmer’s 
winter night college” at which at- 
tendance exceeds 250 persons. 
Classes, brief devotional services 
and forums are conducted at which 
farmers and business men take part 
in the discussion on the following 
subjects: community, its relation- 
ship to the farm, the school, the 
church, industry, social life and the 
world. Classes are conducted in 
courses on the Bible, church music, 
animal husbandry, the family, home 
planning and leadership training. 
Thirty churches in the area co-op- 
erate in supporting the college. 

* * * 


Recognition Dinner 


The Chamber of Commerce of 
Cape Girardeau, Mo., recently held 
its annual Soil Conservation Recogni- 
tion Dinner program. Each business 
man invited two farmers and the af- 
fair proved to be an outstanding 
event. The project has grown in a 
few years from 68 subscribers to 205. 
The chamber is now working on a 
five-year program and will give 
awards for three years of soil con- 
servation work. 

* * * 


Plow Contest 


Approximately 3000 farm folks 
gathered at a farm at the outskirts 
of Sheboygan, Wis., to witness and 
take part in a plowing contest for 
the control of the corn borer. These 
farmers came from six counties in 
the Sheboygan area. Chambers of 
Commerce, in co-operation with the 
University of Wisconsin Agricultural 
Department, stage this contest in dif- 
ferent parts of the state. 
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Here’s what it takes to make a Fine Brush: 


It takes fine Bristle too—but Hands are 
the big reason why every Brush by 
Baker is a fine painting instrument. 
The know-how of 40 years of skilled 
hand-craftsmanship have gone into it! 
All fine brushes are made by hand, only some are 


made better than others. When you ask for Baker, you 


get the brush that dips least, spreads most, lasts longest. 


BAKER BRUSH COMPANY, 83 GRAND STREET, NEW YORK 13 
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Yale Tip Toe Display 


Yale & Towne Mfg. Co., Stamford, 
Conn., has designed a display to show 
the “Tip Toe Automatic Electric Iron.” 





It shows the Tip Toe trademark, the 
ballet dancer in pink holding a blue 
ball bearing the Tip Toe insignia stand- 
ing beside the iron on a revolving plat- 
form of purple. Wooden display has six 
pictures, each illustrating a feature of 
the iron and illuminated from behind, 
set off into an off-white background 
with sepia lettering and ruffle edging. 





*Sax-O-Fun' 
Toy called the Spike Jones “Sax-O- 


Fun,” is a hum instrument, made of 
plastic, measuring 754 in. Washable, it 
has a replaceable vibrator, and can be 
used for vocal, instrumental and novelty 
effects, says maker. Toy is suggested to 








retail for 39 cents. It is packaged indi- 
vidually in an orange and black box. 
Trophy Products Co., 212 Prospect Ave., 
Cleveland, Ohio. 


Farm Welder 


“Simplified” Farm Welder incor- 
porates the Multi-Range Dual Welding 
Control, for operating on 230 volt single 
phase rural power lines, with a maxi- 
mum input of 35 amperes to conform to 
rural electrification requirements for 
this type welder. May be used with the 
standard 3-KVA transformer and has a 
welding range of 20 to 180 amperes to 
produce sound welds with a minimum 
of skill, using electrodes ranging from 
1/16 to 5/32 in. diameter. 








Current adjustment is made in 30 
steps by a hand wheel on front of the 
cabinet, and smaller adjustments can be 
obtained with the switch in the center 
of the hand wheel, which functions to 
disconnect the welder from the power 
line. It has a laminated transformer 
core of silicon transformer steel, made 
with fireproof glass insulation through- 
out, and the cabinet of pressed steel is 
arc welded in one piece. Said to ap- 
proach 86 per cent efficiency at maxi- 
mum load. It has large casters and 
weighs 224 lbs. Hobart Bros. Co., Ho- 
bart Sq., Troy, Ohio. 


Electric Wet Shaver 


“Coronet” Electric Wet Shaver weighs 
6 ozs. and is equipped with a surgical 
steel blade, honed to the keen edge re- 





quired to take advantage of 7200 shav- 
ing strokes per minute, according to 
the maker. Coronet shaver is available 
in vari-colored plastic containers. Razor 
is cylindrical in shape, is 5 in. long and 
is made of plastic with chrome fittings. 
Shaver operates on AC current. Sug- 
gested to retail for $9.85. The Lektron 
Corp., 525 W 45th St., New York City. 





Nursing Bottle Set 


Corning Glass Works, Corning, N. Y., 
announces a “Pyrex Nursing Bottle 
Set.” Packed in a pink and blue gift 
package, making an ideal shower gift, 
the set contains six narrow neck Pyrex 
Nursing bottles and six “Faultless Nip- 
ples.” Nurser sets are packaged six to 
a case. Suggest to retail for $1.45. 
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ENTHUSIASTIC STORE OWNER PUSHES 
BELL BUTTON A, WHOSE HIGH NOTES REBOUND 
FROM GLASS SHEET "B, AND DEAFEN FISH C. FISH 
SCREAMS FOR HELP, ITS CRIES BRINGING CARRIER 
PIGEON D WHICH, ATTACKED BY HAWK E, SPELLS 
OUT THE. SIZE OF PANE F. ELECTRIC EYE G 
PICKS UP BIRDS SKY-WRITING AND TRANSMITS 
SIZES TO MECHANICAL CUTTING HAND H- 
WHICH EASILY CUTS CORRECT SIZE OF 
LOF wivoow 6£ass I. 






















AT PASE / 


... When you cut LOF Clualiy Window Glass 





Easy is the word for it—cutting L-O-F Window Glass. You get a 
clean cut with less effort, less breakage, less waste! Therefore, more 
profit per light! 

It’s all because L-O-F’s longer annealing process makes this flatter, 
clearer glass less brittle. That’s why experienced dealers prefer to stock 
L-O-F Window Glass. Call your nearest L-O-F Distributor to replenish 
your stock. Libbey-Owens-Ford Glass Company, 4657 Nicholas Build- 
ing, Toledo 3, Ohio. 











L-O-F also makes plate glass, 
safety glass, colorful Vitrolite* 
glass a Tuf flex* tem- 
pered plate glass and other flat 
glasses. And Thermopane* — 
the modern insulating glass 
unit — is made only by 
Libbey-Owens:Ford. 
*Reg. U.S. Pat. Off. 










LIBBEY:> OWENS - FORD 
a Ghedl Name i GLASS 

























These fast selling 
low cost items 
will make 


PROFIT FOR YOU! 


Timely, sure-fire sales items now 
available! Quality products that sell 
on sight—merchandised to give you 
.a plus margin of profit! For domes- 
tic, industrial and laboratory use... 
everyone's a potential consumer! 


@ HOT PLATE 

Sturdy, one piece metal construction with 
genuine Nichrome element. 600W- 
115V AC-DC. Nickel plated finish. To 
retail at $ 


@ COVERED ELEMENT PLATE 

Compact, safe, sturdy. Element is en- 
tirely enclosed in metal. With attractive 
nickel plated finish 600W-115V AC- 
Das WOON Be cdsscccsesdce SS 


Model No. WC-101 
@ CHROME COFFEE BREWER 


For ali glass coffee brewers. One piece 
fool-proof, heavy metal construction. No 
handles or legs to break or burn off. 
Heating unit easily removed to facilitate 
cleaning. 600W-115V AC-DC. In 
gleaming Chromium plate. To retail 

rere ft 


All packed 24 to the carton. 
Available for 220V on special order. 


RC. VICTOR MANUFACTURING CO 














WHATS NEW 


Power Lawn Mower 


Roberton Division, King Pneumatic 
Tool Co., 2717 N. Ashland Ave., Chi- 
cago 14, IIl., is making the Roberton 


om 


power lawn mower, Model No. KG-64. 
Mower has a full 19 in. width cutting 
unit, and a 4 cycle, 9/10ths H.P. Briggs- 
Stratton engine. All ball bearing con- 
struction, it has oversize semi-pneumatic 
puncture proof tires. To operate one 
lowers the handle and raises it to stop. 
The cutting reel revolves when traction 
is disengaged. Its tubular steel frame 
is electric welded. Finished in ivory 
and green, mower is said to operate 
4 hours on 1 quart of gas. The intake 
air to engine is filtered through the oil. 
All fastening devices are cadmium 
plated. Handle shipped in carton with 
cutting unit, shipping weight being 115 
lb. Operating weight is 95 lb. Suggested 
to retail for $89. 


Bait Bucket 


Floating minnow bucket which sup- 
plies minnows alive from constantly 
changing water. Made of Fiberglas mat, 
impregnated with low-pressure resin, 
the bucket is light in weight. Maker 
states its green color, impregnated 
throughout the material, will not need 
repainting. Bucket is a double cylinder, 


6 qt. container. Water enters between 
the inner and outer walls and flows into 
the inner receptacle through perfora- 
tions near its top. Action creates an 
air-lock above the perforations and be- 
low the top of the outer cylinder. Air 
lock and a color of Styrofoam keep the 
bucket floating in an upright position. 
Inner part has a sliding perforated tray 
connected by a nylon cord to a tight- 
fitting snap on lid. Motor Tool Mfg. 
Co., 7777 Cortland Ave., Detroit 4, 
Mich. 


Storm Window, Screeg 


Eagle-Picher Co., American Bldg., 
Cincinnati 1, Ohio, is offering a com- 
bination storm window and screen made 
of all weather aluminum. Storm win- 
dow sets up double barrier to air in- 
filtration and makes the room tempera- 
ture more uniform. Adjustable rain- 
proof, built-in ventilating panel allows 
direct and indirect ventilation. Maker 
states the warmer inner pane eliminates 
sweating and fogging of glass. To 
change the bottom, storm sash is re- 











moved and the screen inserted. Unit 
has a snug fit top and bottom; bead 
flange on lower pane is held down by 
entire window. Flange seals regular 
window frame to storm window frame. 
Glass is held in place by rubber gasket. 
No putty or nails are used. Aluminum 
screen cloth is held in place on all 
sides in a narrow frame of extruded 
aluminum. 


Lightning Hose Coupling 

Breco Mfg Co., 309 E. Saratoga St., 
Baltimore 2, Md., is marketing the 
“Lightning” Water Hose Coupling for 
lawns, home laundries, greenhouses, 
golf courses, etc. Couplings have a %- 
in. faucet thread that will fit any stand- 
ard domestic faucet or garden hose con- 
nection, says maker. It is precision 
machined from solid brass bar stock. 
Ball bearing and springs are of stainless 
steel. An O-ring molded from neoprine 
is said to prevent leakage. 
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Cyclone Model M 


“Cyclone Model M,” a high-speed 
hoist, is available in four standard ca- 
pacities: %, %4, 1 and 2 tons. All 
models are equipped with Herc-Alloy 
steel chain. Maker states that due to 
the use of steel and aluminum alloys, 
the weight of the hoist is reduced to a 
point where they are about 45 per cent 
lighter than standard hoists of com- 
parable capacity. It is claimed also that 
the hoist has 42 per cent fewer parts 
than hoists of like capacity. 


All rotating parts are fitted with pre- 
cision ball bearings that have double 
sealed-in lifetime lubrication. Chisholm 
claims the pull required by the operator 
to lower the load has been reduced to 
a minimum, yet the lowering load is al- 
ways under control. This latter feature 
is exceptionally valuable in spotting or 
assembly work. Chisholm-Moore Hoist 
Corp., N. Tonawanda, N. Y. 


‘Kal' Wood Vise 


“Kal” Wood Vise has a 6%4-in. jaw 
with a 5 in. opening. It is made of alu- 
minum castings. Model 200 is suggested 
to retail for $4.69. Units are packed in 
a case containing 24 vises. Distributed 
by Graham Equipment Co., 529 Univer- 
sity Bldg., Syracuse, N. Y. 
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Clothing Carriers 


Shoe Racks 


Trouser Hangers 








Y\\ 
-\ 


. 


Wh yl 
a 


will fix that closet 


Hundreds of thousands of 
homemakers are tired of fighting bulging 
closets. Surveys proverit, and so does 
K-Venience national advertising. Each 
month, 5,863* of them write to us for 
information about K-Veniences. 
K-Veniences are business builders for 
you... K-Venience advertising is 
working for your future profits. 
K-Veniences are unique . . . the only 
complete line of closet fixtures 
scientifically designed to cure closet 
troubles quickly, permanently and 
inexpensively. Feature K-Veniences 
consistently, for extra traffic, fast 
turnover and good profits. 


*Based on six months’ average 
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CRANO RAPIDS 4 MICHIGAN 











HERE ARE 
LAWN SIGNS 








WHY REFLECTO LETTERS 

OUTSELL ALL OTHERS: 

1, Reflect light from any 
angle 

2. Gleam brightly at 
night 

3. Stand out clearly by 
























day 

4, Beauty and utility 
for every home 

5. Attractive counter dis- 
play promotes sales 

6. Nationally advertised 


















This Display Cabinet with 119 2%,” Let- 
ters, 18 Assorted Panels, 12 metal 
stakes and 14 Periods............Net $67.50 


Cabinet with 50 23%,” Numerals, 10 As- 
sorted Panels and 10 metal — teins 
# $30. 00 













Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you fo sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 































Reflecto Letters, Inc. 


-411 EAST 101st¢ ST. NEW YORK 29, Wonbeu Y. 
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WHATS NEW 





Hayes Spray Guns 


Shown is “Hayes-Ette” 

pressure from a garden hose, 
mended by the Hayes Spray Gun Co., 
Pasadena, Cal., for specialty spray jobs. 
An adjustable nozzle sprays up, down 
or sideways, providing a wet penetrat- 
ing spray. Gun attaches to any garden 
hose, says maker. 


| 








Hayes Jr. Spray has a 3-gal. capacity 
of liquid or soluble power insecticide, 
and can be held in one hand. Also has 
an adjustable nozzle. Long reach nozzle 
is furnished for spraying tall trees and 
climbers. Concentrated insecticide is 


said to be mixed in the proper propor- 
| tions by the gun, regardless of pressure 


or volume of water used. Hayes “Han-D” 
sprayer for potted plants, patio and 
DDT spot spraying indoors or out has 
an extension nozzle. One-quart capacity, 
all parts of the gun are made of metal, 
except the glass jar, hose and washers. 


Picnic Ice Box 

Portable Picnic Ice Box is insulated 
on all four sides, top and bottom. Maker 
states 1 gal. ice container keeps con- 
tents chilled for 10 to 12 hours. Inner 
lining is of blue-white enamel over steel. 
All seams are said to be soldered water 


fo 
; 


| 
t 





spray gun, 
1% gal. capacity, actuated by the water 
and recom- 


tight. Box is 17% by 84% by 10% in 
Outer steel body is electrically welded 
with a brown wrinkle finish. Chrome 
plated spring tension clip-on locks hold 
cover tightly closed. Box has large size 
chrome plated steel handle. Suggested 
to retail at $6.95 in East, Denver and 
West, $7.95. Poloron Products, Inc., 
New Rochelle, N. Y. 


Door '‘Shelf-Rak' 


Driggs Metal Products, 32-58 62nd 
St., Woodside, L. L, N. Y., offers the 
“Shelf-Rak” which is made from nickel- 
plated rustproof steel. May be used for 
ties and shoes, in the bathroom as a 
towel hanger, powder shelf, undie and 
stocking drier, and in kitchen or bed- 
room. Maker states it will hold over 60 
lb. Will stay flat to door. Shelf-Rak is 
10% by 16% in., and packed 3 doz. per 
carton. Available in apartment house 
size, 1%4-in. door, and private house, 
1% in. door. Center cross bar can be 





moved to either side or snapped off for 
full length drying bars. Shipping weight 
is 48 lb. per carton. Suggested to retail 
for $1.95. 


lroner Instructions 


Bendix Home Appliances, Inc., South 
Bend 24, Ind., offers a 24-page iron 
instruction booklet with 115 photo- 
graphic reproductions. Ironing is sep- 
arated into seven related groups, flat 
work, shirts and similar items, trousers, 
pressing, ruffles, dresses, miscellaneous 
items. Illustrations show just how each 
operation is performed in A-B-C se- 
quence. It contains information on 
preparation, a temperature and damp- 
ness chart and a page of hints on ban- 
ishing ironing “gremlins.” Copy avail- 
able for 50 cents. 
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This Radically NEW 


RADIANT CIRCULATOR 


Gives Customers Everything Ever 
Wanted in Heating Performance 


another Wal eee 


All Advantages of Radiant 
Heat and Circulating Heat 
Are Combined in This New 


AlRE 


reception ue we . 
y * NY 0Q. 


el a a a Pe 
' i USTOMERS can't question 
the best type of heater to 
buy when they get both in this 
new SOUTHERN-AIRE Radiant 
Circulator. The smartly styled 
case is of strong aluminum alloy 
beautifully finished in rich 
brown oven-baked enamel. The 
six recessed double radiants are 
framed by highly polished, cor- 
rosion resistant steel. Southern 
Aircraft’s precision formed, rib- 
bon-type stainless steel burner 
gives lifetime performance with 
ALL gases. Here is the answer to 
quick sales and lasting satisfac- 
tion. Southern Aircraft also 
makes Vented and Unvented 
Circulators. 


write today 


FOR COMPLETE DETAILS 


Department HA 


SOUTHERN AIRCRAFT COMPANY 


GARLAY? AL CS 
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MASTER 





-TUFBOY- 


: The basic function 
- of any good rule is to 
give accurate measurements, 
of course. Master Tufboy, with 
its clearly etched top-grade tem- 
pered steel blade, its versatile in- 
side-outside measurement feature, 
assures easier accuracy in every 
measurement. 

Master Tufboy is cased in 
heavy chrome plated solid zinc 
alloy for long life and attractive 
appearance. For all around sat- 
isfaction, Master Tufboy is the 
right rule to buy . . . the right 
rule to sell! 


« 


New trade price list now ready. 
Write for yours today. 


MASTER RULE MFG. CO., INC. 
201 Main Street, White Plains, N. Y. 
BRANCH: P. ©. BOX 1587, OAKLAND, CAL. 











WHATS REW 











‘Visi-Fly’ Tackle Box 


The “Visi-Fly” tackle box is a trans- 
parent, cylindrical container for snelled 
and unsnelled flies. Holding two dozen 








or more flies, it is adjustable for dif- 
ferent length leads. Maker states it will 
float and is rustproof. Screw cap allows 
quick access. Visi-Fly is 6% in. long, 
1% in. diameter and weighs 1 oz. 
Mershon Co., Inc., Glendale, Cal. 





Homeshop Vise 


Home Work Shop Vise is adjustable 
to attach to any surface up to 2%4 in. 
thick. The body is made of semi-steel 
castings of high tensile strength. Jaws 
are 3% in. wide by 1 in. deep, opening 
to 3 in. Vise is finished in either red 
or gray. Maker states that absolute ri- 











gidity is obtained by use of perfectly 
fitted parallel bars, assuring an even 
easy screw action. Tools are packed 12 
to a case, shipping weight being 4% lb. 
R. F. Nauman, State Tower Bldg., E. 
Syracuse, N. Y. 


‘Shower Queen’ 


The lawn and garden sprinkler has 
an oscillating shower bar which oper- 
ates in a trajectory arc of 150 deg., de- 
livering water in the amount of 300 gal. 
an hour over an area of 50 by 65 ft., 
says the maker. For smaller areas, unit 
will cover a proportionate rectangular 
area by a thumbscrew adjustment. All 
water is thrown into the air by the 
spray-bar and broken into droplets 
which absorb oxygen, thus aerating the 
water before it hits the ground. Shower- 
Queen is made of metal, and its cen- 
trifugal hydraulic type of motor is 
claimed to be noiseless. Bearings are 





water lubricated. It is 14% in. long by 
6% in. wide by 6% in. high. Sprinkler 
operates on any pressure from 20 to 100 
or more lbs., domestic or municipal sys- 
tems. Acme Sprinkle Co., 412 Walbridge 
St., Kalamazoo 3, Mich. 


Farm Tarps Packaged 


Farm tarpaulins in a single high- 
quality grade and in five standard sizes 


aja 





are being packaged. Eagle Brand Farm 
Tarps is the brand name. H. Wenzel 
Tent & Duck Co., St. Louis, Mo. 
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Wiss is famous for the extra 
value that cuts sales resist- 
ance. When you sell the Wiss 
line you know you are offer- 
ing the best. Your customer is 


already half sold because the 


Wiss reputation for value is 


well known. Consistent na- 
tional advertising keeps buy- 
ers conscious of Wiss quality 
features. The Wiss line is the 


line of least sales resistance. 


Sell WISS and you 


sell satisfaction. 



















VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 
CALKING COMPOUND 
A leader since 1908. Will not dry 


out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


00ud 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 


PHILADELPHIA 40, PENNA. 
REET EEE CORRES LAE 
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Remington Shavers 
Rand, _ Inc., 


Remington 


Conn., announces its “Blue Streak Shav- 
ers.” The combination of Blue Streak 











twin heads and the close shaving round 
heads is said to snip long and short 
hairs with equal ease, and make possi- 
ble precision shaving around sideburns 
and mustache. The twin shaving head 
provides four long-hair cutting edges, 
and two shaving surfaces. Shavers are 
available with 3, 4, or 5 heads to re- 
tail respectively for $17.50, $19.50 and 
$21.50. 


‘Aeromist’ 


“Aeromist” for cleaning glass surfaces 
is being made in a streakless formula 
according to Boyle-Midway, Inc., 22 E. 
40th St., New York City 16. It is said 
to be a rapid-drying cleaner with a 
pleasant odor. May be used for win- 
dows, mirrors, French doors, in service 
stations and by commercial window 
cleaners. Suggested to retail for 15 cents 
for an 8-oz. bottle. 


~ ena ERR. 
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Electric 
Shaver Division, Main St., Bridgeport 2, 










GLASS CUTTER 


Sensitive to touch 
— light to handle — 
relaxing to use. 


Chapmanized steel 
RED DEVIL wheel. 


! Twelve to 
Display Box 


A product of 


Red Devil Toofs. 


IRVINGTON 11, NEW JERSEY, U.S. A. 




















































ANOTHER 


Sharou 
ASSORTMERT ! 


No. ES 295 
EXPANSION SHIELDS 


Fibre—Lead—Malleable Iron 
A SHIELD FOR EVERY PURPOSE! 





© A complete department containing sizes 
%x 6 to | x 10 fibre; 44 x % to 4 x | 
lead; 10/24 and ‘4-20 Machine Screw 
Shields; 4 short to '/2 short malleable lag 
iron. 295 "most wanted" expansion shields 
in one compact package—-returns a high 
profit on small investment. Quick refills 
always available. Order direct or from 
your jobber. 


Send for your Sharon Assortment 
Catalogue today. 


x Ab 
Shavott Boll aud, Sere Lo. 


BOSTON 10, MASS. 
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Table-Top Water Heater 


Westinghouse Electric Corp., 306 | 


Fourth Ave., Box 1017, Pittsburgh 30, 
Pa., offers a table top water heater with 
4 sq. ft. of acid-resisting porcelain 
enamel work surface. This 40-gal. auto- 
matic electric heater has an adjustment 
range of 120 to 170 deg.; an immersion 
type heating element that is said to put 
the heat directly into the water; Fiber- 
glas insulation in heavy layers, and a 
scientifically designed cold water baffle. 
Maker states the galvanized copper bear- 
ing steel tank is tested to withstand 350 
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lb. pressure. Has a standard 230-240 | 


volt heafing element of 2000 watts. 


Sprayer Brochure 


General catalog of hand _ sprayers, 
power sprayers, dusters, and hand plant- 
ers has been published by Dobbins Mfg. 
Co., Elkhart, Ind. Many models are 
shown in color with specifications. Out- 
standing features are illustrated and 
pictures of the products in use are in- 


cluded. 


'Bradmaster’ M agnet 


Markwell Mfg. Co., Inc., 202 Hudson 
St., New York City 13, is again making 
the “Bradmaster” with an improved and 
stronger magnet. It is used to place 
brads in locations difficult to reach with 
hammer and tack or brad. Spring op- 
erated magnetized shank drives brads 
from % in. by No. 20 te 1 in. by No. 17. 
Exterior construction is of brass. Sug- 
zested retail selling price is $1.50. 
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To set a new chime-sales 
record, for extra volume, extra 
profit, and new store prestige 
. Do This: 
Go into a sales huddle 


with your staff;—brush up on 





Rittenhouse Chime facts.. . 
Norman Bel Geddes styling, 
exclusive mechanical features, 
appealing price range. Get your Chimes Display 
Board up front—where people can see and hear 
the models you stock. Start now—on a direct 
mailing campaign to your customer and prospect 
list. Use Rittenhouse Chime folders—as enclo- 
sures with invoices and statements, and on your 
counters. Write us for free newspaper mats, spot 
radio script and suggested local newspaper copy. 
Feature a Chime Window Display. Have your 
show card man attach a reproduction of Ritten- 
house magazine advertisements to your interior 


store display cards. 


Replenish Your Stock NOW — Write or Telephone 
your Rittenhouse Jobber today. 


THE RITTENHOUSE COMPANY, INC. 
467 East Street Honeoye Falls, New York 


Chimes by 


RITTENHOUSE 
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LIGHT DUTY “C" CLAMPS 











. 4 
ty Vee 
Opening | Depth Weight 
Inches | Inches Thread Per Dozen 

22 1% hex4 4% Ibs. WY Mtl 
3 1% "ex 4 5% Ibs. ALA 
4 - hex 14 Ibs. 
5 2": %x11 | 9% Ibs. lay 
6 2% | ‘x11 {11 Ibs. ODE. 

















These Champion Clamps have wedge-shaped bodies of special alu- 
minum alloy for rugged strength at all points of greatest stress. 
Popular sizes. Sliding cross handles and heavy button tips. Screws 
precision cut. Used on assembly operations, in pattern, wood- 
working, welding, and machine shops. Write for prices. 


™ WESTERN ™ 


L and MANUFACTURING CO., Inc. 
SPRINGFIELD, OHIO 





VAPO-MIST 
LAWN SPRINKLER 


Breaks up water into super-fine mist, like 
warm rain, most stimulating to plant growth. 
Made of cast aluminum painted green. Fits 
standard %%" hose connection. No moving 
parts to get out of order. Ample water chan- 
nel prevents deposit forming. 





Contact your jobber, or write direct 


J 0 MANUFACTURING COMPANY 


8442 Otis Street, South Gate, California 
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DRAKE 


SOLDERING IRONS 





SELL RAPIDLY 


win customer 


good will 
——— 


No. 701—100 watt DRAKE Solder 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 





Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 


Exclusive Hardware 
Sales Agency 


Surpless, Dunn & Co., 
New York & Chicago 


DRAKE ELECTRIC WORKS, INC. 


J6S@ LINCOLN AVE., CHICAGO 133, ILL 




















| nector all 













/_WHATS NEW 


‘Weedless’ Lure 








Babcock Mfg. Co., Oak Harbor, Ohio, 
introduces an underwater bait that is 
said to be automatic and 100 per cent 
weedless. Lure features self-guarding 
twin hooks held in place while reeling 
or trolling by a brass spring wire ten- 
sion. To keep line from twisting a free- 
action stabilizer and spoon is provided. 
Silvery dual minnow-like forms are 
made of stainless steel. To part the 
weeds as the lure is reeled or trolled, a 
wedged shaped line connector is sup- 
plied. Minnows, stabilizer, and line con- 
swivel free of each other 
which factor gives a minnow-like motion 
in the water. Maker states that when 
fish strike, the twin hooks flare out un- 
der the slightest pressure of the jaws in 
any direction. Suggested to retail for 
$2.65, Weedless Twin is packed 12 to 
a carton. 


Dazey Display Stand 


DAZE Y 


Kikehen welps 


Counter display stand that demon- 
strates the entire line of Dazey Kitchen 
Helps. It holds 7 appliances and occu 
pies but 20 in. of counter space. Stand 
is all metal finished in blue with chrome 
trim. Dazey Kitchen Helps are mounted 
in their wall brackets on the stand, and 
are so placed that each item may be 
demonstrated by itself. Dazey Corp» 
4300 Warne Ave.. St. Louis 7, Mo. 
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Canva-Lastic 


MAKES CANVAS LAST 
WATER-PROOFS 


Awnings 
Binder Canvas 
Tents 
Tarpaulins 
Canoes 
Automobile 
Tops 
Stack Covers, 
Fly Nets, Horse 
Covers, Work 
Jackets, Overalls, Rope, Porch and 
Yard Furniture, Venetian Blinds. 
STOPS MILDEW, WARPING AND 
CHECKING 
Helps keep canvas from shrinking 
Makes them Soft and Pliable 
DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 
Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 











Manufactured by 


NEATSLENE CO, OMAHA 8, NEBR. 


ROY W. SHEPARD, "SHEP" 

















DURBIN-DURCO 
MANUFACTURERS + CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop-Forged * Heat Treaied + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 3%, 1% or 14” chain 
Duroin-Boomer F-2—2 swivels, %, 14 or 54" chain 

Malleable iron ¢ Heat Treated « 5 Sizes 


MIDGET No, 1—1 swivel, 4’ chain 
DELTA No, 1—1 swivel, 


STEEL CONSTRUCTION 


plain bearings, 34" rope 
roller bearings, is rope 
pita | ea i ro 
roller bearings, 34" ro 
roller ings, ig" pon 
ALL-STEEL ROLLER BEARING HOISTS 





Rope remy Construction 





¥%" | 2000 6 lbs. | Drop Forged Hook 

















%" | 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 
Write for 


Catalog 
DURBIN-DURCO 


6611 Olive Street Road + $t. Levis 5, Me. 
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‘Gwynmower' 


“Gwynmower” weighs about 85 lbs. 
and cuts a clean 24 in. swath. Stream- 
lined hood, made of molded aluminum. 
protects all 


iy Ce cana = . 
SS Ss . 
* 


ul parts and front guard 


provides protection from blades. All 
moving parts—pulleys, bearings, collars, 
belts, are grease sealed and insulated 
against dampness and dirt. Power mower 
has a 1 cylinder 2% H.P. unit develop- 
ing 2500 R.P.M. The rubber tired rear 
caster wheel is said to pivot instantly on 
any curve or slope. Free wheeling bal- 
loon tired side wheels provide man- 
euverability ease according to the maker. 
Can be adjusted to make a cut from 1 
to 3 in. high. Handle is made from 
lightweight tubing with a coil spring in 
base to keep it at hip level. Maker 
claims that the mower applies clean ro- 
tary cutting to terraces with no harm- 
ing of lawns or top soil. Suggested to 
retail for $225.00. Gynedd Corp., North 
Wales, Pa. 


Refresh-Aire Ozonizer 


Portable unit called the “Refresh-Aire 
Ozonizer” utilizes a Sylvania electronic 
ionization tube in developing ozone to 
remove home size rooms of cooking, to- 
bacco, sickroom, bathroom and other or- 
ganic odors. The unit uses 10 watts on 
110 volt AC 60 cycle current. Ozonizer 
is 7% by 5% by 4% in. Suggested Fair 
Traded retail price is $16.95 in the east 


and $17.95 west of the Rockies. Re- 
fresh-Aire-Ozonizer Corp., 382 Lafayette 
St., New York City. 











PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Ovtwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains hundreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


- Big, new catalog 
lists full line of 
ADVANCE work 
gloves including 

eather palm 

gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-13, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo- Chicago+Rome, Ga. 





SALESMAN 
FOR YOUR 
STORE 


@ This 7x 7” good looking gold, brown and white salesman will 
go to work for you as soon as you put it on your counter. It really 
sells the sensational chrome and colored CAN-O-MAT—the world’s 
finest can opener. It’s yours free on this limited deal with 4 CAN-O- 
MATS at regular established prices and discounts. Get yours at once 


—put it on your counter and see customers try its one hand operation— 


AND BUY. 


Ask Your Jobber or Us for D-27. 
It’s a Special Pack of 4 assorted 
CAN-O-MATS 
at regular prices with one of these 
sales producing D-27 displays FREE, 


color and chrome 


* 


MANUFACTURING CO. 


KANSAS CITY, MO. 
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HOW DO YOU REACH 
THE INNER CIRCLE? 


When it’s the inner circle of satis- 
fied customers, Brooks Hooks and 
Wire Forms have industrial ac- 
ceptance everywhere. Stock sizes, 
as well as individual designs, are 
precision made with a know-how 
based on almost 100 years of ex- 
perience. For Wire Forms with 
clean bends, sharp threads, high 
tensiles and economical design, 
specify “Brooks”. 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROGKS Hr HOGKS' 





MEDITERRANEAN 


SPONGES 


for 
Immediate 
Delivery 


Similar to ROCK ISLAND 
and CUBA SHEEPSWOOL 


| Some types are equivalent in shape and 
| durability to the best Rock Island Sheeps- 
wool. Other types look like and are the 


equivalent of Cuba Sheepswool. 


ALL Grades and 
ANY Quantity at 
Very Attractive 

°e e ee Prices © @ e@ 


| Also headquarters for all kinds of 


Florida and Cuba Sponges 








v 






2 WAY CLEANING HARMONY! 





DUETS again available. 
Prices on application. 


Established 1869 


AMERICAN SPONGE & CHAMOIS CO., Inc 


245 Missior treet Francisc 5 








| 
| 
| 
| 





-_WHATS NEW 


‘Odolost,’ Deodorizer 


The “Odolost Deodorizer” Bomb is 
made by the Pennsylvania Engineering 
Co., Philadelphia 33, Pa. Maker claims 








it is non-toxic and non-inflammable. This 
deodorizer_ will banish unpleasant 
smells and odors in homes, theatres, 
hospitals, fish markets, food stores, ete. 
A few seconds of spraying time is said 
to leave the air refreshed. Suggested to 
retail for $3.95, an empty Odolost bomb 
may be replaced for $2.30. It is made 
of an odor absorbent of large capacity 
combined with a gaseous propellant to 
disperse it in finely divided form in the 
air. 


Libbey Glasses 


The 12 piece glassware sets include 6 
signatured picturing different 
water fowl and 6 showing upland game 
birds. Decorated by Richard E. Bishop, 
the sets are available in highball and 
old-fashioned Tumblers have 
heavy polished bettoms and_ platinum 


glasses 


sizes. 





Sets of 12 


bands at the safedge rim. 
highball or old-fashioned glasses are 
packaged in golf gift boxes and are 
suggested to retail for $18.00. Libbey 


Glass Co., Toledo, Ohio. 
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HEAVY USAGE 
STRAIGHT 
SPRING 
PNW [ed 3 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustmene 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 





SEE YOUR JOBBER 


... HANSON SCALE CO. 
Yi ee ee 
Chicago 22, ill. 























FANCY 
GLADIOLUS 


PACKED IN CELLOPHANE BAG WITH AT- 
TRACTIVE COLOR PICTURE AND PLANTING 
INSTRUCTIONS. 


3 BULB SIZES 

1% INCH & UP 10 BULBS IN A BAG 
1% TO 1% INCH 12 BULBS IN A BAG 
1 TO 1% INCH 15 BULBS IN A BAG 


PRICED AS FOLLOWS 

50 TO 100 BAGS AT 40c PER BAG 
100 TO 500 BAGS AT 38 PER BAG 
500 TO 1000 BAGS AT 36c PER BAG 
1000 & UP BAGS AT 34c PER BAG 


WILL ASSORT BAGS TO SUIT 
THESE ARE NOT A CHEAP MIXTURE 
BUT ARE ASSORTED VARIETIES WITH 
6 OR MORE COLORS IN EACH BAG. 


TERMS: 25% CASH WITH ORDER, BALANCE 
C.0.D., F.0.B. BENTON HARBOR, MICH. 





SATISFACTION GUARANTEED 


NAGLE’S NURSERY | 


BENTON HARBOR, MICH., R#2 
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Midget Water Heater 


Midget Automatic Electric 
Heater has a capacity of 5 gal., and is 
ideal for summer cottages, trailers, doc- 
tor’s offices, service station washrooms, 





etc. Unit is built on the principle of a 
vacuum bottle, inner tank is made from 
heavy gage steel and is insulated with 2 
in. of mineral wool with an outer shell 
of heavy steel finished in a washable 
Dulux enamel. It operates on 110-120 
volt, AC current and can be plugged 
into any outlet. Also is supplied for 
220-230 volt AC current. Heating ele- 
ments consist of 2,600 watt bands giv- 
ing a 1200 watt total capacity. Unit is 
fitted with an adjustable thermostat con- 
trol set 170 deg. water. Maker states the 
5 gal. are heated in l hr. The thermo- 
stat turns on the heating element when 
2 to 3 qts. of hot water have been used. 
It is 14 by 22 in., and is suggested to 
retail for $45.00. Modern Equipment 
Co., 542 Grant Place. Chicago, Ill. 


’PressureQuick’ Pan 


General Mills, Inc., 400 Second Ave., 
S. Minneapolis 1, Minn., offers the 
“PressureQuick” Saucepan. It features 
an automatic venting and sealing ac- 
tion, the Cookminder; visible dial-type 
vent gage which shows actual pressure 
reading at all times, and which also acts 
as a pressure release; PressureQuick 
slide release which eliminates use of 
the water cooling method for most 





recipes; and the Feathertouch Safety 
Lock handles. It has a 4 qt. capacity 
and is made of cast aluminum. Betty 
Crocker Guide to Pressure Cooking is 
packed with each saucepan. 





Water 





CUSTOMERS 
are 
already 
asking 
for 
the 


ROSS ROOT FEEDER 


-.- and here's what you'll want to know 
about this superior new garden tool that 
takes plant food RIGHT TO THE ROOTS 
where it does most good. 


MARKET . . . every garden-hose-owner is 
a prospect for the Ross Root Feeder and 
Ross Nutrient Cartridges—the new SAFE 
combination for root-zone watering and 


fertilizing WITHOUT DANGER OF 
BURNING. 
OPERATION simply attach the Root 


Feeder to hose, drop cartridge in chamber, turn on 


water and insert Root Feeder to root-denth, 
Sturdy construction. FULLY GUARANTEED. 
Ross Nutrient Cartridges are a water-soluble 


tested 8-16-8 formula, Growth essentials are in 


concentrate form 


DEALER-DISCOUNT—40°% retails at 
$4.98 each, complete with 12 nutrient cartridges, 
Individually boxed, shipped 12 in case. Case 
opens to form sales-making 4-color display. Ross 
Cartridges packed one dozen per box. Retail price, 
$1.00, Order NOW from your seed or hardware 
jobber.* 


ROSS DANIELS, INC. 
1217 High St. Des Moines, lowa 


*If your jobber is gut of stock, send his name and 
we will see that you are supplied. 


| IG PROFITS 






YOUR GARDEN DEPARTMENT 


will buzz with profit-making activity as customers 
ask for this NATIONALLY ADVERTISED "Product 


of Science."’ 
HORMONE 


NO-SEE SPRAY 
ror SEEDLESS 
TOMATOES> 


EASY TO USE 


Just spray the blossoms! That's all! 
Available in popular garden sizes 
and larger commercial sizes. 

Ask your jobber or send coupon. 
i | 


Science Products Co., Dept. HA 57 
1230 E. 63rd St., Chicago 37, Ill. 
Please send Free Bulletin and deoler prices. 


SEEDLESS 


TOMATOES 
et 





Name 
Address 
City & State 
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® No. 89 


"4 7" ELECTRIC 
% DRILL 


sam FL) $9995 


$1295 | For those 
who sell 

the home 

market... 


. » » here is good news. Speedway 
Blue Line Todls are back. Thou- 
sands of them are being delivered 
to dealers each month. 
Each is a practical useable tool, 
built for work. Each is of im- 
proved design, is correct in speed 
and has a specially wound, long 
life Speedway tool motor. Com- 
prising a clean line of nationally 
known tools of types that are 
bought by home owners, hobbyists, 
garages, schools, farmers and 
workmen everyday—they sell in volume in every 
community. Write for Dealer Proposition. 


Write for Catalog sheets and discount schedule 


No. 69 
¥" DRILL 


s4 18° 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero, Ill. 








FOOT AND 
VALVES 


End leakage troubles ... save 
their cost many times over in 
service calls they eliminate. ideal 
for jet type pumps. Made in six 
sizes. Ask for Bulletin 301. 


Onder from your Jobber 


WHITE MACHINE WORKS 
FORT WAYNE 1, INDIANA 








WHAT'S NEW 


‘Cesco’ Color-Dabber 


A paint spraying unit called the Ces- 
co” Color-Dabber, includes plastic pistol 
grip with air valve, 6 ft. of air hose, 


and 4 aluminum disposable Color-Dab 
containers. Maker states that as the 
spray devise is built into the top of the 
color-dab container no cleaning of the 
unit is required. Spraying tubes on the 
containers are factory precision set to 
give a smooth lustrous finish, and it is 
claimed no adjustment is necessary. Any 
source of compressed. air up to 35 lbs. 
pressure may be used. Spare tire, in- 
secticide sprayer or pressure container 
and the unit in addition to spraying 
paint may be used for spraying oil, 
water, inks, etc. Additional Color-Dab 
containers are available for 25 cents 
each, the unit retailing for $2.00. Cesco 
Products, Inc.. 30 N. LaSalle St., Chi- 
cago 2, Ill. 


Cadie Merchandiser 


Cadie Chemical, Products, Inc., 621 
6th Ave., New York City 11, offers a 
merchandiser which displays a 36 pack- 
age assortment of 6 Cadie polishing 


BE POLISHING ASSO POLISHING 
eo Be 


FURWITURE 
=== 





cloths. It requires 91 sq. in. of space. Unit 
is packed at the factory and comes ready 
for display; a slotted arrangement 
which slides up from the back of the 
unit makes the top display panel. 


Perma Filter-Bow! 


Spun Aluminum Products Co., 565 
Fifth Ave., New York City 17, offers to 
the dealer the “Perma Filter-Bow]l” con- 
taining a patented stainless steel filter 
which is fabricated as an integral unit 
of the bowl. It is non-removable and 
maker guarantees it for the life of the 
bowl. This model will fit any standard 


6 or 8 cup wide mouth lower bowl. It’s 
outer surfaces have a mirror finish. The 
filter will not clog and will not stain 
according to the maker. 


Niagara Insecticides 


Niagara Sprayer & Chemical Division, 
Food Machinery Corp., Middleport, N. 
Y., is introducing a complete line of 
Farm and Garden Brand insecticides and 
fungicides. Line is packed in convenient 
sizes and labeled so that the uses, con- 
tents and directions for use are clearly 
explained on each package. They are 
grouped in 5 general classes: Household 
specialties, fly spray and DDT insect 
powder; Vegetable and flower garden 
specialties, 26 different products; Fruit 
specialties, featuring an_ insecticide, 
fungicide combination which is said to 
be safe and effective on apples, peaches, 
etc.; Shade tree, lawn and turf special- 
ties, includes 2, 4-D weed killer packed 
from 4 oz. to 50 lbs.; and Puraturf, turf 
fungicide; and Livestock specialties. 
DDT and BHC formulations for com- 
plete external parasite control on live- 
stock and poultry and in farm buildings. 


HARDWARE AGE 
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Aluminum Kitchenware 


Poulsen & Nardon, Inc., 2665 Leonis 
Blvd., Los Angeles 11, Cal., has added 
three household items to its line of 
“Royal Chef” kitchenware. Shown is | 


the Utility cabinet for use in the kitchen 
or bathroom, 36 in. high, 18 in. wide, 
and side width, 18 in. Finished in 
baked enamel, it is steel constructed. 
Cabinet has two shelves in the main por- 
tion and a large top drawer with three 
compartments for silver. Suggested to | 
retail for $21.95. P & N Vegetable Bin 
is 22 in. high, 17% in. across the front 
and 10 in. across the side. Constructed , 
of 20 gage steel, it has three shelves and 
all edges are rolled smooth. Available | 
in white or red and white caked 
enamel finish. Suggested to retail for 
$2.99. Step stool can be used as a bath- | 
room stool is 23% in. high, 12% in. wide 
at the top and 17% in. wide at the bot- 
tom. Of 18 gage steel, it features non- | 
skid rubber leg tips and step treads. | 
Also all white or red and white baked 
enamel finish. Suggested to retail for | 
$3.99. 


‘Ray-O-Sun’' Display 

A display rack for the “Ray-O-Sun” 
window material, made by the Central | 
Equipment Corp., of Toledo, Ohio, is 
offered dealers. Colorful rack, made of | 
plywood and coppered steel wire, has 
sufficient space on the back-drop for | 


product name, description and price. By 
adaptation rolls of this glass substitute 
can be mounted on counters, walls or 
posts. 
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HIGHER QUALITY— 
GREATER LUMINOSITY 


rg 


Talk about naturals . . . here they are! Scientifically developed luminescent 
plastic specialties that are as appealing to look at as they are practical to use. 
They glow in the dark after exposure to natural or artificial light . . . are non- 
toxic and safe even in contact with skin . . . will withstand exposure to water, 
weather, and normal usage without losing their lustre. 





HOUSE NUMERALS 


Nighttime presents no_ identification 
problem when PAULITE numerals are 
used. They glow in the dark . . . make it 
simple and easy for friends, messengers, 
and other callers to find the right house. 
Ready-bored for use with brads; measure 
314” high x 17%” wide x 1%” thick; can 
be supplied for any address. 


LIGHT PULLS 





No groping or fumbling in the dark to 
find light cords or curtain pulls. 
PAULITE luminescent pulls glow at 
night ..°. act as effective, easy-to-see 
“Direction Finders”. They are complete 
with attached lengths of strong white 
cord ... can be fastened in an instant. . . 








are sturdy, fool-proof, and lasting; in- 





sure safety in the home. 


WATER TUMBLERS 


Adults or children can find glowing 
tumblers in bathroom, kitchen, or on 
bedside tables with no trouble at all. 
PAULITE tumblers have rounded drink- 
ing edge . . . are easily washed . . . are 
safe and non-toxic. White in day — 
light blue at night, these novel tumblers 
are practical, useful household items. 




















There is a difference! When you're selling luminous plastic you — 
want to sell the best. Tests prove conclusively that PAULITE woust 
plastic glows brighter—stays longer . . . PAULITE con- on 
tinues to glow throughout the night. All items have a 

glass-smooth surface. Attractive to the eye—less chance of 

collecting dirt. PAULITE products are easy to sell! Attrac- 

tively display packaged—Nationally Advertised. 


gRS 


You are cordially invited to see these amazing items at our company dark room. 
“Seeing is believing”, and once you know for yourself how effective they are, 
you'll want to feature one or all of them in your next sales promotion program. 
Drop in and see us or send for complete details, prices, and samples today! 


xT oF BETURD Op Some territories open for qualified 
<r > sales representatives 
+ Guaranteed by ~ 

Good Housekeeping 
Stor 


~ McCALLUM, DEVITT and FORD 


201 North Wells Street e Chicago 6, Illinois 


AS ADVERTISED Tite 











WERE'S wuar 


FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
da powder form... just 
mix with water aad 


WILL NOT SHRINK use. Will not shrink. 











STICKS AND STAYS DUT Sticks and stays pat. 


‘i 
Your jobber % 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


DURHAM 
COMPANY 


The PLASTIC Repair Material 
in POWDER Form 


SELL MORE 4 Ib. CANS 


Alert hardware dealers sell one 
case of 4 lb. cans to every two 
cases of 1 Ib. cans. Be sure to 
display the 4 lb. size of Durham's 
Rock-hard Water Putty. It’s the 
big seller to carpenters, painters, 
plumbers, electricians and home- 
craftsmen. 











WoW AVAILABLE! 


Galvonized 


PROFITABLE! Sells on Sight! 
Bronze—16 x 15 Mesh .010 Ga. 
Galv. —15 x 15 Mesh .012 Ga. 

In widths from 24” to 48”... all 100-ft. 

rolls, 

WRITE TODAY FOR PRICES OR 
PHONE STATE 1275 











WHATS NEW 


‘Smokeless’ Coal Heater 


Moore Corp., Joliet, Ill., is introduc- 
ing a smokeless coal heater which em- 
bodies a principle by which all fuel 
gases are consumed. Maker states that 








the average use of coal in the heater is 
70-80 per cent efficient. In the heater 
a cross-draft principle is involved. Air 
brought in at a single intake is divided, 
some diverted downward onto the top of 
the fuel bed to aid combustion and pre- 
vent coking. This also carries volatiles 
down for combustion. Other air is car- 
ried through a cross-wise duct and sent 
to the top of the grate while other air 
meets the two currents to complete the 
combustion process. 


‘Perma-Key’ 

Bell Products Corp., Boston, Mass., 
says the Strip Can Opener will open any 
type can with metal strip on side and 
then eject can-strip from key with fin- 
ger-tip action. Handy kitchen tool for 
homes, restaurants, schools, ships, col- 
leges, etc. “Perma-Kay” is packaged 


in attractive counter display boxes, 2 


doz. to the box, 3 or 6 boxes to the 
case. Suggested to retail for 25 cents. 
Exclusive distributor is H.B.W. Snelling 
Co., 53 State St., Boston, Mass. 























haven d | U''Long, uniform, resilient 
or from your jobber. 
gre 
FOR OUR DOUBLE DUTY CHAMOIS 


strands for keener bite 
Steel Wool Corp., Springfield, Ohie 
DOUBLE VALUE TO THE CONSUMER 


and longer life. Big 16- 
MADE IN U.S.A. 
HOYT & WORTHEN TANNING CORP 


STEEL WOOL 
unit pkg. Order direct 
I E" 
x U Me ais 
ASK YOUR JGBBER 
HAVERHILL. MASS 





Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 





| ono 
D JOINERS _ 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
reROER Ow PROM VOOR JORBER 


SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicogo (18), i. 


NU-WAY 
Calf & Cow 
WEANER 











SELLS ON SIGHT 
PATENTED 
BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast to coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An Item That Repeats —— 
SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, LL, S 


SPAR-TEX 


... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, Nl. 


HARDWARE AGE 
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improved CARBOLOY * Masonry Drills 


at NEW LOW Prices 
/. 


Drills 4 times faster through con- 
crete, brick, plaster, slate! 


Stays sharp up to 50 times longer! 

Drills clean, sharp, true-size holes 
. close spacing without break- 

through! 

Drills far quieter! 

For use in any rotary drill, drill 

press or hand brace. 





15 POPULAR SIZES 
ASK ABOUT 
SPECIAL 
6-DRILL SET 
3/6", Y,", 5A6", 
36", 42", AND 5%”. 
$13.70 
WITH FREE Piisiy 
CANVAS KIT Gas A 


* (Trade Mark) Cemented Carbide 


STOCK UP NOW! OPEN LINE! 
CARBOLOY COMPANY = 


11197 E.8 MILE BLVD. * DETROIT 32, MICHIGAN | 














bts 





Sates Gatore 
with PROFITS... 


but that's 
not all! 


Survey shows that men who buy Cox 
light power-transmission accessories are 
so satisfied that they want to come 
back to YOUR store for the latest in 
other quality items at low cost. Cox 
equipment carries each sale into related 
items such. as motors, power tools, 
paint, lubricants, V-belts, pulleys, etc. 
Get the full facts now. 


RETAILERS! 


Write for illustrated cat- 
clog sheet AS! with in- 
teresting data and prices. 


Cox METAL PRODUCTS CO. 
3249 N. 26 St. © Milwaukee 6, Wis. 
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Boston Post Lantern 


Asquith Associates, 131 State St., Bos- 
ton 9, Mass., are the exclusive sales 
agents for the Boston Post Lantern 
which is electrically wired for use in 


j 
| 
j 
| 
/ 
j 


rural areas and in colonial homes. Model 
1896 is antique style for outdoor use, 
18% in. high and 9 in. wide, attachable 
to a post. Model 1896-B is similar for 
outdoor wall attachment. Manufactured 
by Metallic Arts of New England, Inc., 
Cambridge, Mass. 


W hitlock's Catolog 


Whitlock Corp., 17 Warren St., New 
York City, has issued a 256-page cata- 
log, 11 by 8% in., divided into 12 sec- 
tions. Each class or type of item is 
grouped together in a section such as: 
Padlocks, auxiliary locks, shop equip- 
ment, builders’ hardware, luggage hard- 
ware, key accessories, cabinet locks, 
door closers, key blanks, locks and parts. 
Full set of index is in first section. 
Alphabetical index and numerical index 
for cross reference is followed by a 
separate key blank index. Separate 
booklet form price list is with each 
catalog. All items are illustrated and 
described in detail. Company is dis- 
tributing the catalog through the mails. 
Requests on business letterheads will be 
honored. 


Knox-Out Weeds 
In Liquid Form 


Knox-Out Weeds Liquid, liquid 2, 
4-D compound is offered by the Penn- 
sylvania Salt Mfg. Co, 1000 Widener 
Bldg., Philadelphia 7, Pa. Maker states 
1 pt. of the weed killer mixed in 20 
gal. of water will treat 4,000 sq. ft. of 
planted surface. It is available in 8 oz. 
and 1 pt. glass bottles. Knox-Out Weeds 
liquid is claimed to kill most broad 
leafed lawn and garden weeds, however, 
it is said to be harmless to most lawn or 
field grasses. May be used for control- 
ling “hay fever” weeds, eradication of 
poison ivy, etc. spot elimination of weeds 
from lawns and gelf courses, and re- 
moval of weeds from pastures, stone 
walls, vacant lots and ditch banks. 


| 
| 
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ALL-ALUMINUM 


“KENCO™ 


ADJUSTABLE 
GARDEN 
RAKE 


It's @ te “rake’’ in 
profits with this 4- 
in-i tool, engineered 
for Raking Grass, 
Leaves, Soil, and 


Gravol. 
outstanding 








al 








ravol. 
These 
selling points make 
the “K o” n 
attractive buy for your 
customers. 

@ Span of Rak- 
ing Edge is 
Instantly Ad- 
justable 
ranges 
0 to 

inches. 

Narrow span 
assures easy, 
thorough rak- 
ing (without 
damage) be- 


plants, etc. 
© Rugged 
Rust-proof. 
© Weighs 
4 0. 


— Easy to 
Store. 
IMMEDIATE DELIVERY 


Kenco Products Corporation 
329 E. 28th St., New York 16, N. Y. 
@eeeeee?s 


tween hedges, @ 
and @ 
only @ 
Easy to Use @ 
6 
Dealers: Write today for profit arrangement @ 











Immediate Delivery 


READING-CAREFREE 


LAWNMOWERS 


Light weight—Ball bearing reel— 


semi-pneumatic rubber tires—Tubu- 


lar steel handle with rubber grips— 


5 blades—1I6"—each $16.50. 
Standard packing units of 5. 


Write for the "Lurie Flyer" 


LURIE HARDWARE CO. INC. 


WHOLESALE ONLY 
552 WEST LAKE STREET 
CHICAGO 6, ILLINOIS 














[2 
Always 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 


The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is a 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 
Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify Nationgl! 
The complete line em- 
braces practically every 
requirement for builders’ 
hardware. 

















The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Of. TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, !Hinois 

















Blade Weed Cutter 


“Serrated Blade Weed Cutter” has 41 
serrations on each side of the blade, 
which has a 10.45 carbon content and 


60-90 manganese content. Twelve gage 
heat treated arms connect the blade to 
a 30-in. hardwood handle finished in 
clear lacquer. Schaffer Co., 479 S. Main 
St., Memphis, Tenn. 


‘Bontu' Rat Baits 

Each “Bontu Rat Bait” is individu- 
ally wrapped in waxed treated papers. 
Baits are ready for use as they come 
from the package. Maker states the rat 
baits are relatively harmless to humans, 
poultry and farm animals. The baits 
contain Antu which is a slow acting 
rodenticide causing death by plural ef- 
fusion, the rodent drowning in its own 
body fluid. Bontu baits are suggested 
to retail for 35 cents, size containing 10 
baits, enough to destroy 100 rats, pack- 
ed 12 packages in a counter display car- 
ton. In the $1.00 farm size, with 40 
baits, enough to destroy up to 400 rats, 
also 12 packages to a carton. Bonide 
Chemical Co., Utica 4, N. Y. 


‘Healthaire’ Fan 


Twelve in. window fan may be used 
in any room in the home or office to re- 
move stale heatedsair and dust. It is 
said to handle 1300 cu. ft. of air per 
minute quietly and efficiently. Fan is 
equipped with an 8 ft. cord and plug 
with control switch. The necessary 
mounting hardware is furnished with 
the fan with mounting instructions for 
any window from 25 to 35 in. wide. 
Healthaire fan has a one piece venturi 
outlet, and a totally enclosed motor. 
Johnson Fan & Blower Corp., Chicago 
7, & 


FOLDING 
CHAIRS 


(lest where ame 
Plein. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142-A BROADWAY 
NEW YORK 1, N. Y. 








SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57,11. ¥ 











| COOK STOVES & WATER HEATERS 


Available 
NOW! 


We can also furnish you with the following: 
OIL BURNERS ASBESTOS WICKS 
ALL KINDS OF BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Harttord, Conn. 











CENTRODRAIN and FILLER 


DRAINS ce 


Pools ashing 


} 


Ww 


CENTRAL RUBBER PRODUCTS CO., Inc. — 
621 Broadway @ New York 3, N.Y. 
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Available 
NOW! 
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SBESTOS WICKS 
) FITTINGS 

TURING CO. 
Harttord, Cona. 


nd FILLER 


ICTS CO., Inc. © 


York 3, N.Y. 
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isier to Sell Because Better Built—Better Known 


You'll find more and more customers asking 
frst for VISE-GRIP by name. They have learned 
fom neighbors, or the mechanics at the next 
bench, that VISE-GRIP, the original toggle- 
wrench, is definitely better designed, better built 
of better materials, will out-perform any imita- 
tion. 

Does more things—easier, quicker—than any 
dher tool. Gripping power exceeds a ton. Locks 
fo work with hands removed. Adjusts to super- 
plier action. Wide range of jaw adjustment. 
Built of fine alloy steel. Specially hardened. 
Nickel plated. Two sizes—still only $1.65 and 
$1.95. 


Sold thru Tool Jobbers and Dealers 
Invented, Perfected and Made World-Famous by 
PETERSEN MFG. CO., Dept. 41, DeWitt, Nebr. 


Export Dept.: Irwin Herzfelder, 130 Water St., N. Y. City 





WO JOB /S 
TOO TOUGH FOR 
THIS VISE-GRIP 

WRENCH 
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HOLDS ANY SHAPE 


\ 
PORTABLE TOGGLE PRESS 
4 
4 
HEAVY FORMING, 


TWISTING, BENDING, 
CRIMPING, ETC. — 





es 


> WITH HANDS . 
ore SLAMS, ETC ‘3 
——— abi 
TAKES THE PLACE = 
A SECOND MAN _ 


oF 





LOCKS On _ 1m TOOL AND DIE WORK. 
STAYS LOCKED § BEST THERE 15 FOR 
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Smart, modern styling gives eye-catching sales appeal to this 
matching set of creamer, sugar bowl, and salt ’n pepper shakers. 
Molded from durable, sanitary plastic for a long tour of table duty 
... handy to use... decorative in appearance. Creamer and sugar 


are red; shakers are red and ivory. 


A post-war improve- 
ment makes this fast- 
selling Server more 

pular than ever. 
eatures: positive cut- 
off in pouring; 
smoother operation; 
improved appear- 
ance; eliminates 
Yn a easily 


FEDERAL TOOL CORPORATION, 400 N. LEAVITT ST., CHICAGO 12, ILLINOIS, U.S. A. 


NEW YORK 
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GEL SOLAR 


INSECTO LAMPS 


“READY TO SELL”’ KIT CONTAINS: 
* Complete Lamp Assortment 
* “ Consumer ’”’ Literature 
** Point-of-Sale’’ Display Basket 
* Merchandise Bonus 


DEALER MAKES 42% PROFIT! 


Cash in on night flying insects this summer! 
Stock and sell Solar INSECTO Lamps! They 
are in big demand everywhere lamps are used 
for indoor and outdoor lighting. 


WRITE NOW ABOUT DEAL NO. E-5A 


SOLAR ELECTRIC CORP. 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 











BIG DISCOUNTS 


Stee NOW 


FOR NEXT SEASON!! / 
NATIONALLY ADVERTISED ; 


SU 
TANK 
HEATE 


‘*STANDARD THE COUNTRY G 
6th oi 
and ELECTRIC 
MODELS 
America's 


FINEST LINE 
of 


TANK 
HEATERS! 


FAVORITES 
with Stockmen 
Everywhere! 


DISCOUNTS 
Feb. 5% 


Mar. 4% 
Apr. 3% 
May 2% 


Jun. 1% 


ee re ee ee ¥ 


IMMEDIATE 


“GUERRA MFG. CO. 


200 Main St., GEORGE, IOWA 


214 








Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Associa- 
tion annual convention and exhibit, 
May 21-23, 1947, at the Municipal Au- 
ditorium, Birmingham, Ala. Hotel head- 
quarters, Tutwiler Hotel. Mrs. J. H. 
Crowe, 509 No. 19th St., Birmingham 3. 
Ala., is secretary-treasurer. 


Associated Pot and Kettle Clubs 
of America, annual convention, June 
22-25, 1947, at Feather River Inn. 
Blairsden, Calif. Fred C. Wood Co., San 
Francisco, Calif., is secretary. 


Carolinas, Hardware Association of 
the, annual convention, June 10-11, 
1947, at the Hotel Columbia, Columbia, 
S. C. Sally Couch Masten, 118 E. 
Fourth St., Charlotte 1, N. C., acting 


secretary. 


Eastern Hardware Golf Associa- 
tion, annual tournament May 21-23, 
1947, at Shawnee Country Club, Shaw- 
nee-on-the-Delaware, Pa. H. L. Gilliam. 
Wood Shovel & Tool Co., 30 Rockefeller 


Center, New York City, is secretary. 


Florida Retail Hardware Assn. con- 
vention in May 12-13, 1947, at Angebilt 
Hotel, Orlando, Fla. William W. Howell. 
P. O. Box 183, Waycross, Ga., secretary. 


Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich, Sponsored 
by William H. Pfau and his organiza- 
tion. Permanent Headquarters of show, 
240-44 Convention Hall, 4484 Cass Ave., 
Detroit 1, Mich. 


Louisiana Retail Hardware Assn., 
annual convention, May 21-22, Youree 
Hotel, Shreveport. David O. Mansfield, 
226 S. State St., 
tary. 


Jackson, Miss., secre- 


Mississippi Retail Hardware & Im- 
plement Assn., annual convention, June 
9-10, 1947, Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State St., 
Jackson, secretary. 


National Association of Sheet 
Metal Distributors, 37th annual meet- 
ing, May 26-27, 1947, at Deshler-Wallick 
Hotel, Columbus, Ohio. Thomas A. 
Fernley, Jr., is secretary-treasurer of 
the association which has headquarters 
at 505 Arch St., Philadelphia, Pa. 


National Contract Hardware 
Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., is 
managing director. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag 
ing director. 


National Retail Hardware Asso- 
ciation, 48th annual Congress, June 
16-19, 1947, at the Hotel Statler, Cleve- 
land, Ohio, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 


Store Modernization Show, first 
annual, week of July 7, 1947, at the 
Grand Central Palace, New York City. 
Sponsored by Store Modernization 
Show, Inc., Grand Central Palace, New 
York, with John W. H. Evans, manag- 
ing director. 


Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, At- 
lantic City, N. J., will be headquarters 
for American Supply & Machinery 
Manufacturers’ Association, Inc. The 
National Supply & Machinery Distrib- 
utors’ Association and the Southern 
Supply & Machinery Distributors’ As- 
sociation. R. Kennedy Hanson, 1108 
Clark Bldg., Pittsburgh 22, Pa., is gen- 
eral manager of the American associa- 
tion; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer of the National association. E. L. 
Pugh, Volunteer Bldg., Atlanta 3, Ga., 
is secretary-treasurer of the Southern 
association. 


Builders’ Hardware Quiz 
Answers 
(Questions on page 184) 
Cuapter 59—ApvANCED Course 


Did You Know? 
1. Two doors one above the other 
which can be fastened together. 
2. Automatic top closer. 
3. Door Silencers. 
4. Steel cellar sash. 
5. Door chimes. 
6. Key racks or cabinets. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 
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Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style OTH shown. 





Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Stoop Railings are 
used extensivelyby 
builders of small 
homes. Made in 
various designs. | 




























































































Stewart Plain and Ornamental fron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 
designs, or built to meet specifications. 











STEWART IRON WORKS CO., INC. 
1437 Stewart Block Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 








NEW TOOLS AT 
BARGAIN PRICES 


We have the following new tools in our 
stock at our Salt Lake City, Utah, ware- 


house ready for immediate shipment. 


650—Screw drivers, standloid handle for 
#18 Phillips screws. 


1450—Screw drivers, standloid handle, 10” 
blade, 3/16” dia. 


2900—Screw drivers, common blade, 
5” x 5/16”, wood handles. 


850—Maillets, Copper Face Inserts, 134,# 
head, made by Green-Tweed Co. 


1250—Mallets, Copper Face Inserts, 21/2# 
head, made by Danielson Mfg. Co. 


600—Mallets, Copper Face Inserts, 31/.# 

head, made by Danielson Mfg. Co. 

3700—Mallets, Rawhide Face Inserts, 11/,# 
ea., made by Green-Tweed Co. 


18,000—-Mallets, Rawhide Face Inserts, 21/4 # 
ea., made by Green-Tweed Co. 


525—Cross Cut Saws, 5’ long. No. 202 
Simonds. 
130,000—Hickory Handles, 36” long. 


130,000—Short Handled Shovels, reinforced 
D handles, 3714,” overall length, 
blade 12” x 9” cupped & pointed. 


All these and many other choice items 
such as: 


PICKS - MATTOCKS - SPANNER WRENCHES 

WIRE ROPE - RUBBER HOSE - WAREHOUSE 

TRUCKS - HAND BARREL TRUCKS - PIKE 
POLES - SPLITTING MAULS, ETC. 


Write today for our list F-2-H and see 
the details of our enormous stock. 


MORSE BROTHERS 
MACHINERY COMPANY 


Est. 1898 


2900 Broadway Denver, Colorado 











NOW is the 
ime to Order 


Hay Tools 


HEAVY DUTY 
HAY CARRIER No. 932 


The easiest operating, lightest pull- 
ing, hay carrier on the market. 
Extra strong construction assures 
long rope life, reduced pulling, 
years of trouble free service. Double 
swivel action—reversible. 


LOOSE TINE FLEXIBLE 
GRAPPLE FORK No. 894-895 


Hendles baled hay as well as loose 
hay. oe high carbon, extra stiff 
—— has six foot d— 
Sect OS, ewer | ond 7 mith _— 
ne ve ac- 

ton "hip ae and ft flexible 


DOUBLE HARPOON 

FORK No. 891 
The No. 891 is made to handle large 
loads. Tines are 31 inches long and i7 
inches apart. Also featured are No. 890 
for smaller loads and the 892 Husky, 
heavy duty fork for lifting extra large 
loads. 


KNOT PASSING PULLEY 
No. 857 


This 5!/. inch sheave is 13% inch thick, hard 

maple, kiln dried and oiled to prevent crack- 

ing and warping. Frame designed with 

large opening to allow knot to pass through. 
Write Dept. HAI0 today for prices 
aad complete Hay Tool cetaleg. 


MOLINE 


iRON WORKS 


A 
mowing, 1LINO!S. 0 . 











Ad Last! THE HANDY HOUSEHOLD Toot 


Stelray SELF CENTERING PUNCH 


Starts holes for NAILS 
or SCREWS ... at 
angles ... tight spots 
+ «+ « Corners. 


Get a supply 
on display . 


TODAY ! 





Many ways to use — hinges, fix 
tures, shelves, brackets, racks, 
Expertly designed and construc. 
ed. Appeals to hobbyists ond 
craftsmen. 


ee Ask your Jobber — or write, 
One _ i to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 











MAKE SUPER PROFITS! 
wn SUPER Carbide Tipped, 


MASONRY DRILLS 


— 


STANDARD , 


LENGTH 


EXTRA 
LENGTH 


BIG SALES to 
@ HOME OWNERS © PLUMBERS 
@ CONTRACTORS | @ MAINTENANCE MEN 


@ ELECTRICIANS @ BUILDERS 


WRITE FOR LITERATURE 


SUPER TOOL COMPANY 
Carbide 7itped “Jools 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, ‘ 


HARDWARE ACE 


*, mate: 
* the s 


FREE 
Free 


* velop 





in na 
the v 


* about 


MAY 


DUSEHOLD TOOL 


ING PUNCH 





™“CHE\ZRON 


AMERICA’S NEWEST 
MOST IMPROVED 
HOME WORKSHOP SAW! 





1. DROP FORGED HANDLES on 24” and 30” sizes pro- 
vide the ultimate in strength and quality. 

2. STREAMLINED—omission of protruding bolts permits 
working in tight corners and prevents skinned 
knuckles. 

3. MAINTAINED TENSION—eccentric counter-bored strap 


jays to use — hinges, fix. . 
= bolts maintain factory set tension on the head 


helves, brackets, racks, 
' designed and construct. assembly. 

~ to hobbyists ond 4. TWO WAY JAWS for side and end cutting and also 

an added nut splitting feature. 

ur Jobber — or write, The practical advantages of the Carolus cutters have 
been proven in the field for over twenty-five years. Now 
this greatly improved tool is available for national dis- 
tribution. Write for bulletin 12. 


MANCO MFG. CO. 


BRADLEY PLLINOIS 





| NO.47 SAW 
$44.95 Retail 


F.O.B. Prov. 
Less Motor 
Less Saw Blade 


FOR IMMEDIATE 
DELIVERY! 


® Display the home work- 
shop saw that gives the 
deepest cut of all (2- 
11/16" with 8" blade, 54" bore). 

Display the home workshop saw that is 
STURDIER (60 Ibs. net), the saw that has no 
die castings in working parts! Table Tilts 45°. 
Display the SAFER, MORE ACCURATE, 
FASTER SELLING CHE-V-RON! 


Order Your CHE-V-RON Home Workshop 
Saw For Display NOW! 


jat really pays off, 
UCTS INC. ees 


BOLT CUTTERS 
WIRE CUTTERS 


























OFITS! 


aped Sell 
5 4 


weeeeee eee 


Patent 


Teese 


ROOFING - SIDING 
* FLOORING - FORMS 
* FASTER AND EASIER 


° WITHOUT SPLITTING 


* There’s a wide-open market for this 
$ new lever-action tool. Sells readily 
¢ to builders, maintenance crews, shop, 


to 
BERS 
TENANCE MEN 
ERS 


MPANY 
ls 


» Rd., Glendale 3 


\RDWARE ACE 


* home and farm workers. Saves up to 
« 10 times its cost in time, labor and 
*, materials in one day. Profit now from 
* the sales appeal of BORD-PRI. 

» FREE SALES AIDS plus NATIONAL ADS 
¢ Free newspaper ad mats and en- 
* velope stuffers—and BORD-PRI ads 
« in national magazines—help smooth 
* the way to easier sales for you. Ask 


* about them. 


TYPICAL COMMENT FROM BORD-PRI USERS: 
“will say BORD-PRI is one of the finest material-and-labor-saving tools | ever 
ag (si “y C. E. Morse, Gen. Supt., THE CARMICHAEL CONSTRUCTION 

.. Akron, Ohio 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseseseees 


SAVES MANY® 


TIMES ITS COST . 


N 

ACO corroraATio 
HUNTINGTON, IND Order Your 
Stock or Write 

for Details TODAY 


MAY 8. 1947 


LIST PRICE ° 


PEERLESS PRECISION PRODUCTS 


387 CHARLES STREET 
PROVIDENCE, R. I. 


Gentlemen: 

Please ship one (1) CHE-V-RON SAW TABLE immediately We 
enclose check [] money order [) for $36.81 covering sow tabley 
and combination sow blade* Bill us at your regular terms (). 


Include extra equipment price list [] 


NAME OF STORE 





ADDRESS 








YOUR NAME 
*Blade retails for $4.13. 
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A HOT PROFIT MAKING ITEM ER ADVERTISING 


INCINERATORS (TRASH BURNERS) in these magazines 
NOW AVAILABLE » ze GOOD HOUSEKEEPING @ HOUSE BEAUTIFUL 


BETTER HOMES AND GARDENS @ GUIDE FOR 
THE BRIDE @ AMERICAN HOME @ HOUSE 
AND GARDEN 


The Dennis Mitchell all 
welded loop over con- om has been telling nearly 
\ MILLION READERS 


structed incinerator has 
instant sales appeal. 
Made of heavy gauge 
metal, it withstands high 
temperatures and re- 
tains its shape even 
when packed to ca- 
pacity. Scientifically de- 
signed for fast, safe 
burning. A year round 
seller that moves like a 
torrentin Spring and Fall. 
27” high, 18” in di- 
ameter at top, 141%” 
in diameter at bottom, 
comes complete with 
cover. Write for infor- 
mation and literature, 
set up for jobbers and 

distributors. rA\\ a we Win Gin sacar 
\\ 3 TRADE mann 











For those 2 or 3 unsafe back or side windows. Keeps 
intruders outside . . . protects loved ones and valu 
In two sizes, each odjustable in width. 


from raw material to finished product ables inside. 
No interference with lower sash, screens or storm 
sash. '/2 the price of made-to-order guards. Order 
from your distributor or write us direct. 


Devs Mircueus nous tees. 740 CABEL STREET, LOUISVILLE 6, KY. 


) ; | 5 ‘6 99 
png mo 4 | “Flo-tex”’ COVERS 1 
saa NY Ym - |COLORED PYREX* 


@ REPLACEABLE . <= ; 
HEATING : ee ce Your for are 


ELEMENT 
PROFITABLE 
PLUS—SALE! 


Made in California by 


THE PERFECT BALANCE— FLORENCE TEXTILE PRODUCTS 


PISTOL GRIP—SOLDERING GUN 1178 So. La Brea Ave. Dept. 34M 
Los Angeles 35, Calif. 
THAT WEIGHS 

| Registered trade mark of Corning Glase Works 


ONLY 6 OUNCES! §&@ ees 














DON'T OVERLOOK THIS ONE! Put some pep in your 
soldering iron sales with the Flash ''75''—with 5/16" tip for direct oper- 
ation from 110 V AC or DC line. Heats up quickly. The natural wrist 
position, perfect balance, cool pistol grip and light weight make a 
"Flash" hit with your customers. Four interchangeable tips for general 
utility service. REPLACEABLE HEATING ELEMENT—a feature that cus- 
tofhers really like, and it brings you repeat business too. 


RETAILS AT $4.95-—15 your jobber does not yet have Fiash ''75"' 
in stock, send-your first order direct to us, give your jobber's name 
and address—we'll ship direct to you at dealer price. Use coupon. 


BAKER-PHILLIPS CO. 21610 Aldrich Ave. So. 


Ship me direct . Flash ''75"' Soldering Guns with Display Card 


hobbyist ae alvanei ial ci 
and [] bill me (rated account) or [] send C.O.D. 
a. : LG om gel) B 
Address : 
My Jobber is ; a by gt weed K-D Mfg. Co., Lancaster, Pa. * 


His Address .. 


e K-D 5B Tool Kit is 


Nana 
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-RTISING 


jagazines 


@ HOUSE BEAUTIFUL 
tDENS @ GUIDE FOR 
\N HOME @ HOUSE 
RDEN 


felling nearly 


i READERS 





‘ or side windows. Keeps 
ts loved ones and valu 
ach odjustable in width. 
sash, screens or storm 
to-order guards. Order 
te us direct. 


OUISVILLE 6, KY. 





ERS ror 








RDWARE AGE 


PROJECTING BUILT-IN TYPE 


BATHROOM FIXTURES 


(of Dow Styron) 


ARE APPROPRIATE FOR 
THE FINEST HOMES... yet 
inexpensive enough to be 


used 


in low cost homes 


Toothbrush and tumbler holder 


Beautiful in appearance, DeLuxe 
Lustro- Ware bathroom fixtures 
may be installed with the confi- 
dence that they will always look 
like new... they will not chip, 
check, or break like porcelain, 


neither will they peel, dent, or 


Soap Dish 


corrode like metal. Easy to install 


in either built-in or surface at- 
tached types. Write today for cat- 


Towel Bors 


18 inches 30 inches 
24 inches 36 inches 


alog, prices, display information. 


acessed soap dish with or without 

b bar, Note soap dish and tumbler 

may be removed for easy cleaning er 
colors to 
meet _ indi- 
vidual dec- 
orative ef- 
fects. 


» 


>, 


weet ree - 
SeLNANGRED BN WOLVES SE » 
f “ 


Recessed paper holder Toothbrush and tumbler hoider 


PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 





FOR EVERY 
HOUSEHOLD USE 


| Made of Genuine Latex Foam Rubber 
| A "Natural" for the Hardware Trade 


i Write For Free Sample and Full Particulars 


| RELIATEX INC. 


506 So. Los Angeles St. Los Angeles 13, California 








IS OUTSTANDING 

IN SALES APPEAL (look at it) 

IN DESIGN [examine its features) 

IN CONSTRUCTION [look inside) 

IN PERFORMANCE [try it on your hose) 

IN RUGGEDNESS (test it) 

IN VALUE (at $1.00 list it is the outstanding noz- 

zle value for 1947) 
Its new exclusive seal will not leak at any normal 
water pressure and it actually improves with use. It 
sprays farther or finer with fine adjustment range. 
It's made of tough non-ferrous corrosion resisting 
alloy. Bright nickel plated for enduring beauty. 


LIST—$1.00 


Attractive Counter Displays available soon. See your jobber or 
write us 


SISLEY PRODUCTS, INC. 


2262 ALBION ST. TOLEDO 6, OHIO 








MAY 8, 1947 
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Pp 


lenty of Buyers 


right in your area 


right now! 


Check this list and see— 


~ 
» 


C) Truck Gardeners () Farmers 

C Cotton Growers (©) Grape Growers 
C Tobacco Growers +) Potato Growers 
C Fruit Growers C) Nurserymen 

C) Greenhouses C All dust users 


“eae aoe see a ea aae a = * 








Every quantity user of dust needs the 


HUDSON Stauffer KNAPSACK DUSTER 


: SPRAYERS AND DUSTERS : 


It’s easy to tell how many Hudson Stauffer Knap- 
sack Dusters you can sell. Just put down as top 
prospects every grower and farmer in your area 
who uses more than a few pounds of dust. This is 
the duster they want—a knapsack, bellows-type 
duster.It’s the easiest to carry and applies dust the 
way it should be applied for best results. It cuts 
dusting costs and helps growers make more money 
from crops. Naturally, they'll take notice—and buy 
—when you tell them you have the Hudson 
Stauffer, and point out its many, needed advantages. 
Sales-making consumer 
advertising in 22 national 
and sectional magazines 
(18,400,000 messages in all) 
is sending growers to your 
store right now. Cash in on 
it— order several Stauffer 
dusters at once. 
Why Growers Prefer it 
Designed for easy, comfortable 
carrying...Giant capacity covers 
big areas with one filling... Built- 
in scoop for easy filling... Long- 
life bellows... Easy to operate 
..- Perfect control of dust, just a 
puff or a blast at will. 


> 
H. D. HUDSON MANUFACTURING CO. ! 
Dept. E-2, 589 E. Illinois St., Chicago 11, Ill. ; 
Please ship immediately Hudson Stauffer | 
Knapsack Dusters No. 1-A at $28.95 list each, | 
($29.65 in western territories), delivery } 
charges extra. 1 
| 
' 
! 
i 
! 
i 
' 


Name. 





ary 


Address 
City, State 
My Jobber is 








“REODICK” 


MOLE TRAPS 


“No mole can pass under 
this trap and live” 


ONE-PIECE HANDLE is part of formed 
plunger—no chance to break or shear. 


STEEL COILED SPRING—1 x 414.” Steal 





Wire creates vigorous recoil action. 


RUGGED FRAME—5% x .135 steel con- 
struction makes trap rigid, sturdy. 


SELF SETTING—Trigger sets automati- 
cally. Safe, convenient. All working parts 
above ground. 


NEEDLE SHARP TINES are sharp, long, 
and tapered to penetrate and kill instantly, 


ANDROCK 
200 





No. 
“Reddick” 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASS. * ROCKFORD, ILL.* NILES, MICH 








STEEL & 
WIRE CO. 


GE WRIGHT 


AOR COn wee SRS 


HARDWARE AGE 





Made w 
designed 
insure 
Smartly 
various 


erette bi 


Ace Fi 
thet m 
lots. W 
Order 
. Q. | 


ACE 












pick”  fORDERS Now Being ACCEPTED 
T A Pp FOR IMMEDIATE 
n es a“ SHIPMENT.” 


) and live” 


E is part of formed Ace 


0 break or shear, 


ae 6 

sec ts¢ nea an (OWATTER 

5 x.135 steel con- § 

rigid, sturdy. Made with a specially 
designed black wire to 


gger sets automati- Binsure durability. 
t. All working parts [J Smortly trimmed with 


various colored leath- - 
eette bindings. 








ES are sharp, long, 
te and kill instantly, Ace Fly Swatters feature an easy-to-use lightweight handle 
that meets with a buyer's quick approval. Packed in gross 


lots. Weight, 10 Ibs. 
Order No. 102. $8 64 
F. QO. B. Factory. Gross lots, per gross........... ad 


Buy Direct from Factory. 


ACE WINDOW SCREEN COMPANY 


“Chicago's Largest Window Screen Plant’ 
534 S. PULASKI ROAD : CHICAGO 23, ILLINOIS 




































Here’s one of the finest postwar 

electrical appliances. It’s a high- 
profit, reasonably priced item that 
practically every one of your cus- 
tomers will want. Many uses — 
farms, homes, camps, etc. 





Easily operated — a pail of water 
hung on switch arm sets unit in 
operation ... when pail is removed, 
switch shuts off automatically. 








Order from Your Jobber or Write te 


THE NATIONAL IDEAL COMPANY 
DEPT. HA 41, TOLEDO 4, OHIO 
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)WARE AGE 











HOT WATER BY THE PAILFUL | 


| 
















«| dial. 






THEY'RE ON HY 


(BETTER PUT EM ON YOURS) 





TOP LINE TO MAKE 





“HOME-MAKERS LOOK FOR |. 








THEIR HOUSES HOMES" 





Room Heater: Chill-chasing 
cylinder-type electric heater 
that gives. instant 3-way 
heat whenever and wher- 
ever SHE wants it 





Attic Fan: The  breeze- 
building, all-metal attic fan 
that makes home a c-o-o-! 
hot-weather haven 





Automatic Iron: The 
superlative streamlined 
and supersized electric 
iron — lightweight alumi- 
num and completely auto- 
matic for smooth, quick 
ironing. Fabric indicator 


Churn: The electric churn 
that takes the work out of <a 
butter-making. Child-easy 

operation. 


Water Heater: The 
thrifty, completely 
automatic electric 
water heater—gleam- 
ing white baked 
enamel finish and 
fast heating. 









Address: Dept. H. 


















































HOME APPLIANCES 


TENNESSEE VALLEY 


MARKETERS, INC. 





417 NINTH AVE., NO., NASHYILLE 3, TENNESSEE 


__|TOPQLINE|__ 
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DELIVERY NOW! 
TOMORROW'S REEL TODAY 


Fraser i rtnreton SENSATION OF THE AGE 


Amazing! Tantalizing! Action that’s fantastic 
The 1947 Prize Fish Killer, designed and “‘Stream- 
tested’’ to catch the Big Ones: Ideal for Bass, 
Trout, Pike, Musky and even bluegills and crappies 
hit it like a torpedo. 
3 GREAT ACTIONS 

IN ONE LURE 
Wonderlure darts and 


LIST PRICE dives—has twin spin- 
ners for flash and 
spreader tandem 
hooks a, —s ( - 
action. Made of du- 4 eee 1 8 Color Pattern 
$4 7.50 rable TENITB. NF : a 
Length 2% in., wt. ie Price $1.25 


% oz. Order several 
iw! 





It’s a HONEY! Full of 
flash with bulging eyes. 
The greatest Surface Fish 
7 Killer that ever skid 
over the water. It strug- 
FEATURING gles like a wounded 
1—Brass Frame and End Piates a. ng - 8 — 
2—Precision cut Stainless Steel level wind SPIRAL Shaft and Pawi + A ron Masi — 
3—Quadruple —. BRONZE SPIRAL Driving Gear mounted 
on a Stainless $ 


4—Grit and Dust Proof Gear Box and BUCKTAIL FLUTED MAKIDEVL 


5—Aluminum constructed spool for light easy operation and minimum THE BUCKTAIL SPOON— 
wear, perfectly balanced. n peaganont a — im 
6—Self-ciling felt lined BRONZE bearing caps opeon makes this MAKIDEVL 
| the fish charmer supreme. Fish 


One of America’s strike it like a torpedo! Comes 
in Nickel, Copper, Brass and 5 


TRULY FINE REELS beautiful color patterne—RED Price $1.15 


Sold Exclusively Through RECOGNIZED JOBBERS | | SPOT, BLACKIE. Length 8% ORDER FROM YOUR JOBBER 


For detailed information, wri WRITE FOR Beautiful 
ete | 20 Page 4 Color Catalog 


SPORTS GOODS SUPPLY| | @e-J] ghymnen. 3 ei 
DRAWER No. 850 ALBERT LEA, MINN. | | 4 “Pi re for Lake, Stream 

EXCLUSIVE DISTRIBUTORS FOR = a P 
FRASER QUALITY REELS for the UNITED STATES and CANADA 




















SUTLERY eading Manufacturers. 


now available at standard prices! 


Send for catalog and price list 


r" SPRING 


i A CATALOGUE 





~ Pfeaae of Ciatlory 


45 Vesey Street General] New York 7, N.Y 


You are assured of a 
dependable source for 
all types of firearms 


— .22 cal. rifles, shot- —} 
Wetstodeyforetalog 
7 HARRINGTON & RICHARDSON ARMS CO. \ 7, 
on 335 Park Avenue, Worcester, Massachusetts \ 


HARDWARE AG 











new post-war 
light weight 


Lawn 





Two different 16° models. 
Many outstanding features. 


Price $1.25 





~\ 8 Color Patterns 
y 





Customers instantly appreciate their light 
weight, easy action and practical design. 
Tough aluminum alloy castings protected 
by long wearing hardened steel bushings. 
Smooth cutting, five blade, ball bearing reel. 
Crucible tool steel knives. Shock resisting 
rubber tires. These lawn mowers are as 
strong and durable as. specialized experience, 
quality materials and precision workmanship 










a 






age 
Price $1.10 









EVL can make them. 
order now 
LAWN MOWERS and assure yourself Immediate 
$1.15 SINCE 1880 Delivery. Write, wire or phone 


for complete trade information. 






YOUR JOBBER 


WRITE FOR Beautiful 
20 Page 4 Color Catalog 
Show our complete line of 







I1ZZ Canufacturing Cnxpar 








Innisfallen Ave. Springfield, Ohio 



















There is Only One 


SOIL-SOAKER 


For quick volume sales and satisfied customers, sell the 
one and only SOIL-SOAKER. 

BEST KNOWN because nationally advertised 10 years! 
Featured this season in Better Homes & Gardens, Amer- 
ican Home, etc. Hundreds of thousands in use. 

Long proved the finest “soaker” built 
Gets all the water deep into the soil. 

BEST MADE. Has never been duplicated. Made of 
finest materials. Made in 4 lengths—each allows uniform 
seepage throughout entire length. 
More efficient than multiple 
lengths as proved by our years 
of experience and testing. 


No. 0, 12’, 11 doz. to case 


acturers... 
rd prices! 


nd price list 






















No. 1, 18’, 1 doz. to case 
No. 2, 30’, 1/2 doz. to case 
No. 3, 50’, 1/2 doz. to case 





Order from your jobber. Nearly 400 
carry complete Soil-Soaker stocks. 
Order now. 


HASTINGS CANVAS & MFG. CO. 
Dept. H-5 Hastings, Nebr. 





















’ 
DOV AIT 





bebe 
ha ttat bbb, 






SO1L SOAKER 


- the Original Seepage /rrigator 






AGE 


t(DWARE MAY 8, 1947 
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Thousands Will Want 
These Hedge Clippers 


NEW! 






Light weight — perfect balance 


Specially tempered blades ‘‘anchored”’ 
in hard ash handles 


Slip proof joint with lock washer 
keeps blades at desired tension 


Order at once from your distributor 


WM. SCHOLLHORN COMPANY 
"*Quality Tools Since 1870” 
1005 Chapel Street, New Haven 9, Conn. 


BERNARD 





TRADE MARK REGISTERED 





ara ~~ ; 
Gardeners know VIGORO from 
their Victory Gardens. Now with 
home beautification in full swing, 
Vigoro is in greater demand than 

















The greatest advertising campaign in the history of VI GORO 
is now appearing in Life, House & Garden, American Home, 
House Beautiful, Better Homes and Gardens, American 
Weekly, etc. . . . #8 reaching millions of gardeners regularly. 


ms THE GREATEST 
 VIGORO S4¢é8 WW HISTORY! 


. and for aggressive dealers, it means the greatest 
VIGORO profits in history! 


To get your full share of these Vigoro sales, display Vigoro in your 
windows and in your garden supply department. Use news 


ising. t colorful Vigoro folders and put 
pg hg oe omy Above all, tell iy 


“ : ; =I 

up the attractive Vigoro display material. ya 

your customers to feed Vigoro regularly to lawns, flowers, 1Z, 7] 
"Opp 
wy A 


trees, shrubs and vegetables. They mean repeat sgles / 
for you. Write today if you haven’t already—for the / 
free Vigoro display material. 


SWIFT & COMPANY 
Plant Food Division, U. S. Yards, Chicago 9, Ill. 


MAKE EXTRA PROFITS . . . SELL End o Weed and End o Pest! 


























THE RIGHT “SPOTS” 


TO SAY “FRANTZ- 


FOR WINDOWS 


Attractiveness in sash hard- 
ware is a “must” and Frantz 
offers the latest in modern de- 
sign...the finest finishes. Illus- 
trated are Sash Lock No. 320. 
Beveled Sash Lift No. 310 and 
Bar Sash Lift No. 315. 


@ 


FOR BARNS 


Handling heavy barn doors 
with ease, is simple with 
Frantz “Glide” Door Hanger 
and Track . .. the original 
water-shed type. Illustrated are 
No. 111 Track and No. 1 rein- 
forced Hanger, which cannot 
be derailed . . . will fit any 
thickness door. 


VV 
a 


\\\% 
Mi 


FOR DOORS 


The Frantz line of Guaranteed 
Builders’ Hardware includes 
hundreds of hinge styles and 
sizes of durable wrought steel 
construction ... available in 
all standard finishes. Illus- 
trated are Ball Tip Butt Hinge 
No. 441 and Half Surface 
Butt Hinge No. 365. 


FOR CABINETS 


Smartly-styled cabinet hard- 
ware is in great demand for 
the modern kitchen. Frantz 
offers some distinctive items 
in this line. Illustrated are 
No. 120 Door or Drawer Pull 
and No. 491 Hinge. 


























© 


FOR GARAGES’ 


Garage doors open quickly. 
effortlessly with Frantz ‘“‘Over- 
the-Top” Door Equipment. 
Doors can harmonize with 
building architecture because 
“Over-the-Top” can take cus- 
tom-built, one-piece doors up 
to 18’ wide, 12’ high and up 
to 720 Ibs. weight. 


Standardize on Frantz Builders’ Hardware . .. save time 
and trouble by ordering from one, reliable source. Cus- 
tomer satisfaction is guaranteed by Frantz’s quarter- 
century experience in manufacturing quality hardware. 
Write today for full details on the complete line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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tomers may be sure that 
any product bearing the 
Canvas Kid trade mark is an 
outstanding value. It means 
... the highest standard 
of quality and work- 
Yee, manship. 


SEABOARD 


SPECIALTY CORP. 


PLUMBING 


Specialists in 
Plumbing Specialties 


SATISFACTION 


GUARANTEED 


or your money back 


SEABOARD 


PLUMBING SPECIALTY CORP. 
139-141 SPRING ST- 
NEW YORK, N.Y. 


HARDWARE AGE MAY 


peuthent0e 


COLONIAL BRASS HARDWARE 


DOOR KNOCKERS 

More building means a larger demand 
for Door Knockers. Be prepared! Stock 
the standard KNAPP line! Illustrated is 
No. 302—Colonial Door Knocker. Other 
types available are the Eagle (No. 305) 
and the Guest (No. 301). Original in 
design, they are made of heavy brass, 
individually buffed and polished to a 
high lustre—then lacquered. 


Shipments from Stock—Order Now! 


CABINET KNOBS 
Made of cast aluminum, graceful in design, these 
knobs are supplied in natural as well as alumi- : 
nited brilliant colors to harmonize with any deco- 


rative scheme. Furnished plete with mating 
screw. 





Thousands of new and remodeled homes, many 
Gracefully cast in solid brass, these Door Stops in your town—are calling daily for items like 


come complete with two wood screws. Bas 
drilled ran poe Riana Derebis A aye 0 these. Hardware dealers who handle them are 


top. Buffed, polished and lacquered. enjoying a multiplicity of quick sales and cus- 


Write for Catalog Page tomer satisfaction. 


JOBBER INQUIRIES INVITED 


Decorative coat hooks 


eS > 
KNAPP FOUNDRY COMPANY, Inc. Doc wy aed er Y X 7 


oe. és. black. Fasten easily to any 
door or surface. Packed one 
dozen to the box. A I5c re- 
tailer(complete with screws.) 


LOuts ¢ GUILFORD, CONN., 











Distinctive, water- 


fe Dp 74 ; # ra) clear transparent door 
" plates. Floral design or plain. 
TY CORP. ' e : Handsome beveled edge. 


Size 2” x 12”. Packed indi- 
vidually or two to a set. 
Suggested retail price (with 
screws) 65c to 70c. 


ecialties 
Handy, streamlined 
drawer and utility pulls 

in choice of ivory, red and 
black. Two dozen to the box 
or bulk. Sells, complete with 


F F D i screws, at 15c each. 


back lorful tags, attached at , . £34 Se eee 
the factory to each Sterling ee ee : : % Cable clamps in one. 
Rotary Shackle Lock, tell j ; quarter and three-eighths 
quick selling story at a Ee, — es. sizes. Ideal for home and 
ce. They not only help Guaranteed replacement ee Ss other construction. Avail- 
Customers to sell them- if it fails to work a  , > able in any bulk amount. 
ves, but they also pro- Not One Key in 1000 ' ae 
de factual information for Po Was Immediate Delivery from Stock! 
sales people. Two ‘i Write for samples and prices. 
dlock sizes: 214”—retail : 
If we haven’t what you want in stock, we can 


BSc; 134”—retail 60c. 1000 ! h , 1 
tey combinations — ade- mold it for you in sufficient quantities. 


rite for circular. ‘ag G79 


PLASTICS CORPORATION 
STERLING LOCK MFG. CO. 308 West Erie Street Chicago 10, Illinois 


1301 S. THIRD ST., MINNEAPOLIS 4 MINN 
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GET ON THE PROFIT SIDE 
C O L O S S U S WITH THESE PROVEN 
NATURAL BARGAIN COUNTER SELLERS 


— 


. —s) 


The BETTER "CAN OPENER" 


Only 10¢, but long profit and fast turn-over make 
it a winner. Carbon steel cutting head takes all 
sizes of cans in stride — bottle opener and lia 
pryer make it a 3 in 1 value. 


Nickel plated wire handle firmly 
swedged to head. Immediate de- 
liveries. 
TO GETAIL FOR. ... 00.00 
ALL METAL i 
SINK STRAINER 
Enamelled in _ brilliant 
kitchen colors. Generous 
in size, deep drawn with 


rolled edges and clean 
eut perforations. Out- 


standing value at this 
low price. 







































































A year-round sales item, especially in — ve 

demand at spring cleaning time. Deal- REPRESENTATIVES ELECTROS ON REQUEST 

ers be ready, order an assortment of Write today 

COLOSSUS SPONGES. An excellent buy KITCHEN SPECIALTIES, Inc. be 
... small investment ... priced right for 106 E. HUBBARD ST. (© = CHICAGO 11, ILL. 
















big profit and quick turnover. aa a 


@ FREE SALES DISPENSER acts as a constant EXCLUSIVE TERRITORIES AVAILABLE GQ 


salesman and means of display. for Jobbers and Manufacturer’s Agents 
@ INDIVIDUALLY LABELED with retail price 
tags. Each Colossus Sponge carries a sales 









message to the customer. 






KILLS INSECTS 


4 
ss 
“ey 


siste 
your 
























GARBAGE CAN } =) 


g! 
sTOPS ODOR Srewgy 
WRITE US FOR THE NAME OF YOUR NEAREST f 


$ 
JOBBER STOCKING COLOSSUS SPONGES - DFP. B. PREVENTS : Wns 0 
JAMES H. RHODES & COMPANY WRITE FOR FREE SAMPLE 


157 W. HUBBARD STREET 48-02 TWENTY-NINTH STREET TAD CHEMICAL CO., ROCHESTER, NEW YORK 
CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, N.Y 
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— 


IT SIDE 
SVEN 
SELLERS 


) 


)PENER" UTILITY TONGS 


urn-over make 
head takes all 
pener and lia 


10¢ } Perfect for many uses— 


ice cubes, hot foods, corn- 
on-the-cob, sterilized 
baby bottles, etc. Serrated, 
close-fitting jaws give 
positive grip on smallest 
objects. Rugged, all-steel, 
heavy nickel plate. 








or phone 
HEET AND 
NY REQUEST 

VAUGHAN NOVELTY 


oday MFG. CO. 
CHICAGO 24, ILLINOIS 
ES, Inc. 


ICAGO 11, ILL. 























Sore O-U-I-C-K-E-S-T 
S INSECTS SS PROFITS 


. in the popular price 


D be can opener field are made 
-™ | T by the Edlund Junior... 
a America’s sellingest! Con- 
‘ Wy, i~ sistently nationally advertised to bring customers to 
Wr your store, attractively packaged to clinch the sale 

. and, backed by a 5-year guarantee. 


Think of 
S insect Y/ ——! = 


qr’ 
La) 


A saNl "Vy 
(VENTS 00° BETTER KITCHEN TOOLS 


fa Con Openers © Egq Beoters © Jar Openers © Cap Removers 


EDLUND COMPANY, BURLINGTON, VERMONT 


oi; 
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est in your 


WELSH 
MANUFACTURING COMPANY 
78 Troy Street, Providence 9, R. |}. 
Pen manufacturers since 1925 


SALES OFFICES: New York City, Dallas, Marion, 
Chicago, San Francisco, Philadelphia, Boston, 
Atlanta, St. Lovis. 








Do a Retter Job i rg 


SOLD ONLY THRU JOBBERS 











SHELTON PLANE & TOOL MFG. CO., SHELTON, CONN. 











For EXTRA a Sales 
In Builders Hardware.. . 





er 


Milwaukee 
“UNIVERSAL 


Pivot Spring Hinges 


FREE TO DEALERS 


Cash in on the advantages of having a complete 
stock of reasonably priced LONE PINE Paint 
Thinner — and allied ElRoy Products, attrac 
tively displayed on this handsome Display Rack 
Your customers can’t miss it it compels 
interest it arouses the Desire to Buy! 


Milwaukee “Universal” Pivot Spring _— promise fast- 
moving replacement sales for summer renovating in schools, 
institutions, public buildings. Attractive, streamlined, sturdy, 
simple to install and adjust, the "Universal" is precision- 
engineered for long years of service. Can be furnished to 
fit all installation conditions, all types of lavatory doors. 


For your 
health’s sake — 


use Lone Pine 
For complete information, clip this ad—mail 


it with your name and address to 





Absolutely sagless, for right or left opening, adjustable to 
hold door open at any point desired. 


Order your stock of Milwaukee “Universal” Pivot Hinges 
today. 


Milwaukee “Universal” Pivot Spring Hinge for Lavatory 
Doors. Also available in gravity types. 


MILWAUKEE STAMPING COMPANY 
842B South 72nd Street, Milwaukee 14, Wisconsin 
OUR 53rd YEAR OF QUALITY PRODUCTION 











ELROY NAVAL STORES CO.. Inc 


Dept. 50, Vidalia, Ga. 
Tell me about 


LONE PINE + DIPIT SPOTIT PENNITRATO 
PINE OJL DISINFECTANT + ELROY PURE GUM TURPENTINE 


ELROY NAVAL STORES CO., INc. 


VIDALIA, GA. SAN FRANCISCO, CALIF 





hun, to + Come and fabric Coment 
EASY TO USE — QUICKLY APPLIED 


OURAL waterproof cement for ecenemically repalr- 
Ing rips and tears In canvas and other fabrics— 
clothing, upholstery, etc. Unequalled for thousand 


Cement both parts—lef dry—press 


together. Seams remain strong and waterproof when 
washed, boiled or ironed. Available in 2 oz., 4 ox., 
8 ot., quart and gallon sizes. 


DURAL C0., 


INC. 


MILWAUKEE 4 
WISCONSIN 
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Casual « 
with S$ é 
stoppers 
Each 
shaped 
necessar 
Write 





FRANKLIN: | CUSTOMERS COME BACK AGAIN AND AGAIN /] 


HAD 10, SONNY. MY WIFE COULDN'T || GO ON BACK TO CIVILIZATION, KERMIT. 
STAND THE ODOR OF GLUE BEING || You WON'T NEED TO MAKE OFFENSIVE g % 
HEATED, SO ICAME HERE AWAY || pops BY HEATING GL F Womrnee NATIONAL ADVERTISING SAYS, 


FRANKLIN, woe cue J} “TOUR HARDWARE DEALER" 


THAT IS READY TO USE FROM THE 
I. JAR / FRANKLIN 
| : Genuine HIDE GLUE 


READY-TO-USE 

















Sample sent when request 
is on business letterhead 








THE FRANKLIN GLUE CO. 
COLUMBUS 15, OHIO 























HERES THE BICCEST 
STORE EQUIPMENT 


of having a complete 
4 LONE PINE Paint 
oy Products, attrac- 


dsome Display Rack linoleu m 


s it it compels 


e Desire to Buy! SEAM and EDGE BINDING 


, Clip this ad—mail 





Casval customers make your register ring if you rivet their roving eyes 





dress to 
- with $ & W counter display cartons for linoleum binding. These shopper- “any 
-0.. INC. . sai || NEW “48” DESIGN 
stoppers are quickly emptied of their twenty-four 22 -sq. boxes of binding. 
Each small box comes complete — 12 feet of silvery, pliant zinc, pre- + 
PENNITRATO shaped and pre-punched with the necessary nail holes . . . plus all the 4 to 6 weeks 
M TURPENTINE fecessary nails. shipments 





Write today for complete information and prices on this profit maker. 


CO INC “ Send sketch of store with measurements for free store 
°7 . Ss \ e . T 
Or | 
ZY 


planning service and No. 48 catalog. 


cece on saw MOULDING CO. W. C. HELLER & CO. 


980-90 PARSONS AVE. DEPT. H COLUMBUS 6, OHIO 547 BRYANT ST. MOWITEEER, 
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ane =| STAY AHEAD 
OF COMPETITION 


REID-WAY'S” 


FLOOR SANDER 


There's no price competi- 
tion from chain stores and 
mail order houses when you 
stock and sell Rogers “Goril- 
la Grip” glue. Rogers glue is 
sold exclusively to independent hardware retailers. 
There’s no quality competition from other glues, either, because 
Rogers “Gorilla Grip” is the most powerful adhesive on the 
market— holding power of more than 3885 lbs. per square inch! 
That’s why glue users everywhere ask for ROGERS. 


Stay FREE of competition— 
Ask your Jobber for ROGERS TODAY 














85 Pounds - the bedt LIQUID FISH GLUE 


So Well Balanced 


It Can Be 


Carried by the Handle IN OUR 
4™H HALF-CENTURY 





ONE MOVING PART CUTS 
MAINTENANCE COSTS 


The ease with which a REID-WAY can 
be carried, its perfect balance, makes it 
an overwhelming favorite in the rental 
field. 

No gears, no pulleys—only one moving EBefo re many of the othe rs| 


part—eliminates costly maintenance. ; 
elo MR -NZ-Talm ol-Yo]U] a Pini al Mnn-to] | Daol(e] 
— 


Rental profits soar when you put REID- : : 
WAY to work—with production 4 times aciileleli= factory was supplying) 


—— SINCE t785 = 


any previous record—you can count on 
— TOOLS 
of 
* c F hair- 
business to enjoy a PROFIT! 

desig, 

2917 First Avenue, SE ” , " 
“here Fe) st Keasou and f 


REID -WAY, INC. AND WE'RE STILL GOING STRONG | bag 
ASK OUR WHOLESALE DISTRIBUTORS 


EID-WA q ; : 
on REID-WAY floor surfacing equipment WA siiel o PaaVel ol i-te your ateve| of | a 
famor 
Hand 

HARDWARE AGE 























etailers. 

r glues, either, because 
‘rful adhesive on the 
5 Ibs. per square inch! 
ROGERS. 








he others 


really old! 
el elelbalilel 


S 


kind of 
PROFIT! 


STRONG 


Ou 


TRIBUTORS 


RDWARE AGE 





MAY 8, 














- your assurance 


Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years — is 
famous for high standards of 
design and construction that 
really mean something in keep- 
ing your customers “sold.” 
Hand hair clippers for home 
and farm use are easy to op- 








H-27 


1947 


of satisfied customers... 


erate and keep their keen cut- 
ting edges throughout long 
life. Increasing importance of 
personal appearance creates a 
substantial demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 
your jobber. 








SELLER of the SEASON 


A Nationally Advertised Fishing 
Tackle Item that Moves Fast at 


> 
. 
Moe] 
: 
, ated 


RETAIL 


THE TRENTON 
LIVE BAIT CAGE 


Here's an extra$1 “ring up’’ on every fishing 
tackle sale you make, and without competing 
with any other item you now carry in stock. 
They see—they like—they buy from the self-selling window (or counter) card 


furnished with each dozen-lot order. Top seller with dealers everywhere, and 
you'll turn your original order in less time than you expect. 


FIELD AND STREAM and SPORTS AFIELD ADVERTISING 
HAS CREATED A BIG DEMAND FOR ALL THESE 
TRENTON LURES AND TACKLE BOXES —~S— 


SURFACESo0q)., 


The top-water lure that has everything 
. +. 8wimming-crawling, noisy, gurgling 
action. Assorted finishes. Individually 
packaged. Retails at $1.25. 


SPIN doodior 


A flashier spinner. Individually pack- 
aged on _ cellophane-wrapped card 
mounts. Twin-blade, $1; single-blade, 


WHAM dood or 


A first-prize winner (Great Northern 
Pike) in the FIELD & STREAM Contest. 
Individually packaged. Assorted color 
combinations. Retails at $1.00. 


Inner-Lock FLY & LEADER BOX 


Inner lids for each of the two compart- 
ments prevents contents from spilling. 
Permits carrying leaders in long loop 
coils. Aluminum. $1.50 seller. Other 
models in Dry Fly and Leader Boxes, 


IF YOUR JOBBER CAN’T SUPPLY 
YOU, ORDER FROM US. 


Talore MANUFACTURING CO. 


429 GREENUP STREET COVINGTON, KY, 












NOKORODE SOLDERING PASTE 


Will fiux all metals except Aluminum. 
Takes the place of acid in all soldering 









BUILDERS SPECIALTIES Jim <> 
and HARDWARE Z 














F 





jobs. Absolutely non-corrosive, safe as Farn 
ion resin and rapid as acid. . > dies 
if ass heat and does not spatter. The solder : 
for IMMEDIATE DELIVERY! : " not turn dark after using, and the work has high ae 
, 4 tensile strength. strut 





EVERBRITE 
MEDICINE 
CABINETS 


Harris Everbrite Cabinets are 
equipped with polished plate glass 
mirrors . . . bulbed edge glass 
shelves . . . razor blade slots . . 
nickel plated door stops. The No. 
22-23-24-26 series (illustrated) 
available in a complete range of 
sizes . . . with mirrors from 16” 
x 20” to 18” x 26” 





NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 


gallons. 
SS WINDOW WELLS — NO CHARGE FOR CONTAINER 
ATK t Round type . . . of heavy CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 
galvanized steel corrugated 
a for extra strength. Flanges 












4 

































































} 
| RESIN SOLDERS. ALSO MANUFACTURED IN 
\ N punched for easy attach- | PLAIN STRING AND BAR FORM. 
u ment. Straight type also | 
: available. | 
| | THE M. W. DUNTON COMPANY 
| 67¢ EDDY STREET 





ATTIC LOUVERS 


Vertical and Slant 
Roof Type | : 
Harris VERTICAL WALL louvers available é | ; 


PROVIDENCE 3, RHODE ISLAND, U. S$. 




















in two styles and five sizes. Style ‘‘F'’ 
has a flush fin. Style ‘‘C’’ as illustrated, 
for new and old construction, has a 
center fin. All louvers equipped with 
inside screens to repel birds, insects, 


BUILD YOUR SALES WITH 
Rae enmann, Bae San Seon NA-CHURS LIQUID FERTILIZER 


attic side wails are not available. “— In more and more stores everywhere, Na-Churs 
Packed 6 to carton. liquid fertilizer—for all growing things—has become 

leader in profitable volume sales. Why? Because 
Na-Churs is the odorless, easy to use (just spray or 
sprinkle it on), economical liquid fertilizer that is 
so clean to handle, so easy to stock and displa 


= 
— 
_ 
i 





| a ae a 


oe 























BUILT-IN MAIL BOX | {i takes "very litle room)—and se, oppeating te 


* 


‘s 
fertiltzer is nationally advertised, nationally recog- 
nized, priced for satisfaction and profits. It is packed 
in pints, quarts, gallons, drums. 


For complete information ond interesting circular, 
write to the — 


NA-CHURS PLANT FOOD COMPANY 


125 GARDEN STREET MARION, OHIO 





with flexible chute 





The flexibility of the chute 
section makes this built-in 
box a most modern and 
complete builders hardware 
item. The chute is extremely 
flexible to an_ unlimited 
number of shapes so that it 
will fit any wall from 542” 
to 1814,” in thickness. 


me "9: HANDLE-TIGHT CLAMP 


Is 
signs to fit Horizontal or by 
bot AVAILABLE NOW TO 


MINUTE MOP USERS! 


ard finishes. 
Simple, ingenious Device! 
Attached by Anyone! Allows Rougher Usage! 
' Safety-Tight for More Efficient Cleaning. Feature the Ne 
Minute Mop HANDLE-TIGHT CLAMP. A real sales gettst. 
CLAMP « profit-builder that fits any MINUTE MOP you have ® 
B Locks Cellulose Sponge head securely 


DuPont 
ra Retail to handle. Gives mop ap am: efficiency. No need to recu 

































































A 
if 






azing 
and List your stock of mops for this improvement, Simply or 
Priee HANDLE-TIGHT CLAMPS today from your jebber—ta 
3 IMMEDIATE DELIVERY. 
APIECE Packed | dez. Clamps to 2 bex: @ Boxes in o Shipping Corte 


MINUTE MOP (0. 12.66223.,2:5 
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COLUMBUS, OHIO 









WRITE. TODAY FOR CATALOG AND DEALER DISCOUNT! 
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RING PASTE 


xcept Aluminum, 
in all soldering 
rrosive, safe as 
Not affected by 
r. The solder will 
2 work has high 


G SALTS 

os acid and is 
makes perfect, 

sonnae used, Ex- 

ths and - 

economical 

er Seer ail a 


G FLUID 


use of corrosive 
t use. Packed in 
. in steel drums 
pproximately 55 


AINER 
AL ACID, GEM 
FACTURED IN 


FORM. 








ry aed 401. @ BLACK RUBBER COATED 


FARM BASKETS 


Farmers, storekeepers, housewives... anyone who han- 
dies fruits, vegetables, eggs and all types of root crops are 
prime prospects for Androck Farm Baskets. Quality con- 
struction throughout with heavy coating of black rubber. 





BALE HANDLE 
; with easy, 
=» comfortable grip. 


RUBBER COATING 


prevents bruising 
of crops. 


BASKET SIZE 
13” top; 

11” bottom 
11” high. 
CAPACITY 

¥% bushel. 


RUBBER COATED FARM 
BASKET Cat. No. 2934 





COMPANY 


NILES, MICH 


THE WASHBURN 


FACTORIES: WORCESTER, MASS., ROCKFORD, ILL., 

















la 
~{ so appeali to 
ber: Na-Churs Tauid 
sd, nationally recog- 
, profits. It is packed 


interesting circular, 


OD COMPANY 


MARION, OHIO 


SWING ‘A-Way 


Reg. U.S. Pat. Off 


CAN OPENER 


{| om om | 


a ms 

















$925 


ss 





— 





T CLAMP 


NOW TO 


P USERS! 
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With a B ee. of bouncing blades, cab- 
bage is sh - onions, parsley, nuts are 
chopped ... fruits are cut into salad-bite 
size . . . steak is cubed . . . meat is tenderized. 
Nationally advertised to 35 million 79 
women. ° Price Cc 
Makers of Foley Food ‘Mill, Sifter, Fork 
Foley Mfg. Co., Minneapolis 13, ‘Minn. 


AVAILABLE ONLY THROUGH JOBBERS 


KNIFE-SHARP 
STAINLESS 
BLADES 
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7 smash hit with home 


economists coast to coast 


I 
I 
I 
I 
i 
I 
I 
I 
I 
y 
i 
! 
I 
I 
: 
I 
1 
' 
I 
I 
i 
: 
! 
! 
' 
I 
I 
! 
I 
I 
I 
i 
I 
L 


(GiitD 


DE LUXE 
HOUSEHOLD 


CLEAVER #861 mpenvennetd 


CLEAVERETTE 
#71 


READ what magazine and newspaper food editors say about 
the new Briddell mirror-polished household cleavers. Note 
how many plan to feature them in their columns. Scores of 
glowing comments received; here are a typical few: 


mention them in a 
. N. Y. Times 


- women will find them very useful . . . 
forthcoming column.” 


. interested in your cleavers; is there a Brooklyn outlet?” 
. - Brooklyn Eagle 


. . they're beautiful; shall tell my public about them.” 
..+- Buffalo Evening News 


. fine tools. I plan to key a story to them.” 
. Washington Evening Post 


*... the new cleavers are very handsome.” , oe 
. . Chicago Tribune 


. attractively efficient.” : 
. . St. Louis Post-Dispatch 


‘*.,. shall be glad to demonstrate them at our cooking matinees.” 
. . Spokane Spokesman-Review 


. am enthusiastic; am showing them in my Household 
Short Cuts column.” . House & Garden 


. very useful addition to our kitchens here.” 
. Ladies’ Home Journal 


“... happy to introduce them to our kitchen and our magazine.” 
. « Gourmet 


“... certainly useful. Looking forward to mentioning them in 
our column.” . Parents’ 


.. very handsome and practieal for farm women . . . being 
featured in an early issue. . Successful Farming 


. really beauties. Am showing them in our June issue.” 
. House Beautiful 


“*,.. Shall be alert to show your handsome cleavers editorially.” 
. Better Homes & Gardens 


Briddell products are advertised 
regularly to 15,000,000 read- 
ers of The Saturday Evening 


POST 


FINE QUALITY CUTLERY 


nieb cies ei lb dae in adn ale an an dm ane ae dienes ap emeeananell 


» Briddell 


snail ell 


233 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 


2000° F. Flame “ 
, ROLLER SKATES 




















Used on the farm, ranch and sub- 
urban home—for burning green 
weeds, brush, sprouts; also for 
light blacksmithing, thawing, dis- 
infecting. Thousands in use. 


Write for Circular No. 53 and Dealer's Prices 
—or order stock from your jobber. 


KER-O-KIL MFG. CO. 


GETTYSBURG, PA. or 
REDWOOD CITY, CAL. 








D. P. HARRIS HDW. & MFG. CO., INC. - ROLLFAST BLDG NEW YORK, N.Y 








A NEW POPULAR PRICED REEL! (Roucrueeemans \ 
SAMEMZU selling Price $250 Each| ‘it sound pocket kale; suntStona\t MI DGI (5 ) 
as a screw-driver Priced é . ) 
sa oe \ 
\-—— ; | 








JOBBERS 
DEALERS 


$7.50 per doz. +7 X Order ours 

: nn aannaae The new lawn trimmer \ Y 

No. FR—S5S5" Long Slipfit Solid Aluminum Rod with NOW! 

9” Butt. YOUR COST — $7.80 per doz. that gets the ragged edges 

No. RB—36" ROD BAG made of Heavy Canvas. 

Ideal for any 2-piece Rod up to 70” YOUR COST left by the lawn mower A real 
lawn trimming seller at 





for quick sales — 
aces . : MOWER 


Fx 200 





— 52.40 per doz. 
ag pant ap IN COMBINATION — No. FR ROD and No. RB Midgi-Mower makes 
/ | BAG. YOUR COST — $975 per doz. easy. No more stooping or squatting. No - 
No. 13 BCR — Bait Casting Reel ... A new All Purpose Single Action Fish- more backaches. Just stand and turn the . $1 4.93 
eS et ee See et eet te tas We handle while Midgi-Mower does the work. 
ickel.- with features formerly avail- ozs. Free eeling, jumi- T), ry 
cisely inti miadived mura qucept kitts, Pa oll sods. at It adds up to reali sales and profit possibilities 
Each Reel comes packed in a Self-Selling Formerly $9.00 per doz 4 - for progressive jobbers and retailers. ce 
Display Box. Place on top of counters for | YOUR COST NOW— your spring order NOW. 


ht, 3540 per dow JS LEHR EQUIPMENT SALES, INC. 


Write for Complete Cata- BERNARD GOLDWEBER 1133 BROADWAY (cor 26th St ) 

log of Pocket and Hunt- NEW YORK 10, N Y Exclusive Sales Agents 
ing Knives, Fishing Equip- Mir. & Mirs. Representative — Phone WAtkins 94693 

ment and Sporting Goods. 2% Cash Discount if check accompanies order Net 10 days to 98 S. 6th St., RICHMOND, INDIANA 
rated firms All prices FOB NYC. Jobber Inquiries solicited 





retail 
































ee 





‘GENUINE AE" PRODUCTS 





HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


~— aso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 

















ROPE - BINDER TWINE 
BALER TWINE 
TYING TWINE 


a ~ 


THE ROPE YOU CAN TRUST BECAUSE IT 1S MST SSa tae Ue PLYMOUTH. MASS 
HARDWARE AGE, 





FOR BEST SERVICE ON THESE STEADY SELLERS, ALWAYS DEPEND ON«<-s 


| A) lume: Aunay’ Somaya 
ae A Iurnbuchles INC. 


and Eves __meglt?) 
EYE BOLTS EE 
Bright Zinc Plated G=— SCREEN DOOR BRACES 650 West Lake Street Chicago 6, Illinois 


THE FINEST HARDWARE— CORRECTLY DESIGNED TO GIVE GREATEST STRENGTH 








FULLY GUARANTEED! 


LeBus “‘Bulldog’’ Load Binders are Feroed By pen 
drop forged of alloy steel and heat apart and will nae 
treated after finishing ... all parte swivel under heaviest 
are stronger than the chain for which : leads. 
they are designed and any LeBus 
Load Binder that faila in service, 
when recommended chain sizes are 


SKATES used, will be promptly replaced free 
of charge. 


* 





— | Valves...Ground Stock and distribute LeBus Load 
® . Binders . . . you'll enjoy increased 
K e y W or k te sales, greater profits and no com- 

plaints. They’re avail- 





® ble in two sizes, f 
and the Duck-Bill ininedite Giivuen. . 
- SOLD ONLY THROUGH 
No Tone Ballcock RECOGNIZED JOS8BERS 
AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS 


aeons Gen amu -f a Oem aon oe.) 
P.O. Box 2352 Longview, Texas 


eevee FO 8.8, pmhLiine@ets 























JOBBERS (p= § Increase Your Profits... 
DEALERS be 2 with Swartwout 
| | Seen! § Residence Ventilators 


Order yours . 
r] = _ x 7 | et 5% 

NOW! ae These modern all - steel 
A real In your tool line, it's LEADERSHIP that counts Henne ar nt ent a 
ews tomers unusual value. 

+ the kind of leadership thet mokes XCELITE f i 
seller a the country’s TOP SELLERS! For * complete ‘o— | Substantial welded con- 
$14 $3 driver ond nut driver line that “'sells on sight""— a struction — weather- 
° and sells by reputation—stock XCELITE. Write us &Ns : proof, insect-proof. All 
for all the facts. ee 2S necessary sizes at new 
PARK. METALWARE CO., INC. . “ae lower prices. Write today 
® for bulletin and price list. 


Dept. G Orchard Park, New York 
The Swartwout Co. 
18563 Euclid Ave., Cleve. 12, Ohio 




















BOX WICKING “ : 
its’ sathiae hs The ACTION Display-Way to Boost Sales! 


WITH CHROME 
TURNS THREE 


STEEL BAND — 
: TANK: 8 TURN col, poto'Sho TIMES A MINUTE 





Copper Hot Water c TURNTABLES 
Coils @ 3 Gal Metal | ___ ae 
Tank Stands @ Range | —_ 

il 7 i oP 
On Burners rare Comes complete with 18°’ table 


able Space Heaters im , Z 
t ® Carries up to 200 Ibs. 

= 

” 





ELECTRI 





@ Kerosene Cook 
Stoves, Etc Sturdy, all steel construction 

IMMEDIATE For 110 Volts A. C. 50/60 Cycles 
D ELIVE RY ROTO-SHO revolving display in your window will attract 
\. i many times more customers into the store than any “still” 
Write Department fos display ... And ROTO-SH0 frequently pays for itself over- 
R For Price List. ff night by doing a man-sized selling job. Wholesalers from 
, coust to const steek i for immediate delivery. Why not write 

us TODAY for lteratare, 


PILGRIM OIL BURNER MFG. CO. 6 oo. a in linia 
naekeens |. cee NERAL DIE AND STAMPING CO., 264-Y Mott St., New Yor 








INCREASE THE PROFITS OF A PROFITABLE BUSINESS / Please send without obligation: 


HOUK KEY MACHINES Petable Rex Gatling? 


IMMEDIATE DELIVERY 256 Page Catalog of [] 


Locksmiths’ Supplies 
> 82.50: 
T e jae 
EW YORK 7._N sf ; 





| oan 





7 WARREN STN YOR Y | apoasss 
| ary-zow 





WHITLOCK re 





-DWARE AGE, 
1947 

















Classified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
' Bepresentatives Wanted, etc. 


Set solid, maximum, 50 words.. = 2 
Each additional word......... 


Positions Wanted 
(Special | ae set solid, maximum, 




















Allew Seven Words for Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs. 
etc., will not be forwarded to box number 
advertisers unless Soe by sufficient 
postage for r 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 daye 
previous to date of publication. 


Address your correspondence and replies te 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[Help Wanted «dt 











CAN. 
TO HA 
DISTR 


deliveri 
Acz, 1! 










































WANTED EXPERIENCED PRICE CLERK 
TO TAKE CHARGE OF PRICING DEPART- 
MENT OF LARGE WHOLESALE HARD.- 
WARE BUSINESS. This will be a permanent 
propostion, which has good possibilities. Please 
state experience and starting salary expected. 
Address Box L-225, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y% 


|Salesa Representatives Wanted |} 


SALESMAN sya 9: 23 ae PAINT, HARD- 
WARE STORES, LU YARDS TO 
CARRY LINE OF PURE. BRISTLE PAINT 
BRUSHES. Commission & Bonus. Openings 
Eastern, Western New York State; Conn. Ad- 
dress Norman Brush Co., 876 Maplewood Ave., 
Bridgeport 5, Conn. 

















SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover retail hardware 
trade in District of Columbia, Connecticut, Maine, 
New Hampshire, Vermont, Central New York 
State, Middle and Southwestern States and Long 
Island on 5% Commissiun Basis, no objection to 
non-conflicting side lines. Write Chas. Weiland, 
Inc., 149 Chambers St., New York, N. Y. 





DISTRIBUTORS AND SALES 

REPRESENTATIVES WANTED 
For all territories by manufacturer of medicine eabl- | | 
te building. Sangre yy Fl 
also aluminum cookware and kitchenware Items, selling | | 
te jobbers and dealers. 





NORTHWEST STEEL PRODUCTS CO. 
2746 WN. Elston Averiue Chieago 47, Illinois 


WANTED EXPERIENCED APPLIANCE | 
SALESMEN: FOLLOWING AMONG WHOLE- 
SALERS: sell leading lines of electrical appli- 
ances: hot plates, heaters, irons, fans, etc. Draw- 
ings against commission; write stating experi- 
ence, references, class of trade and territories 
familiar with. Address Box L-214, care of Harp- 
warRE AGE, 100 East 42nd St., New York 17, 
Ae F 





SALESMAN TO CALL ON DEPARTMENT 
AND CHAIN STORES IN METROPOLITAN 
AREA: Representing a Large Well-Established 
Wholesale Distributor of Hardware and Special- 
ties; one having a following preferred. Excellent 
opportunity for aggressive salesman. Drawing 
against commissions. Address Box L-216, care 
of Harpwarz Ace, 100 East 42nd St., New 


Yous 17, N. Y¥. 





WANTED — EXPERIENCED SALESMAN 
TO SELL ESTABLISHED LINE OF 
CHROME PLATED MEDIUM PRICED 
BATHROOM ACCESSORIES. Liberal commis- 
sions. Salesmen covering small areas preferred. 
ee experience and territories covered. Address 

Products Company, Inc., Division of 
sl Tex, Inc., 2187 East 2nd Street, Cleve- 


land, Ohio. Attention: Carl E. Teich. 





WANTED 


EXPERIENCED SALESMEN 

to Sell old Established Line of Trash Burn- 
ers, Dish Drainers, and Bicycle Baskets. 
Liberal d. Several Ter- 
ritories Open. State experience ae territer- 
fes thoroughly covered. Addres 

Box L-223, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE 
WANTED tto call on Retail Hardware, Appli- 
ance and Chain Store Accounts with Proven 
Electrical Appliance, in all states excepting Micb- 
igan, Ohio and Indiana. State distribution, closed 
territory, repeat business. State territory desired, 
references and lines now handled. Address 
Lightning Water Heater Co., Bronson, Michigan 





FACTORY REPRESEN7ATIVES WANTED 
—HAVE PROTECTED TERRITORY OPEN 
FOR SIDELINE SALESMAN contacting Whole. 
sale Hardware, Electrical, Automotive and Chain 
Accounts. Nationally sold hardware and house- 
ware items. State experience, territory covered 
and lines carried. Address Box L-230, care of 
Harpwarz Acer, 100 East 42nd St., New York 
7, 3 





SALES REPRESENTATIVES WANTED— 
Old _ established nationally known manufacturer 
of builders hardware is now readjusting territories 
and representation. Will create openings for sev- 
eral experienced representatives who have good 
following and understand builders hardware. State 
lines now carried, type of trade covered and ter- 
ritory. Address Box L-215, care of Harpwar 
Ace, 100 East 42nd St., New York 17, N. Y. 





SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 





9822 N. E. 2nd Avenue Miami 38, Florida 

























SIDELINE SALESMEN WANTED 


tores. erritorics 
Basis. Prompt Shipments. allt Full Particulars, 
Territory Trade Called on, ‘andied. Con- 
nect with a Fast Selling High Grede | Line. 
HUMPHREYS LEATHER GOODS CO. 


645 St. Clair St., Chisago 11, ili. 
Menufacturere Sines 1916 | 








Sideline Salesmen Wanted! 


We offer prompt shipments on | | 
MEDICINE CABINETS, HAMPERS, CASTERS, 


SALESMEN WANTED 


Leading manufacturer complete line of 
leather dog furnishings, has choice pro- 
tected territories open for men with fol- 
lowing. Also distribute high grade line of 


branded paint brushes. Liberal commission. 
Address Box L-222, care of HARDWARE oo 
100 East 42nd St., New York 17, N. 








HIGH GRADE FACTORY 
REPRESENTATIVES WANTED 

To Job Sell a Nationally Advertised, All Purpose, 

Holding Tool. Item New. No Competition. Higb 
isl I diate deliveries. Territories open. 

Small investment necessary for demonstrator onits 

Excellent Item to work with present line. Write for 

full particulars and territory covered. First come— 

First served. 

Address to! L-227, eare of RAnewane | AGE 
100 East 42nd St., New York (7, N. 











SALESMAN WANTED 


By well known New York Wholesaler calling on 
Retail Hardware, Housewares and Variety 
Stores. Exclusive territories, Liberal Commission 
and Bonus. Large Line of Name Brands. Experi- 
ence, mature Salesman, traveling by car cov- 
ering Middle Atlantic Territories. 
Apply Box L-219, care of RAnowAns AGE 
100 East 42nd St., New York 17, N. Y. 








MANUFACTURERS REPRESENTATIONS 
WANTED 
Export firm with specialized agents all over the = 
desires contact with manufacturers of hardware, 
— small, modern tools, electrical equipment, steel 
ete. ry: results guaranteed, payment 
New “York, Dun & Bradstreet rated. Please contact— 
RINGEL OVERSEAS TRADING CO. 
15 BEEKMAN ST. NEW YORK 7, N. Y. 









DaYERS WAMrs, KITCHEN STOOLS, MIRRORS. | | 












E, Oo 
KNOCKERS, TOWEL RACKS, CULTIVATORS, 
FENCE POSTS, RADIATOR COVERS. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 





SALESMEN WANTED 


To sell colors in oil, also exterior white 
house paint, finest grade. Attractive low 
prices. Good commission. Many territories 


BENGAL CO. 

















570A W. 131st Street New York 27, N. Y. 











WANTED 
MANUFACTURERS AGENTS 
HIGH GRADE CHROMIUM KITCHEN CUP- 
BOARD HARDWARE Calling on Retail Lumber 
and Hardware Dealers Ind., Ill., Wisc., Mian. 
lowa, Texas, Eastern Mo. Stote ¢ territory now 
covered, for how long, and Lines now carri 
Write Boz 185, 
Grand Rapids, Michigan 
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REPRESENTATIVE 
‘etail Hardware, Appli- 
Accounts with Proven 
1 states excepting Micb- 
State distribution, closed 
State territory desired, 
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So., Bronson, Michigan. 
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Sales iwes Wanted 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY HAS VARIOUS TERRITORIES 
OPEN FOR REPRESENTATIVES TO SELL 
TO HARDWARE AND PLUMBING SUPPLY 
JOBBERS. Address Akron — Co., Inc., 
437 East 6th Street, New York 3, N. Y. 





WANTED—MA_IOFACTURER’S AGENTS 
CALLING ON BUILDERS’ HARDWARE 
CONTRACT DEALERS AND _ LUMBER 
YARDS to sell established line of Casement and 
Storm Sash Hardware. M good territory 
gen. Address Box L-179, care of Harpwarer 
Acz, 100 East 42nd St., New York 17, N. Y. 





CANADIAN MANUFACTURER DESIRES 
TO HAVE ONE OR TWO EXPORTERS OR 
DISTRIBUTORS in the U.S.A. buying on own 
account Bench Vises, & Tool Grinders. Good 
deliveries. Address Box L-229, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVES 
WANTED: ALL TERRITORIES EXCEPT 
NEW YORKK OR NEW ENGLAND. New steel 
and bronze fire, water and tamper-proof wall safe. 
National new home building program creates 
tremendous potential market. Exclusive selling 
tights to concerns contacting building and hard- 
ware trade. Lyon Sales Service, #7 East Main 
St., Mystic, Connecticut. 





WANTED — SALESMAN BY LARGE 
SOUTHERN MANUFACTURER AND DIS- 
TRIBUTOR. Knowledge of Lumber, Plywood, 
Hardware and all building materials desirable. 
Salary, expense and cc arrang 
Wonderful opportunity for producers. State age, 

ience, references, earning expectation, avail- 
ability in first letter. Address Box L-231, care 
¢ : <a Ace, 100 East 42nd St., New York 





{Sales iwes Wanted 


SALES REPRESENTATIVE WANTED TO 
CONTACT HARDWARE, CHAIN, AND DE- 
PARTMENT STORES for a Manufacturer of 
Household and Automotive Chemicals. Many ter- 
ritories still available. Write Thompson Chemi- 
cal Co., 505 Central Avenue, Pawtucket, R. 1. 





MANUFACTURER HAS OPEN TERRI- 
TORIES FOR SALESMEN CALLING ON 
THE BUILDERS’ HARDWARE _ TRADE. 
When replying please state present lines carried 
and territory covered. Address Box L-224, care 
of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y 





SALES REPRESENTATIVES WANTED 
TO SELL POULTRY EQUIPMENT to Hard- 
ware Stores, Farm Equipment Stores throughout 
the United States. Write in detail giving us 
experience, lines handled, territory covered and 
references. Address Keen Equipment Company, 
Inc., Vineland, N. J 





REPRESENTATIVES WANTED IN ALL 
TERRITORIES TO SELL OUR CHROME 
PLATED BATHROOM ASHTRAY direct to 
Dealers, Dept. Stores and Chains. Address The 
House of Llords, Ltd.. 3268 Motor Ave., Los 
Angeles 34, Calif. 








WANTED: SALES REPRESENTATIVES 
AND DISTRIBUTORS calling on Hardware, 
Variety, and Plumbing Trade to handle popular 
priced attractively displayed bathroom accessories. 
No plastics, wood, porcelain, etc. products 
unconditionally guaranteed. Replies couAdential 
to Box L-228, care of Hanpware Acr, 100 East 
42nd St., New York 17, N. Y¥ 





ers, painters, 





MANUFACTURERS’ AGENTS 
WANTED FOR RED HOT 
HARDWARE SPECIALTY 


Every hardware store in the country is a logical 
outlet for our product. Not a luxury or a gadget, 
it has universal appeal and usefulness and is 
popularly-priced. Protected by U. S. Patents. Fully 
sales-tested and proved before the war, we are 
now resuming production. Needed by home-own- 
electricians, 
fruit-growers, etc. Backed with effective advertis- 
ing and dealer helps. Regular discounts. This can 
be your leading, money-making specialty. Manu- 
facturer rated AAAA. Air mail or wire your appli- 
cation at once, showing territory covered, sales- 
men traveled, number of outlets sold. 


Address: Sales Manager, 
A. S. CAMPBELL CC., Inc., 
East Boston 28, Massachusetts | 


repairmen, farmers, 





Sales iwes Wanted 


LAWN SEED SALESMAN WITH FOL 
LOWING IN NEW YORK AND NEW JER 
SEY. Address Box L-221, care of ae 
AGE, 100 East 42nd St., New York 17, N. 





SALESMEN—SELLING TO HARDWARE 
LUMBER, PLUMBING SUPPLY DEALERS, 
TERRITORIES AVAILABLE. Sell Complete 
Line of Builders, Shelf Hardware, Tools, Plumb- 
ing and Heating Specialties, on commission basis. 
Territories fully protected. State full qualifica- 
tions at once. Our employees know of this ad- 
vertisement. Replies treated in strictest confi- 
Address Box L-232, care of HarpDWARE 


dence. : 
100 East 42nd St., New York 17, N. Y 


AGE, 





DISTRIBUTOR WANTED — STROMEX, 
THE SENSATIONAL NEW INTERIOR 
WALL FINISH Offers Good Opportunity to 
Aggressive, Well-Rated Company with following 
in the paint, hardware and building material 
field. Stromex sticks to practically any wall sur- 
face, covers in one coat, brushed on like paint, 
and is washable. Enormous sales potentials. Write 
giving details of your following. Some territories 
available for division managers. Lowebco, Inc., 
Dept. S., 1525 E. 53rd St.. Chicago, Illinois. 





MANUFACTURERS REPRE- 
SENTATIVES. This ad is inserted to attract 
attention of reliable, established representatives, 
of good character, who desire to make contact 
with reputable manufacturer, whose line is a 
direct to dealer line. If you can successfully 
sell a household specialty of outstanding merit 
and sales appeal, to the hardware dealer and de- 
partment store houseware buyers, write me, giv- 
ing full details about yourself and reference 
Have sales openings in Ohio, Western Pennsyl- 
vania, Indiana, Kentucky and West Virginia. L. 
Robert Wittrock, District Sales Manager, 8510 
Linwood Ave., Cleveland 6, Ohio. 


ATTENTION 





(—Kecouns Wanted | 








ATTENTION 
MANUFACTURERS ONLY 


Puerto Rican Manufacturers’ Agents with well estab- 
lished trade Interested in first elass hardware, elec- 
trical, plumbing, building. construction, auto supplies 
and furniture lines on exelusive basis only. 
ARTURO NORIEGA 
CARIBBEAN TRADING COMPANY 
P. ©. Box 2807 Sen Juan 12, P. R. 








WISCONSIN AND UPPER MICHIGAN DIS- 
TRIBUTOR AND MANUFACTURERS' REPRE- 
SENTATIVE WANTS MORE ACCOUNTS. NOW 
TRAVELING 8 MEN NOW CALLING ON ALL 
HARDWARE AND FARM STORES IN ABOVE 
TERRITORIES. ADDRESS 


FRITZ HIGGINS & ASSOC. 
259 E. WELLS ST. MILWAUKEE, WIS. 














EXPORT BUSINESS 


Let us handle your export business 
and relieve you of all the worry and 
detail it involves. 


SPECIALISTS 


IN SHELF HARDWARE ITEMS, HOUSEHOLD 
APPLIANCES, IRON AND STEEL PRODUCTS, 
AUTOMOTIVE PRODUCTS, PLASTICS. 


NEWMA 205 WESTPORT RD. 


KANSAS CITY 2, MO. 











MAY 8, 


(Classified Opportunities continued on page 238) 
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| Accounts Wanted | 





[Thecourts Wanted __]|[_—Porttions Wanted —] 





CANADIAN HARDWARE DISTRIBUTOR 
Operating Dominion wide dealing exclusively 
with Wholesalers and Lepartment Stores. United 
States Hardware Suppliers requiring Canadian 
Distribution are invited to contact us. We will 
act as your selling agents or will purchase out- 
right. Address Box L-226, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 





ADDITIONAL LINES WANTED. _§Estab- 
lished Sales Agents traveling State of Ohio and 
Vicinity desire Additional Lines, Builder’s Hard- 
ware and Plumbing Supplies contacting jobbers. 


Thorough coverage. Commission basis. Direct 
factory lines only. Address O. M. & I. Dist. 
Co., 261 The Arcade, Cleveland 14, Ohio. Write 


for further information and references. 





MORE PROFITS FOR YOU 
IN CALIFORNIA 


PROFITS await the aggressive manufacturer whe will 
distribute in the newest market—CALIFORNIA. 
Productive coverage based on comprehensive market 
analysis is available tor your product. Contact us 
now for immediate sates to jobbers, wholesalers, and 


large charns, 
S C Sales Manufacturers’ Representatives 
1520 Wilshire Bivd., Los Angeles (4, California 











DISTRIBUTION IN MEXICO 


Aggressive, reliable hardware man going into 
business for own account looking for exclusive 
quality lines. Available small capital, first 


class references, large experience, thorough 
knowledge import, representation, distribution 
problems. Kindly 


Address Box L-233, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








EXPORT SALES REPRESENTATION 


Selling Exclusively to Exporters 


WANTED: Hardware, Plumbing, Electrical & 
Farm Equipment, Housewares. From Manufac- 


turers only. We will carry the ace Ref- 
erences Exchanged. 
SWALLOW INDUSTRIAL propucTs CO., INC. 


30 Church Street New York 7, N.Y. 








HARDWARE MAN 


Have 20 Years’ Experience in Builders Hardware and 
Mill Supplies — now own Large Wholesale Mill 
Supply Business which | will seli—seek to represent 
National Manufacturer in the East—good education 
and appearance—well-known in and near New York— 
belong to most hardware associations—will travel in 
my own car within 500 miles of N. Y. 
Address Box L-203, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


PACIFIC COAST REPRESENTATION 


ESTARLISHED MANUPFACTTRERS’ AGENTS, 
SELLING HARDWARE AND MARINE OUTLETS, 
COVERING CALIFORNIA, OREGON AND WASH- 
INGTON. WKITEK UB. 


KING, SHEA & POSTON 
604 Mission Street, San Francises 5, California 





























NATIONAL DISTRIBUTORS 
Eatablished—Reliable—Aggressive 
: ANCO CORPORATION. ane 22, Pa. 
Branch Uffice: 
Sew York - Philadeiphia - Detroit - Cleveland Louisville 


Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 


Write for further information and references. 








SALESMEN AND MANUFACTURERS AGENTS: 
Carry an addition to your present lines. Brand new, 
Patented. low-cost ftem. Rales tests made of this 
Drduet proved aalahility. All territories now open. 
Notional aivertising wow in progress. A well made, 
@teeptionatiy fast moving. attractively displayed, util- 
Mtartan item. Used tn all homes, restaurants and 
hotels. A must for hun‘ing, fishing, outings and bar- 
beeves. Liberal diseourts or commission. 


MR. MANUFACTURER, DESIRE SOURCES 


OF SUPPLY FOR FALL AND WIN'IER 
ITEMS. We are wholesalers shipping direct 
from factory to hardware dealers east ot Rocky 
Mountains except New England and North At- 
lantic States. You invoice us, we carry the ac- 
counts. Frandele Co., 400 W. Madi-on, Office 
2420, Chicago 6, Illinois. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard 
ware, Automotive, Electric Supply Jobbers and 
Boston Showroom and Warehouse. Dun 





ins. 

and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 

MANUFACTURERS REPRESENTATIVE 


DESIRES LINE OF Builders Hardware, Tools 
and Finishing Hardware for hardware, depart- 
ment stores, lumber yards and jobbers. for the 
State of Michigan, on a straight commission basis. 
Address Box L-191, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVES 
DESIRE ADDITIONAL QUALITY LINE for 
New Jersey, Contacting Lumber Yards, Hardware 
Dealers, Mill Supply Houses. Now traveling 
three men. Experienced representation, aggressive 
coverage. Commission basis. Address Box L-211, 
care of Harpware Acez, 100 East 42nd St., New 
York 17, N. Y. 





SALES REPRESENTATIVE: MAKING 
DAILY CONTACT AMONG CHAIN STORE 
SYNDICATES, AND WHOLESALE DIS- 
TRIBUTORS, wishes to represent a_ reliable 
manufacturer in Greater New York. Carries no 
other lines at present. Will give hundred per 
cent of his time. Maintains New York Office. 
References furnished. Address Box L-193, care 
of Harpware Ace, 100 East 42nd St., New York 
17, .N. ¥. 





[Positions Wanted | 


WANTED BY EXPERIENCED HARD- 
WARE, HOUSEWARE SALESMAN KANSAS 
TERRITORY for hardware, tools, electrical ap- 
pliances, cutlery, housewares, kitchen utensils, 
china, glass ware lines. Can give full time to 
one line if proposition is right. If you need a 
reliable, sober, hardworking representative, write 
Percy-Wendt, 2800 Illinois, Topeka, Kansas. 








MANUFACTURER’S REPRESENTATIVE 
WITH FOLLOWING among furniture, hard- 
ware and building supply jobbers, chain and de- 
partment stores throughout New England desires 
to contact an established manufacturer in need of 


able and thorough coverage in this territory. Ad- 
dress Box L-154, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





HARDWARE MAN WITH 30 YEARS’ EX- 
PERIENCE in Buying, Selling and Warehousing 
of hardware, tools. clectrical and automotive 
equipment, insulation, steels, pipe and pipe fit- 
tings seeks poxition as warehouse or retail store 
manager in New York Metronolitan Area. Can 
plan and layout storerooms, warehouses and tool 
cribs. Supervised handling of ahove lines and 
laving out storerooms and warehouses for large 


shipbuilding firm during war years. Previously 
operated own retail hardware business. Address 
100 East 


Box L-218, care of a AGE, 


42nd St., New York 17, 





SALES MANAGER. EXPERIENCED EX- 
ECUTIVE OF ARILITY. 49. SEEKS PRE. 
LIMINARY CONFERENCE WITH MANU- 
FACTURER requiring increased annual volume 
of sales through Wholesale Hardware, Mill Sup- 
ply, Department Store; Allied Domestic and 
Foreign Jobbers. Sound hackground, capable or- 
ganizer, modern understanding advertising and 
sales promotion. Present connection nets $10-12M 
but transfer of Corporation’s Stock indicates ad 
visahility of change during 1947. Reply Box 





| Address Box 1-181. care of HARDWARE AGE 
i 100 East 42nd St., New York 17, N.Y. 
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1-91, care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





SALESMAN POSITION WANTED: MANU. 
FACTURERS SALESMAN experienced, cover. 
ing the Jerritory of Connecticut and Massachu- 
setts, calling on Hardware and Department Stores 
seeks representation of Houseware and Hardware 





Manufacturers for mentioned territory. Address 
Fred Brown, P. O. Box 532, Fairfield, Conn. 
AVAILABLE EXECUTIVE SALESMAN- 


PERSONAL ACQUAINTANCE WITH MAJOR 
HARDWARE JOEBERS FROM COAST TO 
COAST. Would like to represent manufacturer in 
Southwest calling on jobbers exclusive. Must be 
well established and progressive manufacturer, | 
am no job jumper. Want something permanent 


paying at least $6,000.00 plus commission and 
expenses. Presently employed. Address Box 
L-217, care of Harpwarr AGE, 100 East 42nd 


St., New York 17, N. Y. 





| Bariness Opportunities | 


REFRIGERATORS FOR SALE. AGENTS, 
DISTRIBUTORS AND DEALERS WANTED 
to sell Reconditioned Electric Household Refriger- 
ators. Standard brands in large quantities avail- 
able for immediate delivery. Appliance Produc- 
tion Corp., 180 Broadway. New York 7, N. Y. 








HARDWARE IN DETROIT, SOUTHWEST 
SUBURBAN AREA: established 12 years; 1946 
gross, $85,000; inventory, $20,000; price $27,000, 
with $20,000 down—One of the best—T. D. 
Sharman; member Michigan Business Brokers 
Assn., 203 Hammond Building, Detroit 26, Mich. 
—RAndolph 8586. 





FOR SALE, GENERAL HARDWARE AND 
APPLIANCE STORE IN ARKANSAS TOWN 
OF 6,000. Excellent major lines with good allot- 
ments. 2 competitors. Gross $100,000 year. Will 
lease building and invoice at cost. Inventory 
about $20,000.00. Address Box L-220, care of 
Harpware Ace, 100 East 42nd St., New York 
a = = 





HARDWARE—OHIO FARMING CENTER; 
OLD ESTABI.ISHED; Complete Line Hard 
ware; Electric Appliances, Farm Supplies, Radio 


Repairs; Large Inventory, Modern Equipped 
Brick Building; 10,000 square feet; excellent 
reputation; large volume; also small wholesale 


hardware-plumbing supply; city near Cleveland; 


doing $14,000 month; price $55,000; several 
others, The Apple Company, Srokers, 1836 
Euclid Ave., Cleveland, Ohio. 





VISES 


4V2"'——-#404/2 REED MACHINIST'S VISES 
SWIVEL BASE—ADJUSTABLE JAW 
Opens 5/2”, weighs 75 ibs., brand new, Navy surplus, 
under factory cost, reg. orice $36.95. Our price $15.00 
each; quantity of 3 or more, $13.50 each. F.0.B. Phila. 


C. L. PRESSER CO. 
3602 MARKET ST. PHILA. 4, PA. 








SURPLUS PULLEY BLOCKS 


7" varnished wood double sheave for 74" 
manilla rope with loose hook and becket, 
roller bushed, metal parts japanned. Un- 
From U. S. 


used, in excellent condition. 
Army. 


$2.20 EA. F.O.B. 
PORT JERVIS. N. Y. 


ALMARIN PHILLIPS & SON 











PORT JERVIS, N. Y. 





HARDWARE AGE 
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Skates In The Industry - 


PRODUCTS CORP. now. piv. HA-547 Kokomo, Ind. 






































a © 
SILOO FUEL OIL TANK SELL THE 
CLOGGED OIL BURNER SYSTEMS EST. 1857 
st pour Inte 
WRITE FOR DETAILS . ee SADDLE LEATHER LINE 
SOLVENTS FOR ALL TYPES OF PETROLEUM RESIDUES “a ; @ elses, shell cone cartridge 
~ belts, and other Lawrence saddle 
Toleum 0 Yen e =n = leather sporting goods are profit 
° L producers. Made in the West since 
ee ° th = 1857. Nationally advertised in lead- 
Tank bene a nian * LEATHER LINE ing outdoor magazines. Dealerships 
General omen: 31 Mann Ave Mew VoR7. ML § available. Wite for Information 
trol Sol Cc f Canada, Ltd. 
Dominion Square Bldg. Montreal > THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
% Manufacturers of famous SILOO Sludge Solvent for automobiles & g 


















PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 
faucet drip...ends water waste. 





WASHER 


PROFITS 


Bl Available in Y%4", %” and Y.2" 
TROUBLES sizes. Order through wholesale 
C hardware jobbers. 




















When You Know 
The Trade-Name— 


of a certain product and want to know "Who Mokes |?" 
look in the General Directory Section of the "Who Motes it?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your “Who Mokes !t?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


160 East 42nd St. New York 17, N. Y. 











gudthe rag | 
THE POLISH(IS RIGHT 
IN CADIE CLOTHS 


owe wi" ay 
- — a Clory 


= itvtitns eebniee, 


a. e 4 ey WIPING 





Co TO BC 4 








A iain ‘doth, 


for Every Purpose 






















CUSTOM MADE 


WOOD and ALUMINUM 


BLINDS 


Made to measure 
up to your 
requirefnenis 
in 
ANY SIZE—ANY COLOR 
e = 
2 WEEKS DELIVERY 
Excellent mark-up. 
A sure profit maker 


Send for Felder "*H"’ 


7h - Stober Manufacturing Co. 


~ 991 Fulton St. Brookiya 4, N. Y. 





NATIONAL LOCK COMPANY ROCKFORD, 


Your 


CABINET HARDWARE 





MAY 8, 1947 


BUILDERS HARDWARE 


ILLINOIS 


"AL From One Source™ Hardware Manufacturer 


SCREWS AND BOLTS 


CABINET LOCKS 


239 

























































































PINISH: Green Enamel. 

POST: = carbon welded 
steel tube. (Four times 
a than commen blac! 
pipe.) 7 feet long x I'/-inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets In ground or 
concrete. Black enamel 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 


Immediate Delivery == 


CHENEY INDUSTRIES, Dept. H 








Ibs. per set of 


YOUR WHOLBSALEB 


Treaten, N. J. 








PT 1 A at) - 


They will sell themselves . . . durable... 
rust-proof - individual numbers, each 
3 high, in glassine bag. Display box 
contains one gross house numbers, 12 num- 
bers in individual boxes, and includes 
double numbers for best sellers. Size of 
display carton is 10'/."" wide by 12!" long 
by 34"" deep, outside dimensions. The lid 

, folds back to make the dis- 
play as illustrated, to which 
one number may be screwed 
in place. Numbers can be 
ordered any time to fill this 
* display. 



















ACME PRODUCTS co."76sivauavanss™ 








WARDROBES 
CHESTS AND 
CLOSET 
ACCESSORIES 


E-Z-DO Rose Garland | | 
Matching Accessories 
have set new sales rec- 


a 
LL 





25 years of experience—25 years of leadership ords 


Tie in with this 


SEE YOUR WHOLESALER success! Order today! 


Genuit DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Name 








Silence 
Glide 


mes of 


e n jens re 


ed write fo 


i St, NYC 


Ask your Jobber 


DOMES of SILENCE inc, 


supp 
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Ace Window Screen Co 
Acme Products Co. ... 









Acme Shear Co. . 168 
Adirondack Chair Co. 212 
Advance Glove Mfg. Co. 205 
Air Express Division a 179 
Aluminum Company of America.. 23 
Aluminum Cooking ay Co. 38 


Aluminum Goods ! 
American Cabinet Hdwe. Gun. 2 











American Chain & Cable ....... 00 
American Chemical Paint Co. .... 9% 
—" Floor Surfacing Machine - 
American Mfg. Co., Inc. ........ 212 
American Pad & Textile Co. ..... 143 
American Sponge & Chamois Co. 206 
— Telephone & Telegraph ; 
OT Oe ee 39 
Artistic Wire ~ gene Co. 242 
a re eer 210 
Autoyre Co., The ES PERSE Fee 56 
Avor Mfg. Co. ....... 241 
8 
Sse eer 193 
Baker-Phillips Co. ..............-- 218 
Bana Co., le Sita alate hectoni tis 40 
Bassick Co., The ........0--0. 191 
Berkshire Paint ‘Co. asics 192 
ey Ge & — Co. 133 
Bird acoso 28 
Blotedell” “Pencil Co. 190 
Briddell, Inc., Chas. D. 233 
Briggs Stratton Corp 141 
Br Sons, i 206 
Brown-McLaren Mfg. C 80 
Buffalo Bolt Co. ...... Lace 
Burgess Battery Co. .............. 178 
c 
Cadie Chemical Products, Inc. 239 
Caloric Stove Corp. . eaiees ee 
Camfield Mfg. > — 
Camillus Cutlery Co . 159 
Canvas Products Co. . 224 
Carboloy Co., Inc. . . 21 
Carborundum ‘Co. 48-49 
Carrollton Mfg. Co. 154 
Central Rubber Products Co., Inc. 212 
Century Scientific Products, Inc. 70 
Champion Lamp Works ..... 30 
Champion Outboard Motors Co... 8&8 
Chandler Machine Co. ......... | 44 
Cheney Industries, Inc. .......... 240 
yan et gd | Sve eretow > 191 
Cleveland Chain & Mfg. Co. 129 
Climax Industries, Inc. .......... 74 
Coleman Co., Inc., The .......... 32 
Colombian Rope Co. ............. ! 
Columbus Plastic —s Inc. . 219 


Congoleum-Nairn, 
Consolidated Seles 


sigckaca reel 4 
Ye Philadel- 
phia 242 
Continental Plastics Corp. ....... 225 








NR ie oe as alelone seat 
Ekco Products Coe. ..........0..06 7 
El Roy Naval Stores Co. m 
Evans Products Co. ... Wm 
F 
Federal Seat Co. ......... 5 
Federal Tool Corp. 23 
Ferris Factories, Inc. ... i . i” 
Ferry Cap & Set Screw Co. 12 
Fiske Brothers Refining Co. - 186 
Florence Stove See .9 
aman eg Products ... . m1 
... 2  SSaeaarene 23 
Franklin m pive. 6 Sxabads dae-adeuh mn 
a kk SE eee . ™ 
andl Mockive ‘Works ....... 18 
Fullerton Hardware Supply Co. 24) 
6 
6&H DN eeetesinsses 242 
GM hh en Se oa 
General Die & Stamping Co. ..... 235 
General Electric Co. 

Construction Materials Division (49 
 f. ese 31 
General Mills, nc. . ............ 0 
Gerity-Michigan Die —— Co. % 
Gillette Safety Razor Co. . & 
Goldweber, Bernard ............. 222 
Goulds Pumps, _ ee i” 
Gray & Dudley Co. ............ 7 
H 
Hall Line Corp., - ; asctense 70 
Hampden — Sivueneden 153 
Stenson Sasle Ge. ....ccccccccccs ry 


Harrington & 
Co. 


Cee e eee e eer eesseresereeereees 


Harris Hdwe. & Mfg. Co., Inc., 
EEL O TEE LE Sey SR ee P pes] 
Harris, i. ditceneemebenwasiare 7 
Hartford Products Corp. ......... 4 
Hastings Canvas & Mfg. Co. .... 23 
Hozar eed + pall Works ... @ 
Heller & Co., eres 
Hill-Shaw “ye PAD CR RES. 18-19 
Holt Mfg. —, cra UGS aise Se 

Horton Mfg. SPN ib dao cual 

House of bee , Inc., The, Div. 
of General Paints, Inc. ........ ™m 
Hoyt & Worthen — po. 210 
Hudson Mfg. Co., H. D. ........ 7% 
Hurd Lock & Mfg. ~ patiokiod 241 


Independent Lock Co. .. 103 
International Chain & Mfg. “Co. 18 


International Steel Wool Corp. .. 2/0 
J 
PR EG S siesescdeeusered 4 
Jo Mfg. Co. ; 24 
K 
K-D Mfg. Co. oe aeS rae 218 
Kay Products Industry b] 
"= “See? Sia 
Kellogg Brush Mfg. Co. ......... @ 
Kenco Products Corp. ......... . ail 
Ker-O-Kil Mfg. Co. ...........- 24 
Kingston Pro ucts ee 29 
Kitchen Specialties, Inc. ...... 2% 
Klein-Logan Co., The ...... : 4g 
Klein & Sons, Mathias ....... oan 
Knape & Vogt Mfg. Co. : 197 
Knapp Foundry Co., Inc. 25 
L 
Lawrence Co., George ...... 239 
Lebus Rotary Tool! Works . ‘ 4 


Lehr Equipment Sales, Inc. 





Corbin Serew Carp. .....0.20c000 145 
Corning Glass Works ............ 20 
A Serre Cx} 
Country Gentleman .............. 8 
Cox Metal Products Co. ......... 211 
Crescent Bronze Powder Co. 50 
D 
Davos eters en ene 4\ 
Dazey C —_ RES eer 4 
Delco Appliance Division ........ 55 
Dennis Mitchell Industries ....... 212@ 
Devoe & Raynolds Co., Inc. ....26-27 
Dobbins Mfg. Co. ............... 78 
Domes of Silence ................ 240 
Douglas AwCrGl «ccc... ccess 146 
Drake Electric Works, Inc. ...... 204 
ST SS SS eee 232 
duPont deNemours & Co., Inc., 
DMRS ausGudnvedwhweerteseds eae 125 
Dural Co., Inc. 228 
OS SEE 205 
Durham Co., Donald ............. 210 
E 
E A Mfg. Co 14-15 
BEE Sc iveb bovgeehs's . 240 
Eagle Industries, Inc. ............ 15! 
Easyheet, Inc. ...... 68 


Levy Sons, Inc., |. 

Lewis Engineering & Mfg. Co., The 4 
Libbey-Owens-Ford Glass Co. .... !% 
Lincoln Metal Products Co. 6 
Lindemann, A. J. & Hoverson Co. 21 
Logan Co., EG vcdsavastacece<+e 218 
Lefata Rule Co. ....cccc.c.cee0e- 7 
Lurie Hardware Co., Inc. .... 211 
Lynn Products Co., Inc. .... 14 
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RN NG. i. dtcctinnidaeence ones 217 
Macklanburg-Duacan Co. ....... 187 
Makinen wg MEAs epetenacgueds 222 
SD MO, GODS ccecccecccsocesce 217 
Marshalitown Trowel Se Se 234 
Mast-Foos Mfg. Co. ............. 223 

Master Bronze Powder Co. ....... 44 

f 7 ane 5 

Master Rule Mfg. See 200 
McCallum, Devitt & Ford ........ 209 
McGill Metal Products Co. ...... 212 

McKee Glass Co. .............00 
Metal Textile Corp. 

Midgi Products ...... 

Miller, Inc., Robert E. 

Millers i Sy. 2<teas 

Milwaukee Stamping Co. 

Minute Mop Co. ......... 

Moeller Mfg. Co., 





Moline Prey ‘Works 2 

Morse Bros. Machinery Co. ...... 215 

Munisi 2 ae aa 

Myers & Bro. Co., F. E. ......... 69 
N 

Na-Churs Plant Food Co. 

Nagle’s Nursery ......... 





National Carbon Co., Inc 
National Cash Register Co. 
—_ Enameling & Stamping . 





National Hardware — Inc.... 163 
National Ideal Co. _ a 221 
National Lock Co. ............... 239 
National Mfg. Co. .............. 212 
PINE GED. cccrsecccpccccceses 205 
Newton ‘~«? iis, CBs cevsccvess 2344 
i it ih acncetugunsenseoces 234 
Nichols Wire & Steel Co.......... 53 
Nicro Steel Products ............. 92 


oducts 
Noblitt-Sparks Industries, Inc. 
North Bros. Mfg. Co 


° 
Ocean City M Be vidersalousten i 
Okonite Co., mn Lteices-cawecweavn 83 
Oster Mfg. "Co., tice wilateaonse 231 
P 
Park Metalware Co., Inc. ....... 235 
Peck, Stow & Wilcox Co.......... 230 
EE ML. i ccccasesencesee 202 
Peerless Industries ................ 4 
Peerless Precision Products ...... 


Pennsylvania Lawn Mower Division 100 
Perfection Automatic Machine Co. 239 


Perfection Stove Co. ............. 62 
ND BN CO vccocesecccsens 213 
Petroleum olvents | NSE 239 
Phoenix 2 2h hesiee 229 
Phoenix Table Mat Pe takaensose 185 
#ilgrim Oil Burner Mfg. Co. .... 235 
Pittsburgh Plate Glass Co., 


Paint Division 





Store Front Division 6 
Plumb, Inc., Fayette R........... 243 
Plymouth Cordage Co. ........... 234 
Poloron Products, Inc. .......... 155 
Premax Products Division ......... 91 


Proctor Electric Co. 
Purorone Co. 


Quaker Mfg. Co. ............... 75 | Western Cartridge <<" 
Western: Tool & Mfg. 
Westinghouse Electric a 
Wheeling Corrugating Co. 

R White Machine 

Whitlock Corp. 

Railway Express Agency.......... 179 Winchester io eating Ar 

Rain-Beau Products Co. .......... 177 | Wiss & Soi » oe. a 

Ray-O-Vac Co Co. 






Reflecto Letters C 
ane Wey, Inc. 
Reliatex, inc. 
Reo Motors Inc 


Inc. 
39 | Schollhorn Co., 


207 Speedway Mfg. 


; Wissota Mig. 


Ross Daniels, Inc. 
Russell, 


Pe ee eee 207 
Burdsall & Ward Bolt 4... 


Nut Co. 
Russell & Evin Mig. Vee 


Rusticide Co. 


S & W Moulding Co.............- 


Schalk Chemical Co. 
Schick, 


Science Products Co. 
Seaboard Pibg. Specialty 
Select Distributors 
Shapleigh Hardware Co. 


William .... 


Cor 














Sharon Bolt & Screw Co.......... 202 
Sheffield Bronze Paint Corp...... 45 
Sheffield Merchandise Co. ....... 231 
Shelton Plane & Tool Mfg. Co.... 228 
Sherwin-Williams Co., ileved 12-13 
Siebring “— BG inciboneguenvess 214 | 
FS ee 90 | 
Sisley SR TIE, Len anoeonanse 219 | 
I eae ion pepaens 192 | 
Socony-Vacuum Oil Co., Inc..... 42 
Solar Electric Comp. «.. eae CS 214 | 
South Bend Toy Mfg. Co.......... 176 | 


Southern Aircraft Co. 
Spar-Tex Co., The 


Sports Goods Senpty 


88 Stelray Metal Products, 


Sterling Lock Co. 
Stewart Iron _ Co., 
Stober Mfg. 

Super Tool Co. 
Superior Fastener Corp. 
Superior Plastics 
Swartwout Co. 
Swift & Co. 


Inc. 


Inc 





Swing- -A-Way Steel Products Co.. 


T 
Tad Chemical Co. 


Taylor Instrument Companies ... 


Telechron Inc. 
Tel-O-Post Co., The 
Templeton, Kenly 


& Co. 
Tennessee Valley” Associated Mar- 


keters 
Toastmaster Products Division ... 


—— Mfg. Co. 


u-Test, Division of Oakes & Co. 


Inc. 


aie. 


Turner & Seymour Mfg. Co 


U 


Union Hardware Co. 
Universal Metal Products 
Upson-Walton Co. . 


v 


Valentine E juipment Co. 
Vanderbilt Tire & Sabha 
Vaughan Novelty Mfg. Co 
Victor Mfg. Co., 


Visar Brass Mfg. Re ‘Inc 


Vichek Tool Co 
Vulcan Electric Co. 


w 


Washburn Co., The 
Welsh Mfg. we 
Werner Co., R 


Wood Shovel & Tool C 
Wooster Brush Co. 
Wright Steel & Wire Co., 


x 
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X-Acto Crescent Products Co., Inc. 
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jes & Co., James H. ......... 226 
Rittenhouse Co., Inc., The ....... 203 
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Yale & Towne Mfg. Co. 





169 
94 
8! 


71 





9 OZ. 
TOPPER 


8 OZ. 
GIANT 


6 OZ. 
MIDGET 













HOSE SOLID PRECISION 
NOZZLES BRASS MACHINED 


Hcerless INDUSTRIES 


5141 MILITARY DETROIT 10, MICHIGAN 











Sensational NEW TERMITE KILLER 





* Quick Profits T ° + 
+Repid Tomer IEFMIte FOG 
* Repeat Sales » Powerful, self applied termite ex- 
* 7: terminator. Every home owner a 
Timely Item prospect. Order now for current de- 
* Nationally mand. Retails at $6 per gal. Packed 
Advertised in cartons of 6 one-gallon cans. 


Dealer Discount —33144%. 
Supply of Free Folders 
“Termite Control” with initial order 


ORDER FROM YOUR JOBBER OR 
648 BROADWAY - NEW YORK 12, N.Y. 


ORDER 
NOW! 


AVOR MFG. CO. - 











MODERN e STREAMLINED e PRECISION-BUILT 
Built-in Reel and Interchangeable Rods 
HURD LOCK AND MANUFACTURING COMPANY © DETROIT 












21 





7 CAR WINDOWS 
h CASEMENT WINDOWS 


For PROVEN QUALITY— 


L U X @] R WINDOW SQUEEGEES 


FEATURING 
Master 

and Junior 
Squeegee dis- 
play deals. 
16”, 12”, 6” 
multiple blade 
wiper and 6” 
single blade 
wiper. 

Master Display 
9 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 
Junior Display 
6 doz. assort- 
ed sizes, 1 dis- 
play card and 
4 wipers. 


FREE—with each deal, one easel display card in six 
colors. 


G. & H. MANUFACTURING CQ. 


2017 N. Leithgow St., Philadelphia 22, Penna. 
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~ em Price, Pre Whee 


CLOTHESLINE PULLEY 
IS 
BACK AGAIN 


IN CAST ALUMINUM 


Strong ‘ll Always Clean 


Durable * 


Rust-proof Always Bright 


2" SIZE 
Dealers—Order thru your jobbers 


Fullerton Hardware Supply Co. 


1456 W. Fullerton Ave. Chicago 14, Ill. 

















A QUICK MOVING ITEM! 


Imagine he> cOLOR* 
SALT « PEPPER — ¢ 


ALL IN ena 


fey} 3 PLASTIC 


SELECT SHAKER... quality combination 
SALT and PEPPER SHAKER 


... With cover and base in six attractive 

colors and barrel of transparent plastic. 
> Just a twist of the cap will give you Salt, 
— RS another turn, Pepper. SELECT SHAKER 
© White repels moisture, is non-breakable, and 
Blue will not spill when cover is in closed po- 
© Yellow sition. SELECT SHAKER is a “must” for 
© Green camping, picnics, barbecues. Adds color 
© Amber to breakfast or luncheon table. A tast 
also seller. Packed assorted colors. 


Mottled Blue ’ 
Write us for discounts and further details. 


Mottled Red 
SELECT DISTRIBUTORS 


2023 Webster Street « Oakland 12, California 


Order NOW for Your Summer Outdoor Living! 
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BECAUSE THEY ARE MADE BETTER 7 (Oy 
ia * a / » 


WIRE DISH DRAINERS 4 723 


New 


ON SIGHT and 
NOW you a1 


@Made of heavy stes 
wire. @ All electric weld 


s, saucers and plate: 


Minimum package 3 dozen. Shipping Wenght 66 ids 
FO. B East Hampton Cone $7 88 per doves 


New York Sales Office 200 Sth Ave Room 20! 
Balumore Sales Office 205 W. Lombard 5 


ARTISTIC. WIRE PRODUCTS CO. 


ce es es em Oy 


HARDWARE AGE 





Vwi AS o CODE 


— Because It’s a PLUMB 


A Plumb hand fool is made for permanence. The scientifically 


iST 


tempered head is built for years and years of service. The 
second growth hickory handle is shaped for a comfort grip and 


ways Clean BE, tested for strength. For almost a century master craftsmen have 






° been combining these exclusive Plumb features into perfectly 


. balanced tools. That’s why you can be certain it will last a life- 
ays Bright time —because it’s a Plumb. Fayette R. Plumb, Inc. Phila. 37, Pa. 


»bbers 


y Co. 


go 14, Ill. 


New de 
ign SELLS 
SIGHT and 
you 

you want 
heavy ste¢ 
ectric weld 
ickel finist 
4)" deep. @ 
nt for silver 
space. Rack 
nd plates 


ng Wengh! 60 Ibs 
57 88 per doves 


saci it Dei Cian Sit tll sia ai cdl wii asl 


PLUMB 


ih Ave Room 20! 
SW Lembare 5 


5 C0. 






RE AGE 


HAMMERS + HATCHETS « AXES « SLEDGES 
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